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Since 1910, more and more 
Telephone Companies have 
turned to L. M. Berry and Com- 
pany to handle their Directory 
Advertising. As a result, Berry 
men today are successfully 
handling more than 950 direc- 
tories for over 250 Inde- 
pendent and Bell Telephone 


Companies in 29 different 


states. 


We would welcome an oppor- 

tunity to handle your directory. 

Call or write today for details. 
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General Offices-Hulman Building-Dayton 2, Ohio+ Michigan 7421 
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Lightw~ight ... easy to handle and splice... eco- 
nomical to install...SUPERTEL keeps down costs 
all along the line. 

It’s this unique combination of economy and 
fine transmission qualities resulting from the 
Polyethylene insulation ...that’s making more 
and more telephone companies swing over to 
SUPERTEL. 

SUPERTEL has a tough and uniform viny] outer 


jacket that provides resistance to sunlight, mois- 
ture, oils and chemicals. The result: far greater 
durability and trouble-free maintenance! 


Broad availability (19, 22, and 24 A.W.G.) and 
up to 404 pairs in concentric and unit construc- 
tion. Quads and composites are also available. 
Specify Type III for aerial and duct installation, 
and Type VII for direct earth burial installation. 
Specify “General Cable” first... 


For complete information and service...contact our national distributors: 


AUTOMATIC ELECTRIC SALES CORPORATION, 1033 W. Van Buren Street, Chicago 7, Ill. 
LEICH SALES CORPORATION, 427 W. Randolph Street, Chicago 6, Ill. 


GENERAL CABLE 


CORPORATION 


BARE, WEATHERPROOF, INSULATED WIRES and 
CABLES FOR EVERY ELECTRICAL PURPOSE 


GENERAL CABLE CORPORATION 
Executive Offices: 420 Lexington Ave., New York 17, N. Y. 


SALES OFFICES: Atlanta e Baltimore e Boston e Buffalo 
Chicago e Cincinnati e Cleveland e Dallas e Dayton e Denver 
Detroit e Erie (Pa.) e Greensboro (N.C.) e Houston 
Indianapolis e Kansas City e Lincoln (Neb.) e Los Angeles 
Memphis ¢ Milwaukee e Minneapolis e New Haven « New 
Orleans e Newark (N. J.) e New York e Philadelphia 
Pittsburgh e Portland (Ore.) e Richmond ( Va.) ¢ Rochester 
(N. Y.) e Rome (N. Y.) e St. Louis e San Francisco 
Seattle e Springfield (Ill.) e Syracuse e Tampa e Tulsa 
Washington (D. C.) 
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Beware! 


caused by 
falling 
from a ladder or even tripping over 
Johnnie’s skates. 


Not all dangers are 
stumbling into a manhole, 


Many dangers lurk for linemen, 
construction and maintenance men, 
installers and others on your com- 
pany payroll. 

These might not all be dangers to 
the men physically. More than likely 
the damage in most instances will 
be to the property of the telephone 
plant and especially so if these men 


have not kept up with modern 
methods, late and improved equip- 
ment and all the “know-how” de- 
scribed regularly in TELEPHONE 
ENGINEER and MANAGEMENT and 
FORTNIGHTLY TELEPHONE EN- 
GINEER. 


You do not have to be an engi- 
neer to understand the “thow-to-do- 
it” articles appearing in Telephone 
Engineer Publications. They are 
written in easy to understand terms, 
illustrated by pictures and draw- 
ings, and suitable to be filed away 
for reference. 

In Telephone Engineer Publica- 
tions you have the ideas of such 
well known authorities as Ruth 
Richards, John S, Reed, Jay G. 
Mitchell, Richard Allen, Myrle Sha- 
fer, John G. Reynolds, Bill Corman 
and others well known to the in- 
dustry. 


Many telephone companies sub- 
scribe to TELEPHONE ENGINEER 
& MANAGEMENT and FORTNIGHT- 
LY TELEPHONE ENGINEER for 
each key man. Some of them see 
that every man on their payroll 
reads both publications regularly. 
Why don’t you subscribe for your- 
self and your employes if you are 
not receiving TE&M on the 15th of 
every month and FTE on the Ist. 
It costs only $3 per year. 





Please send TELEPHONE ENGI- 
NEER AND MANAGEMENT and 
FORTNIGHTLY TELEPHONE 
ENGINEER to the following em- 
ploye for one year. Remittance 
of $3.00 for each subscribtion will 
be forwarded upon receipt of your 
statement. 


NAME 
POSITION 
ADDRESS 
BY 
COMPANY 
ADDRESS 


Mail to 
TELEPHONE ENGINEER and 
MANAGEMENT 
7720 Sheridan Road 
Chicago 26, Illinois 





Big Issue Coming 

THIS IS WRITTEN before the 58th 
annual convention of the United 
States Independent Telephone Asso- 
ciation although this issue is the 
Convention Report Number. Unfor- 
tunately this section goes to press 
early to enable us to bring you the 
Report the week following the 3-day 
conclave. With John G. Reynolds, our 
managing editor, snapping the whip 
on our editorial department and 
lighting the candles for the conven- 
tion weekend of work we are never- 
theless looking forward to the chore. 
In following issues we will give you 
human interest information on con- 
vention personalities in this column. 


Little League 

A. I. OpsTFELD, president of the 
Markwell Staple Mfg. Co. of New 
York whose ads you see in our mag- 
azines, started something on his re- 
cent trip to the Virgin Islands. On a 
short three-day visit to this island 
possession he noticed very little actvi- 
ty in Little League baseball. Since 
working with the youngsters is dear 
to the heart of Mr. Obstfeld he spent 
most of his time during the short 
visit in stirring up interest in his 
avocation. Results of his work is a 
fund being raised by THE DatLy 
News, St. Thomas, in which Mr. 
Obstfeld was the first donor. He is 
now passing out copies of his letter 
to Island authorities endeavoring to 
interest more citizens in the U. S. to 
match his contribution for the young- 
sters of the Virgin Islands. 


a 
*“Gesundheidt”’ 

THanks TO Daniel H. McNulty we 
now have in our possession some his- 
torical memorabilia on the section of 
Chicago where our offices are lo- 
cated. Imagine our surprise to note 
the first telephone call was made 
from this area in 1870. The place was 





the Old Roadhouse and the first word 
was appropriately “Gesundheit!” 
Le ee 

Busy Secretary 

THE MINNESOTA commission had 
a field day on rate cases during the 
months of May, June and July. Ac- 
cording to Keith Vogt who has an 
interest in each and every 
these cases a total of 46 were heard. 
Keith is secretary of the active Min- 
nesota Telephone Association and his 
these 


one of 


duties include attendance at 
hearings throughout the state. His of- 
fice help in St. Paul saw little of 
their boss this summer. 
BH & 

50th Anniversary 

THE 50TH ANNIVERSARY of the 
Province of Albert, Canada, is now 
being celebrated. “Alberta Calls” the 
official publication of the Alberta 
Government Telephones has issued an 
Anniversary issue which also com- 
memorates the 47th year of the gov- 
ernment telephone system. Editor 
Dennis A. Newman has issued an ex- 
cellent memento for the occasion as 
the August issue devotes itself almost 
entirely to the Anniversary theme. 
Mrs. A. Kropp of Leduc was named 
Jubilee Lady. We congratulate our 
good neighbors from the North on 
their Jubilee and upon their August 
Jubilee number of “Alberta Calls.” 


BS 8 @ 
“Glad To See You!” 

WE DO APPRECIATE those of you 
who took time out during your con- 
vention days to drop by our rooms on 
the 5th floor of the hotel to say hello. 
Our Staff treasures the opportunity of 
meeting our readers and having the 
chance to talk with them. This occa- 
sion is an annual one of much plea- 
sure to those on our Staff who do not 
attend other telephone conventions 
during the year. We hope your trip to 
the national convention this year was 
an educational one. 
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AMERICAN CREOSOTING COMPANY 
S937 


into your lines with 


AMCRECO POLES 













To give you the best telephone pole possible, 
Amcreco poles are pressure treated in creosote. 
Not just dipped, not just soaked — but 
creosoted under pressure by the Amcreco 
treatment methods. This treatment forces 
protective creosote right into the cells of the 
wood — preserves the natural strength of 
the wood — assures many years of depend- 
able service. 


Poles pressure treated with creosote by 
Amcreco methods have high resistance to 


fungi, to insects, and have greater strength | A 

throughout the life of the pole. This means mcreco 
fewer replacements and lower maintenance PY’ /y, 

costs with less service trouble. For your next DUS Y tl rOCCSS 


job, contact one of our nearby sales offices. Creosoted 


Products 


COLONIAL GU: GEORGIA 
CREOSOTING i (©) creosorine 
GOMPANY SRSCESS COMPANY 
WCORPORATEO (~COMPOMATI® 





GENERAL SALES OFFICE—CHICAGO, ILLINOIS 
18 FIELD SALES OFFICES TO SERVE YOU 
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these terminals stay dry! 


AUTOMATIC’S TYPE 6OA hot-dip galvanized steel brack- 
UNPROTECTED CABLE 


TERMINALS 


Through wind and rain, this 
rugged, weather-proot cable 
terminal stays free of trouble. 
Water can’t penetrate the 
heavy rust-proof zinc cover 01 
the soldered cable-nipple joint. 
Tight-fitting nuts and over- 
size washers keep condensation 
from drop wire-terminal con- 
nections, Raised bosses on the 
glazed porcelain terminal plate 
prevent a possibility of surface 
leakage. 

Housed in a cast aluminum- 
alloy box, firmly bolted to a 



























when 
everything's 
all wet... 
























et, the Type 60-A gives years of 
faithful service. 


The ‘Type 60-A is reversible 


and mounts easily on poles or 
buildings with the — six-foot 
cable stub running from top or 
bottom. Order from Automatic 
Electric Sales Corporation, 
1033 W. Van Buren Street, 


Chicago 


Shipping 

Cat. No. Capacity Wt., Lbs. 
SA-51 11-pair 14 
SA-53 16-pair 17 
SA-55 26-pair 21 






Product of the Telephone Specialty Department of 


<p ELECTRIC 
AUTOMATIC ELECTRIC 


ORIGINATORS OF THE AUTOMATIC DIAL TELEPHONE 
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North Carolina Indepen- 
dent Telephone Association, 
Carolina Hotel, Pinehurst, 
October 17 and 18. 

Virginia-W est Virginia 
Independent Telephone As- 
sociations, Roanoke Hotel, 
Roanoke, October 20 and 
21. 


Oklahoma Telephone As- 
sociation, Huckins H o te l, 
Oklahoma City, October 20 
and 21. 

South Carolina Tele- 
phone Association, Clemson 
House, Clemson, October 


24 and 25. 

South Dakota Telephone 
Association, Cataract Hotel, 
Sioux Falls, November 3 
and 4. 

Alabama-Mississippi Tel- 
ephone Associations, Thom- 
as Jefferson Hotel, Birm- 
ingham, Ala., November 14 
and 15. 

Georgia Telephone Asso- 
ciation, De Soto Hotel, Sa- 
vannah, November 17 and 


18. 

Florida Telephone Asso- 
ciation, Hotel Daytona Pla- 
za, Daytona Beach, Novem- 
ber 21 and 22. 

Minnesota Telephone As- 
sociation, St. Paul Hotel, 
St. Paul, February 13, 14 
and 15, 1956. 

Kentucky Indepen- 
dent Telephone Association, 
Phoenix Hotel, Lexington, 
March 6, 1956. 

Texas Telephone Associa- 
tion, Baker Hotel, Dallas, 
March 12 and 13, 1956. 


Ohio Independent Tele- 
phone Association, Deshler- 
Hilton Hotel, Columbus. 
March 27 and 28, 1956. 
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When you string 






Copperweld 





Only non-rusting Copperweld* Line Wire gives you the 
permanence and long life of copper plus the strength of 
steel. And it’s light in weight, smooth, easy to handle and 
economical to string, even on the longest spans. 







MORE comes out here 






ZA =" Copperweld ‘‘talks better’ than any other high-strength 
iy“ N wire .. . retains its voice and high-frequency transmission 
i ( I | properties for the life of the line . . . and it’s the only 





long-span conductor suitable for carrier. 


MORE goes in here 

With Copperweld Line Wire, you can expect worthwhile 
savings in operating costs. That’s because Copperweld 
lasts longer and requires less maintenance. The result— 
more profit for you. 










*Trade Mark 


COPPERWELD STEEL COMPANY 
WIRE AND CABLE DIVISION Glassport, Pa. 
For Export: COPPERWELD STEEL INTERNATIONAL COMPANY, New York 


= - 
Ga non-rusting LINE WIRE 


SOLD BY LEADING DISTRIBUTORS 
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H. G. O. Weiler, Vice President and General 
Manager of the Southern Nevada Telephone 
Company, watches while Allye Lawson, As- 
sistant General Manager and Plant Superin- 
tendent, inspects a Kellogg Crossbar Switch. 


‘Sines, 


~ oo 
tan 
Fe ORT R ree 


The size of this board gives an idea of the 
amount of fine telephone equipment which Kel- 
logg installed in the Main office . . . enough 
to serve 12,000 lines and 17,900 terminals. 


i T fasmingo = 








_— 











“Vo City, could do tt Sticker’ 


Spike Jones (appearing with his City Slickers at Las Vegas’ Hotel 
Riviera) tries his hand at pulling one of the switches thrown at the 
cutover. The cutover marked the merger of more than 20,000 
Stations in one integrated system. Harold Stebbins, who super- 


vised the installation for Kellogg, is putting a fuse on the main 
power board, while Kellogg’s C. D. Manning looks on. During 
the months before the cutover, Mr. Stebbins and his crew of 
trained technicians tested every circuit in this gigantic system to 
make sure that the conversion would come off without a hitch on 
the night of the cutover. It did! 











Banks of Kellogg Crossbar Switches in the Main office. Each switch can handle 
from 10 to 20 simultaneous calls . . . more calls per unit of equipment than 
any other switching system. Switches are mounted on frames which pull out 
like filing drawers and then let down for easy inspection while still in operation. 





WDpoOmM< wor 













If you have a customer relations problem—or need to cut maintenance costs— 
Tt will pay you to know about this Kellogg achievement. 


JN AUGUST 21 LAS VEGAS CUTOVER TO DIAL SERVICE. WITH KELLOGG CROSSBAR 
[<QUIPMENT THIS CITY HAS ONE OF THE “SLICKEST” PHONE SYSTEMS IN THE COUNTRY. 


THESE WERE THE WINNINGS AT LAS VEGAS: 


Hotel 

oe ® Vastly improved service. ® Versatile telephone system capa- ® The most dependable dial switch- 

il © low eee aok... ok of unlimited expansion ready ing equipment ever produced or 

na Kellogg Crossbar, routine main- © tie into nationwide dialing. — a —— 2% 
: A . —_ enough to oxcars. 

uring tenance is practically eliminated. 5 Conversion to dial of more than 9 

Ww ol © All PBX’s converted to dial service 20,000 stations with thousands ® Greatly expanded long distance 

m to with a minimum of trouble and served by the new Kellogg K-500 _ service . . . large trunk groups to 

+h on expense. handset. the nation’s major cities. 


YOU, TOO, WILL WIN BY USING KELLOGG EQUIPMENT 


EVERYBODY WON AT LAS VEGAS 






Paradise Valley Office serves 
200 lines and 500 terminals. 












Mr. Weiler, Allye Lawson, and Mr 
S. J. lawson, President of the 
local phone company, inspect the 
new Kellogg equipment. 

























The Nellis Air Force Base Of- 
fice contains 800 lines. 





The Main office, consisting of 12,000 lines and 17,900 terminals, 
serves the major portion of the city of Las Vegas which has seen 
a 500% population rise during the last 15 years. Further growth 
is anticipated in the long range plans for this amazing new system. 
This building is constructed to carry the weight of an added second 
story . . . Kellogg switching equipment puts practically no limit 
on expansion. 





At 3:30 a. m. on August 21 in Las Vegas, the swank 
gambling places along the “Strip” were still going strong. 
Well-dressed visitors crowded around the tables intently 
watching the games of Chance. 

At that moment, in another part of town, a team of 55 
skilled men began to work with the same feverish concen- 
tration. In minutes they had completed the difficult and 
tricky job of cutting the Southern Nevada Telephone Com- 
pany over to dial service. 

That was the night that everybody won in Las Vegas. 

Kellogg offers you the same fine equipment and the 
same complete service that made possible the Las Vegas 
conversion. 













ce ae sa 



















handle 


; The Wherry Office contains Mr. Lawson and Mr. Weiler loo 
nt than Regardless of size of the operation, Kellogg has the 800 lines and 1,200 terminals. over plans to install the nation 
sull out — know-how, the facilities, and the understanding to help wide subscriber dialing. 
eration. 


you plan your expansion program now. 









/ KELLOGG SWITCHBOARD AND SUPPLY COMPANY 
A DIVISION OF 

INTERNATIONAL TELEPHONE AND TELEGRAPH CORPORATION 

SALES OFFICES: 79 West Monroe Street, Chicago 3, Illinois 


i 


mats ADIVISION OF 
aa.a 


Confidence... 


Most of the telephone companies that buy their line 

supplies from Kellogg have been doing so steadily year 

after year. Many have been regular customers for over 

a half-century. This is not done out of mere habit or Kewoce a 
friendship. These companies have learned through ex- wh 
very best products, and for truly dependable delivery for 

and helpful service. The next time you have an order, ° ° 

whether it’s for an emergency or for your everyday Line Supplies 


needs, send it to Kellogg and see why Kellogg Line 
Supply customers keep coming back to Kellogg. 


perience that they can always rely on Kellogg for the 


KELLOGG SWITCHBOARD AND SUPPLY COMPANY 


INDEPENDENT 
A Division of International Telephone and Telegraph Corporation By > 


Sales Offices: 79 West Monroe Street, Chicago 3, Illinois 





Exchange, Quadded and Composite: Type 

75-P for Aerial and Duct Service, 
[ype 775-AP Armored for Direct 
Burial, Type 775-P-SS Self-Support- 
ing using Channell Supports, Type 
2094 to REA Spec. PE-14. Rural Dis- 
tribution Cable. ANSONIA WIRE 
& CABLE COMPANY. 


Simple, Quick and Sure! — For splicing 
two wires of different sizes, there’s 
nothing simpler than using Nicopress 
reducing sleeves and the Nicopress 
31-DC tool. Splices are always tight 
and strong. Made by the NATIONAL 
TELEPHONE SUPPLY COMPANY. 


For Decimonic Ringing Systems — The 
K-5 Sub-Cycle supplies permanently 
accurate ringing frequencies and 
closely regulated ringing voltages. 
Requires little power to operate and 
minimum maintenance. LORAIN 
PRODUCTS CORPORATION. 


a 
i 


lel 
E 


Wirelink and Wirevise —An automatic 
type splice and dead-end for steel 
wire. Especially adapted to .109 extra 
high strength steel messenger support- 
ing 5 and 6 pair Rural Distribution 
Cable. Easy to assemble around insu- 
lator spools and thru thimble eye. 
Made by RELIABLE ELECTRIC CO. 


Long Storage Battery Life is assured by 
using the RB Electrox Automatic 
Charger—it maintains charging rate 
in proportion to drain on batteries. 
Humless operation permits charging 


while telephone system is in use. 
Made by SCHAUER MFG. CORP. 


We're Never Far Away... 


KELLOGG Branch Warehouses 
and Offices: 
6000 W. 5lst Street 
Chicago 38, Illinois 
REliance 5-5445 
4501 Truman Road 
Kansas City 1, Missouri 
Humboldt 7085 
410 N. Syndicate Avenue 
St. Paul 4, Minnesota 
Nestor 5878 
1515 Turtle Creek Blvd. 
Dallas 2, Texas 
Prospect 5191 
1663 Mission Street 
San Francisco 3, California 
Market 1-6011 
1555 West Fourth Street 
Mansfield, Ohio 
Mansfield 7-2816 


KELLOGG Branch Offices: 
406 S. Main Street 
Los Angeles 13, Calif. 
Vandyke 6759 
720 S. Washington Street 


Portland 5, Oregon 
Atwater 8559 


Long Service Life and Low Plant Costs 
go hand-in-hand with the installation 
of ENDURPRENE — The Neoprene 
Drop Wire available in Copperweld 
and Bronze. This flexible and easy to 
handle wire is made by GENERAL 
INSULATED WIRE WORKS, INC. 


Dead-Ends for Plastic Cable —Designed 
for thermoplastic insulation, this fit- 
ting protects while firmly holding ca- 
ble in elongated grip in which the 
unit pressure is small because of large 
area of gripping surface. PRE- 
FORMED LINE PRODUCTS CO. 


Kellogg's Standard Outside Plant Handbook 
now available at special price while 
quantities last. Reduced to $2.75 a 
copy with ten or more copies priced 
at $2.50 each. Every phase of outside 
plant telephone pole line construc- 
tion is covered in book. 





PNer ie VISIBLE 


UNDER-GLASS BULLETIN HOLDER 


For Quick Reference To: 


1 Emergency phone 
numbers such as Fire 
Dept., Police Dept., 
Ambulance and 
Hospital numbers. 


2 Hotels with C-L-R 
service. 


3 Western Union phone 
numbers. 


4 Telephone numbers 
of local companies 
receiving frequent 
long distance calls. 


5 Frequently called 
direct circuit points 
and tributaries. Illustration shows set of 5 visible panels with 


. shim at each end—over-all width 213%”. 
6 DSA Toll points. 


These Acme Visible units fit under the Bulletin Glass and make 
corrections and changes easier because the bulletin can be removed 
without loosening the glass. The bulletin is divided into a number of 
panels and only the panel (page) to be corrected need be removed. 

The panels are of one piece steel construction, flanged at the back 
and side edges to hold the bulletin in place, and the front edge is 
formed downward to provide a “‘pull”’ to use in sliding the panel out. 

A shim is used adjacent to each end panel to make the over-all 
width the same as the Bulletin Glass space. The shims are slightly 
thicker than the panels and have a slot through which the Plexiglass 
screws are tightened. This holds the glass firmly, yet provides for 
sliding the individual panels in or out. 

Units supplied to meet dimensional requirements both as to indi- 
vidual panels and over-all sizes, depending upon type of board in use. 


Acme Visible Equipment has been designed for telephone use by Acme 
Systems Engineers in close cooperation with practical, experienced telephone 
experts. Tell us your requirements and receive our suggestions and quotations. 


TNs VISIBLE | RECORDS, INC. 


CROZET. VIRGINIA 
District Offices and Representatives in Principal Cities 
4 a oe Eee ee ee ee ee eee 
f ACME VISIBLE RECORDS, INC., Telephone ial Division, Crozet, Virginia 


Please send us illustrated booklet 


[_] Have represeniative call. Date 


(] We are interested in Acme Visible equipment for 


3 
i 
i 
i 
Ns 


Used in conjunction with an Acme 
Visible Multi-Card Bulletin Holder. 


Here are two illustrated booklets describ- 
ing various units which have been designed 
for, and use-tested by, telephone compa- 
nies throughout the country. 


Send for your 
copies TODAY! 


[_] #994 on Acme Multi-Card Bulletin Holders [_] #982 on Acme Flexoline for Telephone Companies 


records. 


Se ee ee ee ee 
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TELEPHONE ENGINEER 





Fortnightly TELEPHONE ENGINEER | TELEPHONE ENGINEER avo Vyjanagement 


ON THE tst OF EACH MONTH ON THE Sth O F EACH MONTH 
Dear Sir: October 15, 1955 


29 plan of merger whereby Theodore Gary & Co., will be merged into Gen- 
eral Tel. Corp. Action was taken at special shareholders' meetings of 
both companies held in New York & Kansas City. 





Participating common & common shareholders of Theodore Gary & Company 
will receive 1% shares of General Tel. Corp. Common Stock for each of 
their shares under terms of the merger. Effective date for merging the 
two companies will be Oct. 31, 1955. 


Donald C. Power, president of General Tel. Corp., who will continue as 
president and chief executive officer of the surviving General Tele- 
phone Corp., stated that it is anticipated the combination of these 
properties will result ina better integrated & more efficient tele- 
phone operating system. The telephone subsidiaries of Gary operate in 
17 states in United States & their properties in 8 states in which Gen- 
eral Telephone's subsidiaries also operate are conveniently located 
for efficient integration. Genl. Tel. presently operates in 21 states. 
Merger will also result in the addition to General Tel. System of sub- 
Stantially larger manufacturing & selling activities principally Au- 
tomatic Electric Co. 


Based upon current operations, the enlarged General Tel. Corp., will re- 
ceive approximately 61% of its revenues from telephone operations & 39% 
from manufacturing sources, It will have approximately 2,500,000 tele- 
phones in service (out of a total of 54,000,000 in the United States) & 
will employ more than 40,000 people. 


* * * 





NEW OWNERS: — Claude J. Dodson purchased Ariton (Ala.) Tel. Co. fromC, 


rib- W. Tomlin. Dodson plans installation of new common battery system... 
ned Union Springs Tel. Co., Inc., purchased Foster-Bell Tel. Co., Union 
_ Springs, Ala... . John M. Cloud has leased Falkville (Ala.) Tel. Co. 


from Mrs. Pearl Brown... C. T. Harrison sold Grove Hill (Ala.) Tel. 

Co. to Grove Hill (Ala.) Tel. Co., Inc. New company will borrow $72,000 

for refunding existing indebtedness & service improvements . .. Leeds 

Tel. Co., Inc. purchased Ashville (Ala.) Tel. Co. fromMrs. Ruby G, Davis 

. - - e Pioneer Tel. Co., Waconia, Minn. is taking over McLeod County Tel. 
| Co., Glencoe, Minn. New name of McLeod company will be Pioneer Tel. Co. 
: of McLeod County .. . Northwestern Bell Tel. Co. purchased Cherry Co- 
op Tel. Co., Hibbing, Minn... . Mr. &Mrs. Alvin Pearson purchased Eddy- 

ville (Neb. ) Tel. Exchange from Wm. Neville... Ernest Vanilla purchas- 

ed Almont (N. D.) Telephone exchange fromMrs. E. Ringham.. . Dakota Cen- 

tral Rural Tel. Co-op Assoc., Carrington, N. D., purchased Farmers' 

Fairview Tel. Co., Woodworth, N. D.... Northwestern Bell Tel. Co. will 

serve former subscribers of Burt (N. D.) Tel. Co. . . . Ft. Jennings 

(Mich.) Tel. Co. purchased Ft. Jennings Farmers' Mutual Tel. Co. for 

$21,600 ...R. E. & Gladys Brookbank sold their interests in Pendleton 

(Ind.) Tel. Co. to David F. &R. F. Williams. New officers ares David F. 

Williams, pres.; H. R. Williams, v. p.; Robert F. Williams, sec.-treas. 
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Announcing 


A AT 


Designed especially for the 


workmanlike installation of 


RURAL DISTRIBUTION WIRE 
& 
SUBSCRIBER DROPS 


The “OFF THE POLE” Aluminum Chassis provides an 
ideal method for messenger mounting of: 


Testerms for single party drops 

Four Party Junction for 4 party line drops 
Interceptor for selective protection 

Type 1 High Potential Lightning Arrester 

Hy Cap Single Circuit Power Cross Protector 
Type 07, 09, 012 or 044 Substation Protectors 
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These items may now be used in any combination and in strict accordance with the best Hand- 


book Practice as the specific requirements at each pole dictate. 

The use of the new RDW Chassis also provides an economical means of using the above Cook 
products already carried in stock or on the truck. The installation cost is therefore limited to the 
pairs in use. 

Simple to install and easy to wire. The hinged mounting bracket permits the chassis to turn at 
right angles to the messenger for the lineman’s convenience. Drop wires are neatly dressed under 
the chassis and supported by Stainless Steel Loops. The RDW Chassis is furnished ready for pole 
mounting with all perforations made to accommodate any of the equipment listed above in any 
of the eighteen positions. The Chassis is locked to the messenger in the “OFF THE POLE” position 
with self-adjusting link. 

There is no necessity, therefore, to “Haywire” your Rural Distribution. Install the new “RDW 


Chassis by Cook” and modernize your outside plant. 





INDEPENDENT 
\==4 q OOK ELECTRIC 
a Company 


2700 SOUTHPORT AVENUE CHICAGO 14, ILLINOIS 


YOUR OCTOBER, 1955 TELEPHONE ENGINEER & MANAGEMENT 


17 






























COMMISSION ORDERS: Cedar Bluff (Ala.) Tel. Co. authorized to increase 
rates. In '54 company's operating expenses exceeded operating income by 
$805. Under new rates company would have shown net profit of $1,294... 
Bayou Telephone Co. granted authority tos (1) increase rates at Bayou, 
La Batre & Grand Bay, Ala.; (2) borrow $121,000; (3) issue & sell $40,000 
cumulative, 6% preferred stock; & (4) establish an exchange at Dauphin 
Island, Ala... .ClioTel. Co. authorized to install common battery sys- 
tem at Louisville, Ala... . Peoples Tel. Co., Collinsville, Ala., auth- 
orized to borrow additional $257,000 from REA... Home Tel. Co. granted 
authority to increase rates at Phil Campbell, Ala. 


Cuming County Tel. Co., Wisner, Neb., will increase local pay station 
rates from 5¢ to 10¢ per call... Alexandria (Minn.) granted authority 
to increase rates upon completion of dial conversion project. New rates 
will produce return of 5.79% on $900,000 established as original cost of 
property after conversion. . . Carlos (Minn.) Tel. Co. authorized to in- 
crease rates. New rates will produce return of 3.62% on $92,500 estab- 
lished as original cost of property after conversion... Farmers' Mu- 
tual Tel. Co., Cerro Gordo, Minn., authorized to increase rates at Bell- 
ingham following conversion to dial service. New rates will produce re- 
turn of 2.64% on $430,500. 
* * * 
EXPANSIONS & IMPROVEMENTS: Midstate Tel. Co., Kimball, S. D., started 
engineering work on new system to serve White Lake, S. D. area. Joe 
Knippling is Midstate pres.; Jim Davenport recently joined Midstate... 
Reo Ludemann, Naper, Neb., v.p. of recently established Boyd County Tel. 
Corp., announced plans are underway for $337,238 system to serve Boyd 
County, Neb. County Tel. Corp. officers are: John Davis, Naper, Neb., 
pres. ; Mr. Ludemann; G. F. Franklin, Verdee, Neb., sec. ; Thomas J. Court- 
ney, Jr., Lynch, Neb., treas. ... Dale Jacobson, mgr. Sully Buttes Tel. 
Co-op, Highmore, S. D., announced approval of contracts for construc- 
tion of 1100 miles of rural lines... Roy Price, mgr. Paul Bunyan Tel. 
Co-op, Bemidji, Minn., announced "way has been cleared" for engineering 
preliminaries for new $385,000 rural project... West Florida Tel. Co. 
will convert Marianna, Fla. exchange to dial in 1956. West Florida Tel. 
Co. is working on $400,000 expansion program. Litchfield (Mich.) Mutual 
Tel. Co. started construction of new building. Litchfield will be con- 
verted to dial in '56.. . Scott County Tel. Co-op, Gate City, Va., com- 
pleted dial conversion projects at 6 exchanges. 
* * * 

HIGHLIGHTS: — California Water & Tel. Co. is spending over $50,000 to 
improve service to mountains east of Redlands. Project includes carrier 
system to serve resorts in Mill Creek Canyon & microwave service to Camp 
Angelus...C.T. Davis, pres., Fidelity Tel. Co., announced completion 
of $160,000 dial system at New Haven, Mo... . Hinton (Ia.) Tel. Exchange 
recently observed its 50th anniversary. S. H. Jones, owner-mgr., said 
exchange has grown from 4 to 203 telephones . . . New address of Pennsyl- 
vania Independent Telephone Assoc. is Room11lll, Payne Shoemaker Bldg., 


240 N. 3rd St., Harrisburg, Pa. 


Ray W. Smith, Editor 
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Spotlighting toll service— 


ALCULAGRAPH 


... speeds toll service 


ie. ... protects toll 
7 revenues 


; Mei 4 4 


. eRe 
ee. ae a ee ee | 
‘ ‘ ‘ ‘ ‘ ’ ’ 


Photo courtesy of 
Kellogg Switchboard and Supply Company 


Calculagraph automatically figures toll time — Eliminate 
time-consuming, service-slowing manual figuring of 

elapsed time on toll calls. Calculagraph is quicker, easier, completely 
accurate. There is no possibility of clerical errors. 


Calculagraph is accurate to the second — Precision cal- 
culations by Calculagraph are accurate down to the 

last second... make it possible to collect all the revenue due 

on every toll call. Calculagraph records are indisputable. 


Calculagraph prints permanent toll records — 
Elapsed time records printed on permanent toll tickets 
make accounting methods simpler, more efficient. Tickets 
are easier to read, permanently legible, available for re- 
ference at any time. 


AUTOMATIC TOLL TIME CALCULATING AND RECORDING PAYS! 


Complete information is contained in the Calculagraph Bulletins 
available in a handy file folder. Write for your copy to Dept. TE. 


THE STANDARD OF ACCURACY... SINCE 1692 


YOUR OCTOBER, 1955 TELEPHONE ENGINEER & MANAGEMENT 19 





11,000 Tons of Copper 
Diverted To Industry 

IN THE LATEST government move 
to ease the continuing copper short- 
age, the Office of Defense Mobiliza- 
tion announced last month that it is 
deferring delivery to the national 
stockpile and the Defense Production 
Act inventory of 11,000 tons of cop- 
per in the fourth quarter of this year. 
Suppliers will have until Sept. 30, 
1956, to restore to the government 
copper diverted for industrial use. 

The General Services Administra- 
tion, acting under direction of the 
Department of Commerce, was au- 
thorized also by ODM to sell to in- 
dustry any of the copper delivered 
by the end of the year to the Defense 
Production Act inventory. In making 
the metal available to industry, ODM 
asked the Commerce Department to 
give preference to defense orders and 
to rehabilitation of flood damaged 
areas. 

While welcoming the ODM action, 
industry spokesmen said the 11,000 
tons fell far short of their needs. In 
a telegram to President Eisenhower 
earlier, a spokesman has asked that 
100,000 tons of copper be diverted to 
industry. 


Overseas Connections 
For TWX Stations 


AT THE REQUEST of RCA Commu- 
nications, Inc., the Bell System has 
made arrangements whereby TWX 
service will be interconnected by 
means of continuous tape with 
RCAC’s Overseas Teleprinter Ex- 
change Service known as TEX. TEX 
provides the same kind of communi- 
cations service on an_ international 


basis, that TWX does domestically, 
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and reaches 17 countries over circuits 
out of New York. 

Under this arrangement, Bell Sys- 
tem customers will call the RCAC 
operating center by TWX in the us- 
ual manner and request RCAC to 
establish a TEX connection. Likewise, 
TEX customers overseas will be able 
to reach TWX customers in_ this 
country through the RCAC office in 
New York. The connection will be 
in the form of perforated tape fed 
continuously between Telephone 
Company and RCAC equipment. To 
compensate for certain differences 
between TWX and TEX keyboards, 
a converter is being provided by 
RCAC. A trial involving TWX cus- 
tomers in the general vicinity of New 
York started in September, and the 
arrangement will be made available 
to other TWX customers. 

The Bell System’s part in the un- 


dertaking consists of providing regu- 
lar domestic TWX service to and 
from the RCAC operating center at 
New York. RCAC will be responsible 
for service over the overseas and for- 
eign links. The TWX and TEX ser- 
vices will continue to be provided 
under the separate tariffs (and rates) 
of the two organizations. 

The Bell System has indicated that 
it will permit a similar interconnec- 
tion arrangement with other interna- 
tional telegraph carriers offering ov- 
erseas teleprinter service. 


Three Independents & CWA 
Agree on Contract Terms 


AGREEMENTS between three large 
Independent telephone companies and 
the Communications Workers of 
America on new one-year contracts 
were reported last month. 

A settlement in the Southwestern 


STUDYING AMERICAN TELECOMMUNICATIONS: — AUGUSTE CHEMARIN left, who is assistant 
to the Chief Telecommunications Engineer for the French Ministry of Overseas Territories, 
recently spent four weeks with General Telephone Co. of the Southwest studying and ob- 
serving telephone equipment and operations. The study is part of the United States “Technical 
Assistance to France” program. Chemarin, who is 34 years old and has been with the 
Ministry since 1943, does not speak English and is therefore accompanied on his trip here 
by an interpreter, ARTHUR TANNENBAUM of New York City, pictured above with Chemarin. 
The French engineer spent part of his time at General’s San Angelo, Texas, headquarters. 
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Ankoseal 


® 
offers you a choice 
TYPES OF 





/ 
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SELF-SUPPORTING 





C 19 GAUGE 


TYPE 611 





and . Type 611 is the self-supporting 
hey i¢ able that is shielded and jack- 
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Write for additional information 
on specific installation needs 
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Ankoseal 
Cable is sold 
to independent 
telephone com- 
panies through 
authorized 
Telephone Sup- 
ply Distributors 
only. 















































States Telephone Co. covering 875 
employes in all departments provides 
wage increases of seven to 15 cents 
an hour, to become effective in three 
steps, Aug. 1 and Sept. 1, and March 
1 of next year. Also, 30 per cent of 
the present health insurance plan is 
also to be defrayed by the company. 

General Telephone Co. of Wiscon- 
sin and the union agreed on a con- 
tract for 800 workers that calls for 
immediately 
five 


wage increases effective 
of two to three cents in traffic, 
to seven cents in plant, and three to 
seven cents in accounting. 
Other increases up to 14 cents an 
hour become effective next March 1. 

An agreement in the General Tele- 
phone Co. of Kentucky, covering 615 
employes, provides pay increases of 
2.5 cents to five cents an hour, ef- 
fective Sept. 18, and a like amount 
next Feb. 26, as well as some town 
reclassifications. 

pg 


La Croix Award Presented 
To Mrs. Gladys Cox 

A TELEPHONE operator in the small 
town of Ozona, Texas, has been pre- 
sented the Certificate of 
Meritorious Service by General Tele- 
phone Company of the Southwest. 


revenue 


LaCroix 





4 
ONE TON 
CAPACITY 





@ Well-balanced, easy-to-grip 
handle. . . 
side 
*“Free-wheeling’ 
in hooking to load... 
matic locking control prevents 
accidental dropping of load 


©@ Half link and full link 


MRS. GLADYS COX, 


For her service beyond the call of 
duty during the June, 1954, Ozona 
flood, Mrs. Gladys Cox was presented 
the award by W. G. Wright, pre sident 
of the company, ata dinne *r in Ozona 


q linemen call 


thig hoist 
a HONEY” 


Designed especially for line work 


Here’s a strong, fast-operating, light-weight 
hoist (12 pounds) with a flexible steel load 
chain that won’t kink, bind or uncouple. 
Controls can be worked without removing 
gloves. It’s rated to lift a one-ton load and 
it’s tested to 3000 pounds. 


THIS CHANCE HOIST HAS 


ALL THE FEATURES LINEMEN WANT 


© Easy working swivel hooks 


operates from either on both chain and hoist housing 


© Permanently lubricated oil- 
for ease ite bearings 


— ~~. working parts fully en- 


closed in the housing to pre- 
vent injury to fingers. 


take-up for accuracy and speed 


Qa-B- CHANCE CoO- GS 


CENTRALIA, MISSOURI ¢ SAN FRANCISCO, CALIFORNIA 
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Ozona, Tex, with her La Croix Certificate of Meritorious Achievement. 


on September 13. She also received 
a cash award. 


During the early morning hours 
before the flood became eminent, 


Mrs. Cox made frequent calls from 
her home to the operator on duty to 
offer her help should the relief opera- 
tor need assistance. As soon as Mrs. 


Cox, who was off duty at the time, 


| became aware of the flood danger, 


immediately left her home and 
went directly to the telephone office, 
arriving at the office about 4:45 a.m. 

She then endeavored to clear the 
switchboard of the many signals and 
in many instances handled calls for 
help and assistance from subscribers. 
One such call notified Mrs. Cox that 


| an elderly invalid was trapped in her 


| bed and that the flood waters had 


| risen to the bed. There was serious 
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danger of the invalid drowning. Mrs. 
Cox contacted her husband who, with 
the help of another citizen, went to 
the invalid’s home and removed her 


| from danger. 


While working at the switchboard, 
Mrs. Cox became aware of a fire in 
the equipment in the telephone office 
and notified the plantman immediate- 
ly. The plantman then ordered the 
operators out of the building for their 
own safety. When Mrs. Cox left her 
switchboard, not only was the equip- 
ment on fire, but the flood waters had 
become six inches deep. 


Mrs. Cox’s service did not cease 









al 


FOR THE BEST IN GUYING! 


Look to Chance for all your guying needs because when it comes to guying, Chance can 
supply everything but the guy strand. 


You add years to the life of your guy strands when you specify Chance guy rods and 
fittings with the full-rounded Thimbleye... you can select the guy guard to fit the job 
from the extensive Chance line...and you can finish the job with Chance guy fixtures 
on the pole. 


Guy rods, guy guards, guy fixtures, anchor installing tools and the most complete line 
of anchors in the industry. Get 'em all from one source—your Chance Distributor. 


Good news for your guys! cer \- pe oe 


“Anchoring,” the most complete anchor 


installation guide ever developed GUY FIXTURES 


... it’s FREE. | You can save time by making up guys 

‘ ' y > a on the ground with these fixtures. 
Write today! They're drop forged from high grade 
steel, heavily galvanized. The full- 
rounded Thimbleye gives complete 


th 


strand protection at any angle of 
pull during slack pulling operations 
and when in use. 





MIKE 

q THE MOLE 

si 
GUY GUARDS 

Irs The SURE-GRIP has no loose parts to 

: lose, nothing to take apart and reas- 
nt, - . . * — semble. The MONO-BOLT combines 
2m ‘ .. tit... i«rss—iti Mime 0g | safety, durability and economy with 
to simple installation—only one nut to 
ra- . tighten. The MATTHEWS, a one-piece 
protector, bolts to the guy clamp and 
Ts. ; 

cannot turn when installed. 
ne 
er, ; Ve 
ce, la yy aM) % 
he 1 \ GUY RODS 
nd \ | Chance Thimbleye guy rods have i 
for a perfectly shaped “thimble” 5 
Ts. | which extends around head of 
hat ’ ' rod to protect cable from strain j 
1er : ‘ at any angle of pull and pre- 
me ' vent kinking. You can order | 
oad threaded or Never-Creep 
: rods with Thimbleye, Twin- i 
_ eye, or Tripleye heads for | 
ith \ use with one, two or three 
to — \ guy strands. j 
1eYr .. | 
i CA55-6C 

rd, 


in 
a | ANCHORS 8- WAY \ 
XN EXPANDING \ D 
te- Chance also has the NEVER- EXPANDING 


the most complete line of SWAMP CREEP ROCK 
. : ’ SCREW 

elr anchors in the industry : CROSS- ‘iii 

1er and the tools needed PLATE CONE 


ip- for better, faster 


wi — (Er (F CENTRALEA 
anchor installations. ue Dp‘ ( _— C © e 
u iD} M3 \S MISSOURI 


¢ 
Ase (In Canada: A. B. Chance Company of Canada, Ltd., Toronto 13) SAN FRANCISCO, CALIF, 
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PROTECT THE PUBLIC 
wih KEARNEY 


Full-VYa 


ALUMINUM 
GUY GUARDS 


For years to come they’ll stay as 
bright as the day they were put 
up. These rugged aluminum alloy 
guards are easy to see... night or 
day. They help you prevent acci- 
dents. In addition, KEARNEY 
Full-Va Guy Guards are easy to 
install. They weigh only one-third 
as much as similar steel guards. 
Full-Vu Guy Guards are available 
in half-round, and full-round ta- 
pered types, in seven and eight- 
foot lengths. 




















For Better Construction... Safer Maintenance 


Specify 
KEARNEY 






JIRK-266 






PRODUCTS 





4224-42 Clayton Ave. ® St. Lovis 10, Mo. 
Canadian Plant: Guelph, Ontario 















when she had to leave the exchange. 
She went to the sheriff's office and 
requested them to notify by radio the 
telephone people in San Angelo of 
the flood and its damage to the tele- 
She then worked 


phone facilities. 


| throughout the day and late into the 


night assisting in every way possible 


| to carry out the responsibilities of 


the telephone company during this 


| emergency. 





| nized. 


The LaCroix awards are named for 
the late Morris F. LaCroix who was 


| chairman of the board of directors of 


General Telephone Corp. and the in- 


| dividual chiefly responsible for estab- 


lishing the General Telephone System 
as it is today. The awards were inaug- 


| urated only last year. 


The LaCroix Awards were insti- 
tuted so that acts of merit beyond the 
assignments normally associated with 
telephone positions might be recog- 
Such acts of meritorious 
achievement are generally connected 
with disasters 
affecting telephone service, saving of 
human life, fires, floods, explosions, 
drownings, and similar catastrophes. 


emergencies such as 


| Increase In Jobs Predicted 


| tion, 


By Bell Official 


DESPITE THE advances of automa- 
there will be more jobs and 
greater opportunities for skilled em- 
ployment than ever before, Thomas 
W. Eadie, president of the Bell Tele- 
phone Co. of Canada, told a CNE di- 
rectors’ luncheon recently. 

Head of an organization which had 


been faced with the fear of fewer 


| jobs when automatic telephones were 


| organization than at any time 


' in mind the 


| he felt 


introduced, Mr. Eadie said that more 
jobs were held today in the Bell 
in its 
history. 

For this reason, though he warned 
that industry ought to keep constantly 
welfare of its workers, 
that such advances as his 
company had made would not threat- 
en future employment and, especially, 
opportunities. 

Within three years, Mr. Eadie told 


| an audience made up of leaders of 


| 
| 
| 
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transportation, communications and 
sales organizations, Canada will have 
the longest radio relay telephonic sys- 
tem in the world, capable of carrying 
3,000 simultaneous telephone mes- 
sages as well as full color television 
programs from the Atlantic to the 
Pacific. 

This, he said, was possible because 
of the co-operation of seven autono- 
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mous privately or publicly owned 
telephone systems across Canada 
which were united to provide nation- 
wide service in the Bell System. 


Brig. Gen. Corderman 
Named Major General 

Bric. Gen. W. Preston Corper- 
MAN, Deputy Chief Signal Officer 
since May, 1955, has been promoted 
to major general in a recent appoint- 
ment. He received the stars of a ma- 
jor general in a brief ceremony in 
the Chief Signal Officer’s offices at 
the Pentagon last month. His insignia 
was pinned on by Maj. Gen. Carter 
B. Magruder, Deputy Chief of Staff- 
logistics for the Army, while Maj. 
Gen. Julius A. Klein, Adjutant Gen- 
eral, also participated. 


Air Force To Operate 
Largest Underwater Cable 

THe Air Force last month ac- 
cepted delivery of the world’s largest 
underwater telephone cable. 

It will serve as a communications 
“spinal cord” for the Air Force’s 
guided missile test range extending 
5,000 miles from Florida into the 
South Atlantic. 

The cable, 1,575 miles long, ex- 
tends from the Air Force testing 
center at Cape Canaveral, Fla., 
through the Bahamas to Mayaguez, 
Puerto Rico. It was manufactured 
and laid by the Western Electric Co. 
over a four-year period. 


New Telephone Company 
Organized In Sao Paulo 

A croup of important businessmen 
of Sao Paulo, Brazil, has been dis- 
cussing the setting-up of a new tele- 
phone company in Sao Paulo. The 
only telephone company in Sao Paulo 
at present is a subsidiary of Brazilian 
Traction. 

The Secretary-General of the spon- 
soring commission declared that Sao 
Paulo is badly in need of new tele- 
phone lines in view of the tremendous 
increase in the population during the 
last 10 years and the rise in incomes. 
He said that Sao Paulo possesses only 
132,000 telephone lines, correspond- 
ing in certain districts to about one 


line per 1,200 inhabitants. 


Wartime Limitations Hindered 
British Telephone Growth 

THE RELATIVELY slow growth of 
telephone service in Great Britain, 
compared with other major countries 
of the world, is blamed on wartime 
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CAN YIELD ADDED REVENUE FOR YOU! 


Fast, efficient, flexible intercommunication is one of today’s vital needs 
in every business — large and small. Personnel need it for time-and-step- 
saving contact with each other ... management needs it for better admin- 


istration and improved customer service. 


Logically, this service should be an integral part of the regular telephone 
system. However, many business subscribers have been obliged to pur- 
chase private intercom systems outright from manufacturers. When that 
happens the telephone company loses the monthly revenue from the 


“missing half” of its service. 


Connecticut PABX systems answer this business demand with a complete, 
integrated series of facilities sized to fit every possible intercom require- 
ment. Because they cover such a wide range of needs so flexibly, 
Connecticut PABX systems open many new doors to added revenue 


for the telephone company. 


With Connecticut equipment goes Connecticut experience in communica- 
tions sales. A comprehensive, tested program that embraces (1) prospect 
selection, (2) the functional survey of subscriber needs, and (3) effective 
selling procedures, enables your company to introduce the new PABX 
services to the right prospects with maximum success. 


For the detailed story of Connecticut PABX equipment and the 
revenue-building Connecticut Plan, write now, without any obligation. 


<i> Telephone Products Division 
208 BRITANNIA STREET ® BEverly 5-7941 ® MERIDEN, CONNECTICUT 


Operator's sta- 
tion with auto- 
matic dial- 
through service. 


AvutomaticPABX , 
switchboards 
for every re- 
quirement. 


Direct, pushbut- 
ton sets, from 2 
to 6 stations. 
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HIGHWAY 


LINE CONSTRUCTION 
AND MAINTENANCE 
EQUIPMENT - 













HC EARTH 
BORING MACHINE 











MW-128 
uTiity TRUCK Bopy & 













] 1U-76 
INSTALLER’S UNIT 







PWD-2 
CABLE REEL 





TRAILER 





Highway line construction and maintenance 
equipment —— designed for safety, depend- 
ability, economy and long, trouble-free service 
life — the most completely engineered equip- 
ment available today. 





That's the reason Highway equipment is more 
widely specified and used than any other. 
Highway’s complete, experienced engineering 
service and extensive production facilities 
mean the right solution to your problems too! 
Call, wire or write for full information and 
specifications today. 





HIGHWAY TRAILER COMPANY 


HEADQUARTERS: EDGERTON, WISCONSIN 
MANUFACTURERS OF: 


HIGHWAY Commercial Trailers ® Trailerized Tanks and Dry Bulk 
TRA ILERS Haulers ®@ Public Utility Bodies © Earth Boring Machines 


® Pole and Cable Reel Trailers © Winches ® Power 
Take-Offs ®@ Service Accessories 


SALES AND SERVICE IN PRINCIPAL CITIES 
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government limitations by the Tele- 
communications Engineering & Man- 
ufacturing Association in the first 
annual report of the private organi- 
zation. 

“The telephone system is suffering 
very severely from the enforced and, 
in our view, mistaken limitations on 
the laying down of new plant during 
and since the war years, and intense 
efforts are now needed to make good 
the lost ground,” the report states. 

“It is important that the service 
should be developed as efficiently and 
rapidly as possible so that it can 
make its full contribution to the in- 
crease in industrial efficiency which 
is so necessary to the country if we 
are not only to survive, but to in- 
crease our general standard of liv- 
ing,” it is added. 

The report notes that at the end 
of last year there were 6,147,000 tele- 
phones in Britain, compared with 
5,878,000 the previous year. The net 
increase of approximately 269,000 
resulted for 711,000 installations and 
143,000 withdrawals. The total in- 
cluded 865,000 on two-party service. 
At the end of the year, there were 
376,000 held orders. 


Carl Wilkin Dies 


Wyatt Cart WILKIN, 65, Norton- 
ville, Kans., who before his retire- 
ment several years ago was manager 
of the Eastern Kansas Telephone Co.. 
with offices in Nortonville, died Sept. 
12. 

A former president of the Kansas 
Telephone Association, he began his 
life work in the telephone industry 
at the age of 14 years at Burlingame. 
Kans., his birthplace. In 1910 he 
went to Pampa, Texas, where he 
worked on a 35-line exchange. Re- 
turning to Kansas he worked on long 
distance circuits being constructed by 
the Missouri-Kansas Telephone Co.. 
and during World War I was fore- 
man of construction at Camp Funs- 
ton, Kans. He was construction su- 
pervisor of the Southwestern Bell 
Telephone Co., before purchasing the 
Burlingame Telephone Co. in 1921. 

Upon selling this exchange in 1927. 
he became construction superinten- 
dent for telephone companies in Mis- 
souri, Kansas and Minnesota. 

Survivors include his widow, Mrs. 
Lula Wilkin; a daughter, Mrs. La- 
Verna Pickens; a daughter, Mrs. 
Walter Holmes; and a son, Donald 


K. Wilkin. 
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...not only that... 


SUPERIOR 


Telephone 
CABLE 


e HANDLES EASIER « REDUCES CIRCUIT FAILURES 
e GIVES BETTER ALL-ROUND SERVICE 






VAM 
a AureTY 
. 


au 



















Electrically, physically and chemically, SUPERIOR CABLE is better! 





Make splices 
MOISTUREPROOF, 
WATERPROOF 
. .. from inside out! 





This all-plastic insulated and sheathed cable more than meets the demands 










of telephone communication requirements for insulation resistance, voltage 





New Superior ‘‘Super- 
Splice’ (Pat. applied for) 
makes the splice perman- 
ently as good as the 
cable. Write for details... 






breakdown, dielectric strength and capacitance unbalance. 






Use SUPERIOR CABLE for aerial and direct burial installations .. . it’s 
moisture, ozone, oil, acid and alkali resistant! 


For longer life and better service at less cost, use fully guaranteed 
SUPERIOR CABLE. Exchange, trunk and toll cables . . . composite and 
quadded cables . . . factory and field tested to assure better performance. 


For detailed information and prices, write 


SUPERIOR CABLE | 


SUPERIOR CABLE CORPORATION 
HICKORY, NORTH CAROLINA 








YOUR OCTOBER, 





1955 TELEPHONE ENGINEER & MANAGEMENT 


ats, 
Sy 
SN) chs a ee ee em me ae aes St 
i A a A ee ee 


ee 8 58 8 @ 6 


RATES and ROUTES can be just 


irH WuH1z TUBES—the new, low-cost 


\ pneumatic ticket tube system—rate 
and route desks and switchboards are 
never more than 25 ft. per second apart! 
Operators send and receive toll tickets 
with the speed and convenience of plug- 
ging in a jack, 

W uz Tubes. engineered and installed 
by International Standard ‘Trading Cor- 
poration, associate of International ‘Tel- 
ephone and Telegraph Corporation, are 
suitable for all types of exchanges. Com- 
bining pressure and vacuum principles, 
the system uses a minimum of space 
and power. No revolving parts at switeh- 
just 
small, conveniently located sending and 


board and rate and route desk 


International Standard Trading Corporation 
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& 


receiving terminals. Corrugated tubing 
gives extra reliability—minimizing the 
effects of static. friction. and humid air 
on ticket flow. 


Why not investigate Wiz Tubes for 


jack 


vacuum 


Pressure receiver at right, below the 
panel, delivers a ticket. Operator's 
Pressure senders are similarly 


desks. 


sender is at left. 


flush-mounted in rate and route 


22 Thames Street, New York 6, N. Y. 
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SECONDS away 


your telephone operation? Find out, 
without ob ligation, just how much your 
service can he speeded up... how much 
money 


Write today for full details. 


vou ll save on operating costs. 


2 


Compactness of this automatic vacuum re- 
banks of 
and 


ceiver permits mounting multiple 
units in a minimum of 


route desks. 


space on rate 


[biter 


‘mae ff 
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AND EXIDES HELP THEM 00 IT / 


AUTOMATIC SWITCHING DEMANDS A STANDBY 
SOURCE OF POWER TO INSURE SERVICE CONTINUITY. 
TO SUPPLY INSTANT, AMPLE POWER, EXIDE MAKES 
A COMPLETE LINE OF TELEPHONE BATTERIES— 
IN BOTH GLASS AND PLASTIC, BACK OF EACH 
EXIDE STANDS YEARS OF CONSTRUCTION 

SKILL AND ENGINEERING RESEARCH! 


LET EXIDE HELP SOLVE YOUR TELEPHONE 
BATTERY PROBLEMS. @ CALL AN EXIDE 
SALES ENGINEER FOR FULL DETAILS.@ WRITE 
FOR FORM 4993, A TELEPHONE BATTERY 
ENGINEERING AND MAINTENANCE MANUAL. 


= RIES un UNDER WATER. .. 


if seat EQUIPMENT AND EXIDES 


DEFIED THE FLOOD! 


IN 1952 THE CORNING DIAL EXCHANGE OF THE UNITED 
TELEPHONE COMPANY GOT IN THE PATH OF THE RAMPAGING 
MISSOUR\. PUMPS FAILED— ALL EQUIPMENT WAS FLOODED 
FOR TEN DAYS! WHEN THE WATER RECEDED, THE 48-CELL 
EXIDE WAS CLEANED, CHARGED AND PUT BACK IN SERVICE— 
TO GUARANTEE POSITIVE OPERATION OF VITAL EQUIPMENT— 
TO FURNISH ADEQUATE RESERVE POWER! DURING AND AFTER 
EMERGENCIES, RUGGED DEPENDABLE EXIDES PROVE THAT 
THEY ARE ALWAYS YOUR BEST BATTERY BUY— / 
FOR ALL TELEPHONE SERVICES : 


MEAN oo a 
FOR YOU 


THE IMPROVED PLANTE TYPE 
POSITIVE PLATES OF THE EXIDE- 
MANCHEX BATTERY ARE OF THE 
MANCHESTER DESIGN~ AN 
EXCLUSIVE EXIDE FEATURE. 
BUTTONS OF LEAD DELIVER THE 
TEI POWER YOU NEED, WHEN YOU NEED 
IT. OVER A HALF CENTURY OF 
; DEPENDABLE PERFORMANCE IN 
TELEPHONE BATTERY SERVICE 
HAS DEMONSTRATED THAT 
EXIDE BATTERIES WITH THEIR 


BUTTONS OF POWER ARE 
YOUR BEST POWER BUY— 


AT ANY PRICE! 


ld 
Exide INDUSTRIAL DIVISION, The Electric Storage Battery Company, Philadelphia 2, Pa, 
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see how 


Superior or Atlas Engines 


solve your standby power problems 


Engineered installations of Superior and Atlas Diesel, dual fuel and gas engine-generator 
sets have solved hundreds of standby power problems! In many cases they've paid 
for themselves. Their automatic start and stop operation often averts tragic consequences, 
by providing efficient, dependable power for essential plant services in every instance 
of main power source failures. In order for you to have all the facts and figures we've 
prepared a special case history file. It shows many instances of how our skilled engineers 
assisted in solving serious problems involving special considerations and peculiarities 
in individual installations. Chances are many of the installations will be similar to yours. 
This information will prove a valuable aid in your planning. 

Write, on your letterhead, requesting this file of. helpful examples. White’s skilled engi- 
neers, with years of experience in developing engineered installations of Superior or 
Atlas engine-generator sets, will assist you in engineering the proper standby power 


for your specific requirements. 


WHITE DIESEL ENGINE DIVISION 


THE WHITE MOTOR COMPANY ©@ Plant and General Offices: Springfield, Ohio 


Model 40 Superior 
Engine-Generator Set, 
an engineered instal- 
lation, solves standby 


power problems of an 
Ohio company. 
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Washington 


OLITICALLY - conscious 


ington, 


Wash- 
stunned by President 


Eisenhower s illness. was within a 
short time thereafter attempting to 
calculate the effects of the 
news on the national scene. 

Following are some of the off-the- 


cuff 


ienced observers, particularly as they 


sudden 


conclusions drawn by _ exper- 
affect the communications industry, 
gleaned within a few days of the 
news of the President’s heart attack. 

First, it must be expected that 
President Eisenhower, regardless of 
how completely he recovers, will not 
run for a second term. This is evi- 
dent for political and personal rea- 
sons. Politically, it is unlikely that a 
man who has suffered a_ well-pub- 
licized heart attack could be elected 
President; his staunchest supporters 
probably would wish to spare him 
the rigors of another term in the 
White From a 
standpoint, it would be distasteful 
for the President, if he did 
intend to run again prior to the ill- 
ness, to participate in a campaign in 
which his health would be an issue. 
Furthermore, it was not known until 
after the heart attack just how strong- 
ly his family has been opposed for 
some time to a race for another four 
years as President. 

Accepting that someone other than 
President Eisenhower will be the Re- 
publican candidate next year, the 
Democrats must be favored to win 
the election. Chief Justice Earl War- 
ren probably is the only other Repub- 
lican who 50-50 bet 
against a strong Democrat candidate, 
and there is no that he 
would be willing to step down from 
the bench to make the race for the 
presidency. 

Most pundits have viewed a Demo- 


House. personal 


even 


would be a 


assurance 
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BUREAU REPORTS 


By The Editors of “Telecommunications Reports ” 








WASHINGTON attempts to calculate effects of 
President Eisenhower’s illness . . . Botkin com- 
pletes ODM assignment . . . FCC policy decision 
probable on radio relay application. 





cratic-controlled 85th Congress as a 
s_rong likelihood. whether or not Mr. 
Eisenhower were a candidate for re- 
election, so that the President's de- 
parture from the race heightens the 
probability that the Democrats will 
continue to hold the 
louse and Senate in 1957. Thus, elec- 


reins in the 


tion of a Democratic President would 
return the nation to single party re- 
sponsibility for the conduct of both 
executive and legislative branches. 

While the differences between the 
two parties in such fields as federal 
finance, labor legislation, taxes, and 
similar matters have been well-adver- 
tised by spokesmen for both sides, it 
remains for each reader to draw his 
own conclusion as to the relative ad- 
vantages and disadvantages of prob- 
able Democratic control. It might be 
well to remember, however, that in a 
continued high level of national pros- 
perity, and with many of the Demo- 
cratic Congressional leaders coming 
from Southern states, the differences 
between the two parties in the last 
analysis may be more apparent than 
real. 

Where the immediate effects will 
crop up is, of course, in the 1956 
election campaign. The viewpoint of 
Washington observers generally, be- 
fore President Eisenhower’s illness, 
was that the Democrats were looking 
more for a party caretaker than for 
a strong presidential candidate, since 
they did not generally believe they 
could beat President Eisenhower if he 
ran again. At the same time, they 
were having a rather difficult time 
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finding campaign issues for the 
Congressional as well as the national 
races. 

As a result, it began to appear, in 
the continued assaults in the public 
vs. private power field, and the com- 
ments of House Majority Leader 
John McCormack about the Bell 
System’s contract to provide the Air 
Force with circuits for its semi-auto- 
matic air SAGE, 
that the utilities might well wind up 
as prime campaign targets. 

Now all that is changed, and the 
Democrats, not facing the problem of 
President Eisenhower’s personal pop- 


defense system, 


ularity, can wage a party vs. party 
and candidate vs. candidate drive 
along the lines of customary issues. 
against the “WOCs’-— 
businessmen on their 
companies to serve in Washington 
and allegations that the 
Eisenhower administration has fav- 
ored big business will become less of 
a factor in the political arena, al- 
though they will not vanish. 
Legislatively, 1956 may develop 
less along party lines and be more 
affected by the approaches of top 
political personalities in both major 
political groupings. The incentive for 


Charges 
leave from 


agencies 


a personal income tax cut, with both 
Republicans and Democrats striving 
for voter credit for the move, may 
diminish slightly. Potential _ presi- 
dential candidates will be somewhat 
less concerned about their party’s 
record as a whole, and more involved 
with their own political fortunes. 

It is sometimes said that, in presi- 
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Now you can buy your long-distance 
and trunk circuits “‘BY THE PACKAGE’’ 


Here’s a new service—brought to 
you by two of the leading suppliers 
of communications equipment. Com- 
bining Lenkurt’s ‘““EF&I”’ (Engineer, 
Furnish, and Install) service with 
Automatic Electric ‘‘Follow-Thru 
Engineering’’, it makes it easy for 
you to have the carrier or microwave 
equipment you need, without over- 
loading your engineering and instal- 
lation staff. This new “package plan”’ 
is broad enough to handle complete 
projects, yet flexible enough to pro- 
vide economically just the services 
you need. 

Through this “package plan’”’ you 
have the opportunity to contract for 
any or all of these services: 


1. Specific recommendations. 
Experienced project engineers study 
your problems and draw up an eco- 
nomical, workable plan to meet pres- 
ent and future requirements. Then 
they make detailed equipment rec- 
ommendations—telling you why. 


AUTOMATIC ELECTRIC —LEADERS 
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2. Detailed specifications. Our 
engineers provide all the specifica- 
tions you need to order your equip- 
ment. 


3. Expert installation. Thorough- 
ly trained specialists handle all the 
details of the installation, and turn 
the system over to you, ready for ser- 
vice, on the date promised. 


4. Office records. You are fur- 
nished, for record purposes, the en- 
gineenmng details showing how this 
system was incorporated into your 
plant. You will receive field surveys, 
floor plans, cable and power con- 
necting charts—all the records you'll 
need for future use. 


5. Staff training. You are provided 
detailed equipment bulletins and 
line-up and operating instructions 

Manufactured for 


AUTOMATIC 


for your personnel. Engineers as- 
signed to your installation will train 
your men right on the job, giving 
them the basic information necessary 
to understand and service the 
equipment. 
6. Follow-up counsel. Even after 
your system is in operation, this 
same helpful service continues. When 
assistance on rearrangements or ex- 
pansion is needed—or any time you 
can profit from experienced counsel 
—this service is available to you. 
For complete details on how this 
“package plan”’ service can help you 
to quickly and easily get the long- 
distance and trunk circuits you want, 
write: Automatic Electric Sales 
Corporation, 1033 West Van Buren 
Street (HAymarket 1-4300), Chicago 
7, Illinois. 


VAS 
WV 


ORIGINATORS OF THE AUTOMATIC DIAL TELEPHONE 
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dential election years, the Senate has 
96 candidates. This is not so true 
when an incumbent President is run- 
ning for reelection or a strong leader 
has control of one or both of the par- 
ties, but if the two nominations are 
as wide open as they now appear to 
be, a very large number of Senators 
will be avowed candidates for Presi- 
dent, hopefuls for Vice President, or 
“favorite sons” or “dark horses.” 
Legislative implications, then, are 
obvious. 

What had appeared to be smart 
political strategy—holding the 1956 
party conventions, particularly the 
Republican gathering, later than 
usual—now seemingly will merely 
lengthen the amount of time and ten- 
sion spent in pre-campaign maneuv- 
ers. 

The tremendously changed outlook 
is, of course, another tribute to the 
President’s stature and prestige. The 
illness of no other man in recent 
years could have altered the entire 
prospective national picture so exten- 
sively. 


Botkin Completes 
O-D-M Assignment 


AROLD M. BOTKIN, American 


Telephone & Telegraph Co. Long 
Lines Department official, has com- 
pleted his second tour of duty in a 
Washington mobilization-defense as- 
signment, and once more has gone 
back to his company. Mr. Botkin’s 
new assignment is an assistant to 
AT&T Vice President H. T. Killings- 
worth, in Long Lines. 

To succeed Mr. Botkin as assistant 
director for telecommunications of 
the Office of Defense Mobilization, 
appointment of Maj. Gen. Jerry V. 
Matejka was anticipated at any time 
as this column was written. General 
Matejka, who formally retires from 
the Army at the end of October, was 
already at work in the ODM office as 
a consultant, and his formal appoint- 
ment as Assistant Director was to be 
made as soon as possible. 

During Mr. Botkin’s year of serv- 
ice in the ODM post, work has been 
moved ahead by the government tele- 
communications organization in a 
number of directions. An organiza- 
tional plan for emergency control of 
communications in event of attack on 
the United States has been completed. 
In another area, analyses have been 
finished of the possible steps that 
might be taken to minimize the vul- 
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nerability of domestic and interna- 
tional facilities to interruption. 

An inventory and war emergency 
allocation of international non-gov- 
ernment radio and cable channels has 
been completed, to the point where 
negotiations for the channels can be 
undertaken. The standby system of 
priorities ef communications for use 
in event of national emergency has 
been previously reported, along with 
the inception of work on a system of 
priorities or service restoration in 
event of attack or disaster. 

Mr. Botkin, before his year with 
ODM, had returned to Long Lines 
briefly from a previous Washington 
stint as a consultant on communica- 
tions matters to the Defense Depart- 
ment. He joined Long Lines in 1928. 

General Matejka has been in the 
Army since 1917, and has held major 
command and communications as- 
signments. He was Chief Signal Offi- 
cer of the European Command for 
several years after the war, and 
served as Chief Signal Officer in Eu- 
rope and North Africa during World 
War II. More recently, he was Direc- 
tor of Production of the Munitions 
Board, and Deputy Chief for logistics 
of the Allied Forces Central Europe. 


Policy Decision Probable 
on Radio Relay System 


HAT COULD develop into a 
major policy case involving 
privately-owned vs. common carrier 
communications facilities is being 
developed in a Federal Communica- 
tions Commission proceeding involv- 
ing the application of Central Freight 
Lines. Inc., of Dallas, Tex., for a 
microwave radio relay system be- 
tween Dallas and Fort Worth in the 
motor carrier radio service. So far, 
the FCC proceeding has consisted of 
an exchange of correspondence and 
filing of statements by some inter- 
ested parties, but an important FCC 
policy pronouncement could result 
before it is over. 

In a letter to the applicant, the 
Comnaission said that its applications 
did not meet the criteria for the 
motor carrier radio service, and 
added that “adequate communication 
common carrier facilities appear to 
be available between Dallas and Fort 
Worth.” 

Central Freight, in reply, com- 
mented that it believes the FCC “has 
full power” to grant the applications 
as submitted under its existing rules. 
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No “general criteria should be ap- 
plied to our applications because of 
their unique nature” as the “first and 
only microwave applications that 
have been filed by the motor carrier 
industry,” the company declared. 

It added that “the fact that ade- 
quate communication common car- 
rier facilities have been available be- 
tween the terminals for which other 
developmental authorizations have 
been requested by, and granted by 
the Commission to, industries other 
than the motor carrier industry has 
apparently never before been taken 
into consideration.” It said it did not 
mean the Commission should ever 
take the adequacy of common car- 
rier facilities into account in acting 
on a developmental microwave appli- 
cation, but was stating that its appli- 
cations should be given the same 
treatment as other industries’ de- 
velopmental requests which the FCC 
“rightly” granted. 

Interested parties filing statements 
in the case include the Southwestern 
Bell Telephone Co. and the Western 
Union Telegraph Co. Both declared 
that adequate common carrier facili- 
ties exist over the route, and urged 
that FCC keep that factor in mind. 

In the general field of telephone 
companies’ radio services and those 
of othe. parties, the FCC has sched- 
uled for Nov. 28 a hearing on the 
application of the Bell Telephone Co. 
of Pennsylvania for a commercial 
trial of one-way radio paging service, 
using hand-carried pocket-sized re- 
ceivers, in Allentown and Bethlehem. 

Initially, the FCC granted the Bell 
of Pa. application, but then, as per- 
mitted by the Communications Act, a 
private citizen in Allentown who 
operates a one-way radio signaling 
service came in to the Commission 
with a protest. The Commission ruled 
that he demonstrated himself to be a 
“party in interest,” and therefore was 
entitled to block the grant to Bell of 
Pa. and have a hearing. 

The signaling service operator, 
Richard E. Law, contends that he will 
be adversely affected economically by 
the “ruinous competition” of Bell of 
Pa., and declared that as a miscellan- 
eous common carrier he should be 
protected by the FCC. 

The case could lead to an import- 
ant policy ruling by the Commission 
bearing on the rights of telephone 
common carriers and others who pro- 
vide radio services to themselves or 
customers. 








Now they teach enterprise! 


School teachers Elizabeth and Kathryn Journey had a lot to learn when, twelve years ago, 

they took their father’s place at the head of the Citizens Telephone Company in Higginsville, Missouri. 
They faced a man-sized job, without experience and without the time to acquire it. But what they had 
resourcefulness and a spirit of community service was enough. Today, the number of telephones they 
serve in Higginsville and two neighboring communities has doubled! And when a new $300,000 dial system 

went into service recently, their company’s dollar investment had more than quadrupled! True, the 

Journey sisters no longer teach, but their story itself is a lesson in American enterprise... 
typical of America’s growing Independent telephone companies everywhere! 


INDEPENDENT Independent Telephone Companies of America 


United States Independent Telephone Association + Pennsylvania Building « Washington, D.C. 
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Koiled Kords 


to match new telephones 


KOILED KORDS in color are now standard 
equipment on all new colored telephones 
offered by Independent Telephone Manufacturers. 
Fine, matching colors have been obtained 
without sacrificing the outstanding features of 


the well-known and popular black 


KOILED KORDS. 


© 1955 


Koiled Kor Ws | BOX K, NEW HAVEN 14, CONNECTICUT 


(t'NCORPORATEO 


PRARARAPRARRA 
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New Lenkurt radio channelizing system grows with your needs 


Far greater channel capacity than ever before! With the 
Lenkurt Type 45BX Radio Carrier System, you can now 
get up to 120 telephone channels in one system. Want to 
add even more channels some time in the future? It’s 
simple. Two more 120-channel systems over paralleling 
radio paths can be added easily, giving you as many as 
360 channels! 


Here is large-capacity radio carrier with all the merits 
and operational features of the famous ‘universal’ 
Lenkurt 45-Class systems. Lenkurt’s ‘Interconnected 
Carrier Concept’”’—foundation of these systems— per- 
mits direct connection to open-wire or cable systems 
without converting carrier frequencies to voice frequen- 
cies and back again. 


Type 45BX Carrier meets all your requirements for 
flexible, low-cost, reliable performance. Start small, if 
you desire, with as few as 12 channels. Later on you can 
add 12- or 24-channel groups on a stackable basis. Re- 
gardless of the number of channels, your per-channel 
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cost will remain essentially constant. Each 24-channel 
group operates independently; equipment faults and 
tests in one group do not affect the rest of the system. 
There’s no sacrificing of flexibility, either; channel groups 
can be dropped out or inserted as desired, at intermediate 
points between end terminals. 


Lenkurt Type 45BX Radio Carrier is now available 
with specific deliveries to meet your requirements. Write 
today to get complete details. Address Automatic Elec- 
tric Sales Corporation, 1033 West Van Buren Street 
(HAymarket 1-4300), Chicago 7, Ill. In Canada: Auto- 
matic Electric Sales (Canada) Ltd., Toronto. Offices in 
principal cities. 


s 


Manufactured for 


| AUTOMATIC > ELECTRIC 
WV 
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America's Finest! 
GOULD PLANTE 
The Aristocrat of 

Stationary Batteries 










THANKS TO GOULD FIELD 










t a8 
ENGINEERING SERVICE! 
el 
id Isa proven fact that regular, systematic battery care can add months, perhaps years, 
n. to the life of a battery! Gould’s nation-wide Field Engineering Service enables you to get the 
ps benefit of this added service . . . and lower your over-all battery power costs. 
te , , vs ae . a oe ‘ —— 
Your Gould Field Engineer’s one job is to see that you get maximum service from your 
batteries. He is factory-trained to instruct your own men as to correct maintenance 
le , , 
routines and to help set up a simple record : 
te nay ‘ Always Use Gould-National Automobile and Truck Batteries 
fe system for anticipating battery needs. 
et There’s a Gould Field Engineer in your 
O- 
in 


area. He’s as near to you as your telephone. 

Call him. And when you see him, ask him 

for the new Gould Plus-Performance Plan 

material for your battery maintenance staff. - 
“BETTER BATTERIES THROUGH RESEARCH” 


LLL eee oer eee, fee, 
TRENTON 7,N. J. 
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Here’s Proof of Performance... 


Mr. Thompson with one of their “new-looking” 20-year poles. 


Pressure-Creosoted poles 
installed in 1916 still in service! 


@ The length of service received 
from any type of equipment is usual- 
ly the truest test of its value and real 
cost. This is certainly the case with 
pressure-creosoted utility poles. 
Take the record of the Iowa-IIlinois 
Gas & Electric Co., of Davenport, 
Iowa. 

This utility, which serves 100,000 
residential and commercial cus- 
tomers in both urban and rural areas, 
has been using pressure-creosoted 
poles for a long time. “Creosote- 
treated poles last even longer than 
we had expected when we originally 


purchased them. We’ve been using 
them since 1916 and still do not 
know when a creosoted pole can 
be called old,” says Mr. William 
Thompson, construction supervisor. 
“Many of our oldest poles have been 
removed from their original loca- 
tions. In at least one case that I can 
recall, poles installed in 1923 were 
pulled out of a 25-mile stretch in 
1944, found to be in excellent shape 
and reinstalled in rural areas in 
1945.” 

Mr. E. F. Miller, manager of Iowa- 
Illinois Electric Transmission and 


Distribution Division, adds, “In 1945 
and 1946, we pulled out about 300 
creosoted poles that were over 30 
years old. Only 3 poles had to be 
junked . . . the rest were put back 
into service in various rural lines.” 
A good record? Certainly, but not 
unusual when you use utility poles 
pressure-treated with a good grade 
of creosote—like USS Creosote. For 
more information on this quality 
wood preservative, contact our near- 
est sales office or write to United 
States Steel Corporation, 525 Wil- 
liam Penn Place, Pittsburgh, Pa. 


You can obtain clean pressure-creosoted poles upon specification without sacrificing pole service life. 


USS CREOSOTE 


SALES OFFICES IN PITTSBURGH, NEW YORK, CHICAGO, CLEVELAND, SAN FRANCISCO AND FAIRFIELD, ALA. 
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FAMILY COUNCIL 


« Shenae iad 


The telephone brings even far-off members of There are many other ways to build an accurate 
the family to the council table in voice at least. directory—more useful for your subscribers ...a 
Toll calls are an increasingly important source more powerful medium for your Yellow Page ad- 


of revenue to telephone companies. Does your di- vertisers...and more productive in net revenue for 


5 rectory contain adequate instructions for placing your stockholders, your employees and yourself. 





0 of long-distance calls? Or do your operators spend 


too much time explaining the procedure to sub- 
scribers who use the long lines? 


Tried-and-proved long distance information is 


You owe it to yourself to find out the full details 
of Loomis’ complete directory service for increas- 
ing advertising revenue and building public rela- 
tions. There’s no obligation on your part when you 











: only one of the many advantages of retaining write or call the Loomis office nearest you. 


a Loomis’ -complete telephone directory service. 


| LOOMIS 


ADVERTISING 
Cc OM PA N Y 


Over 772 cities and towns in 20 States 
| are served by 250 Loomis-built directories. 












HIFTS YELLOW PAGE... 2% 
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7 REVENUE . .. BUILDS: 
PUBLIC RELATIONS 









“Where to Call” 
KANSAS CITY 
810 Baltimore 
HArrison 1270 
FORT WAYNE 


229 E. Berry St. 
EAstbrook 3477 


We have commissioned Mr. Benton to draw 
four scenes of American Life. A limited edition 
of 9 x 15-inch prints suitable for framing has 
been ordered. We think they offer a nice public 
relations touch to your telephone office decora- 
tion. To get your Benton print FREE, write 
Wesley H. Loomis III, 
810 Baltimore, Kansas City, Mo. 













New 
Con Linental 
MICROWAVE CARRIER 
TELEPHONE SYSTEM 


-e- Via Graybar 
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The Continental Type CE-900 equipment is the first 
integrally developed commercial telephone Multiplex 
Carrier Microwave System designed specifically to com- 
mon carrier toll line standards for the Common Carrier 
Communication Services (telephone trunk circuits). 

The complete assembly—Continental’s RF transmit- 
ter and receiver unit (shown above) and standard 
Lynch telephone multiplex terminal equipment can be 
obtained as a package or the microwave unit can be 
ordered separately and easily installed with standard 
Lynch telephone carrier equipment. 

The system is designed for use in the exclusively al- 
located and FCC authorized 6000 mec band for common 
carrier (available for telephone company use) and in- 
dustrial applications. 


~~, 
pS NSS 


' 
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It employs standard carrier system practice — single 
sideband, suppressed carrier, frequency division multi- 
plexing. Utilizing the single-hop principle, transmission 
distances up to 60 miles can be maintained with a maxi- 
mum circuit capacity of 72 channels. 

This system was designed and developed by telephone 
engineers who know the problems of telephone termina- 
tion and how to make junction links compatible with 
the rest of the system. 

Consult your nearby Graybar Telephone Specialist 
for complete details and specifications. He’ll be glad to 
tell you how this new system can serve your particular 
needs. Call on him too for assistance and information 
on any other telephone problem. 519-2310 


CALL GRAYBAR FIRST FOR... 


GraybaR 


ELECTRIC CO., INC. 
420 Lexington Ave., New York 17, N. Y. 


IN OVER 120 PRINCIPAL CITIES 
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CROSSBAR 








| The Most Advanced 


All units of the “By-Path” Crossbar System 
are jacked in as illustrated above 


— North , 
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This new Crossbar switching equipment is based upon 
a thoroughly field tested system. North has engineered 
this system specifically for the Independent Telephone 
Industry. 

The ‘*By-Path” system takes its name from the fact 
that all operations in routing a call are performed on a 
by-path set up during selection. It leaves the talking 
circuits free until selection is completed. 

Markers and registers look at groups of circuits and 
select without ‘stepping.’ The split-second use of this 
equipment is a distinctive feature of “By-Path™ 


design. The low ratio of idle time as compared to link 





1 Switching System... 


systems, which require a greater number of control 
relays, means high efficiency in the use of equipment 
North By-Path Crossbar exchanges require less floor 
space than any other system and still provide maxi- 
mum line availability under all traffic conditions 
This announcement can do little more than make it 
known that North By-Path Crossbar should be a con- 
sideration in the current planning of many Independ- 
ent Companies. Specific details of the many advan- 


tages in the new system are fully explained in 


Bulletin XB-555, available on request. 





Hat 





This is a North “By-Path” subscriber line assembly 
All lines terminate on such switches in groups of 
twenty-five. Central unit of this assembly is a basic 
Crossbar switch of the type used throughout the system 
as finders, selectors and connectors 


BY-PATH Crossbar — 
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ABOVE IS SHOWN A typical assembly of a readily accessible and saves substantially on floor 


1000-line “By-Path” Crossbar exchange. In space. A 2000-line switchboard with terminal per 
North's new system all equipment is contained station, including power panels, main frame and 
in uniform racks 10'2” high by 3'3” wide by aisles averages 850 square feet. For 4000 lines, 


17 Vg" deep. This arrangement makes equipment about 1700 square feet 


A Frank Statement on Availability... 


North NX-1 By-Path Crossbar is now available. Thousands of lines of NX-1 are 
now being manufactured for exchanges scheduled for delivery early next year. We 
are prepared to start planning and engineering at once on additional Crossbar 


systems for later deliveries 


We suggest the planning of future cutovers, even those not yet considered 


pressing, so that North's Crossbar production schedule can be fitted :o your needs 
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new style! new comfort! new power? 


new Internationals £ 























New INTERNATIONAL “S-line” includes light, medium and heavy- 
Functionally stvled for practical good looks £ duty models from 4,200 to 33,000 Ibs. GVW, with 10 gasoline and 


LPG engines, every modern truck feature. 
Here are the new INTERNATIONALS... a great new truck 
line from any point of view! Their clean-lined styling is trim 
and functional — designed to take the rough going of 
truck work without excessive repair costs. 


Driver designed for real comfort ! 


They give you real comfort, too! They’re driver-designed to 
let you work longer without fatigue. Loaded with performance 
and handling features that make hauling jobs easier. 


More usable horsepower for BIG money savings £ 


These great INTERNATIONAL trucks offer more horsepower — 
develop their power for sustained operation at lower, more 
economical engine speeds. They’re all truck with no passenger 
car engines or components asked to do a truck job. That 
saves you the BIG money — the over-the-years operating 





You relax in REAL comfort in Comfo-Vision cabs. Comfort-angled 
steering wheel. Low hood for closer view ahead. ‘‘Quiet-ride” roof 


and maintenance money. Drive them today, at your lining, draft-free doors. Choice of 24 solid and optional two-tone ex- 
INTERNATIONAL Dealer or Branch. teriors. Optional deluxe cabs have color-keyed interior, chrome trim. 
INTERNATIONAL HARVESTER COMPANY « CHICAGO ign 


All- Truck Built to 
save you the BIG money! 


International Harvester Builds MCCORMICK® Farm 
Equipment and FARMALL® Tractors . . . Motor Trucks 
industrial Power .. . Refrigerators and Freezers 


a INTERNATIONAL 
TRUCKS 
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DEPEND ON RELIABLE... MANY PLANT MEN OO} 


= 


: “gy” 
CABLE TERMINALS 
Ss Sizes 


‘M1, 16 and 26 pair. 


Mountings 
Strand, Pole or Wall. 
5 Types 
Unprotected, - 
Cable Protection, 
Fuseless Station Protection. 


This new line of Reliable Cable Terminals 
affords a complete range of types, sizes and 

mounting methods. 
While principally designed for attaching to 
strand supported cable, RELIABLE ST-11 and 
net 16 pair CABLE TERMINALS can be vertically 
CHECK THESE OTHER OUTSTANDING “ST” FEATURES | hesinontilhy siembedon edies.er bulliiing 
walls with the aid of separate mounting 
brackets. The ST-26 pair Terminal is fur- 
nished with a bracket for pole and wall 
mounting. All three are suitable for use with 
cable systems maintained under gas pressure. 
For cable protection the ST-P type has No. 
506 Protector Units. For multiple fuseless 
WRITE TODAY for station protection the ST-PS type has No. 504 

Reliable “ST” Protector Units. 


Cable Terminal RELIABLE ELECTRIC COMPANY 


Specification 3145 CARROLL AVENUE CHICAGO 12, ILLINOIS 


. Simplified cover design and closure is 4. Protector Units are sealed, yet the car- 
weather-tight. bon blocks and lead pellets are easily 

- One-screw mounting clamps with snub removed for cleaning or replacement. 
tightening — no loose parts. 

. Stub cable entrance holes at opposite 5: Choice of lead sheathed or plastic jack- 


ends for stub reversal. eted cable stubs. 


Over 45 Years Service to the Utilities 
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EDITORIAL 




















“To Get More—Ask For More!” 


MANY INTERESTING things happened at 
the recent convention of the US Indepen- 
dent Telephone Association. But one of the 
most interesting, to us at least, occurred when 
a group of telephone men got together after 
a general session for an enlightening discus- 
sion on rates and profits. 

It all started when one company owner 
reached in his coat pocket and pulled out two 
legal looking documents. 

“Right here in my hand,” he said, “I have 
two commission orders that are good ex- 
amples of the kind of earnings telephone 
companies are being forced to live with. 
Here’s one company with a rate base of 
$210,500 and its new rates will bring in a 
return of 4.12 per cent. Here’s another with 
new rates that will return 5.90 per cent on a 
base of $76,700. And if that don’t jar you 
here’s another one which will let the com- 
pany earn 5.07 per cent on a base of 
$86,200.” 

While the documents were making the 
rounds the speaker sat down. “The worst part 
is the fact that in each case the commission 
gave the company what it asked for — not a 
dime less or a dime more. Talk about ‘Skin 
and Bone’ telephone rates. It seems to me 
someone should start a school to teach com- 
pany owners if they want more they’ve got 
to ask for more.” 

We let that statement sink in. When we re- 
turned to the office after the convention we 
went through 27 recent rate increase authori- 
zations. We found 24 of the companies would 
earn less than 6 per cent returns, two of the 
companies would earn less than 5 per cent, 
and one company would have a return of 
better than 7 per cent on its rate base. 

When we started comparing the applica- 
tions a single truth stood out: 19 of the com- 
panies had received the rates they had re- 
quested; 8 companies had accepted rates set 
by the commission. In view of our compari- 


son the truth that stood out like a Marilyn 
Monroe on the corner of 6th and Main was 
— some companies are not asking for rates 
that will allow them to earn fair return under 
present and prospective operating conditions. 

We have long contended that 6 per cent is 
not enough to put telephone companies in 
position to meet the unprecedented demand 
for more and more telephone service. It 
seems to us the six per cent usually deter- 
mined in telephone rate cases will not in 
many cases provide sufficient income for the 
company’s equity stock to allow it to pay good 
dividends and also retain sufficient surplus to 
provide the necessary safeguard against con- 
tingencies. In our opinion the equity needs to 
earn 10 per cent to 12 per cent or more to 
accomplish that. 

We realize some commissions apparently 
believe a 6 per cent rate of return on what- 
ever rate base it determines proper is the 
maximum a telephone company should be 
allowed to earn. That belief sprang up some 
years ago. Why, we are not sure. Going back 
30 years or so, to around 1925-26-27 we find 
commissions allowing telephone companies 
returns of 7 per cent or 8 per cent — and 
this was in the days when the rate base was 
‘present fair value of the property used and 
useful in the service of the public.” 

Somewhere along the line the 6 per cent 
thinking crept into the picture. We don’t 
know why but we do know that if companies 
continue asking for returns of 6 per cent or 
less the commissions are never going to start 
thinking in terms of 10 per cent or 12 per 
cent. That we can bank on. 

To put it more bluntly, as our friend did 
at the U-S-I-T-A convention, — “You get 
what you ask for and work for in this world. 
If you ask for less than you rightfully need 
you’re in trouble before you get it.” 

We couldn’t sum the whole thing up any 
better! 


(The foregoing editorial, although copyrighted, may be reproduced in whole or in part 
without charge, provided credit is given this publication and a copy of such reproduc- 
tion is filed with this publication. This legend need not appear on the publication.) 
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le you want to make 


Short-Haul Toll Revenue profitable 


..-why not go all the way? 


Recording and computing toll revenue by automation is admittedly 
the only profitable way to do the job. But which system you choose 
will directly determine how profitable your operation becomes. 


XY Toll Ticketing goes way beyond the general objective of sub- 


stituting for manual methods. Built into the system are extra features 


of economy. Consider just these four—all translatable into savings. 


XY Toll Ticketing gives 


complete service ¢ XY Toll Tick- 
eting works—anytime, anywhere. It 
even watches traffic automatically, 
and clears recorders the minute ca- 
pacity is approached. And XY Toll 
Ticketing will play back with equal 
ease to typewriters or cardpunching 
machines—so that the only human 
operation is the final processing of 
subscriber bills. 


gh Po 
= Toll Ticketing gives 


you more free trunks « Each 
trunk circuit carrying a subscriber 


toll conversation is attended by an 
individual tape recorder. The second 
a call is completed, that trunk is 
available for another... not held up 
to deliver its information. Informa- 
tion on recorder is transcribed dur- 
ing off-peak hours. Remember that 
a circuit held up is a circuit not 
making i for you! 


c= 


XY ron Ticketing plays 


back at top speed « In XY, each 
set of Toll Ticketing common equip- 
ment can easily handle up to 10,000 
tickets a day. Most exchanges ini- 
tiate the transcribing automatically 
at a time of low traffic. The process, 
however, can be started whenever 
clearing is desired and the transcrib- 
ing of approximately 70 calls per 
recorder takes only a few minutes. 
Trunks are thus made free, faster! 


XY Toll Ticketing design 


is electronic « Nowadays the al- 
most miraculous modern computing 
machines of science and business are 
electronic. So is XY Toll Ticketing. 
The system’s amazing flexibility 
could be achieved no other way- 
and there are also advantages in orig: | 





design 
. the al- 
mputing 
iness are 
icketing. 
xibility 
r way~ 
} in orig 


inal cost and in simplified mainte- 
nance. The long-life cold cathode 
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i 


ibes, for example, require no fila- 
ent current. 
Go all the way... make your “A” 


‘venue pay more dividends... save 


yur “B” revenue... make toll more 


‘ofitable with XY! 
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STROMBERG-CARLSON COMPANY 


A OiviSton OF GENERAL DYNAMICS CORPORATION 


Sales Offices: Atlanta 3, Chicago 6, Kansas City 8, Rochester 3, San Francisco 3. 




























The Photographer 
takes better pictures... 





HOLD THAT POSE! While Mr. Photographer 
concentrates on his subject, the telephone rings 
... probably a customer to make or change an 
appointment receptionist out on an er- 
rand... but this smart camera artist doesn't 
interrupt his sitting to dash for the phone. His 
Peatrophone answering instrument is handling 
the call efficiently and automatically, telling the 
caller that Mr. Photographer is occupied, and 


then recording the customer's message. 


Before he started the portrait session, the 
photographer simply pressed a button on the 
Peatrophone, switching it “on duty.” From that 
moment, “Pete” answered every call, repeating 
the appropriate talk-out message recorded by the 
photographer, and recording all messages from 


the callers. 


After the poses were snapped (in less time, 
because there were no interruptions!) our photog- 
rapher pressed another button and listened to 


the messages. 


He’s a camera expert but not an electronics 


TELEPHONE ANSWERING & RECORDING CORP. 
New York 17, N. Y. 


342 Madison Ave. 
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while Peatrophone 
takes all the calls! 





whiz, so he appreciates the phonograph-simplicity 
of Peatrophone’s operation. And good business- 
man that he is, he values the permanent record- 
ing of the incoming messages — just in case 
there’s a confused customer who later forgets 


she changed her date by phone. 


Most of all, when he’s in the studio or dark- 
room, he can work better, knowing that “Pete” 


is minding his business at the phone. 


You see, even the smallest business in yout 
community can profit from Peatrophone ser- 
vice — and your company can, too, like so many 


others across the country. Write for information. 


PEATROPHONE 


vy 
She Me lechanica/ 
echelaty 
















ENGINEER & MANAGEMENT 























IL 





y) 














Remington. Fland 


BETTER BUSINESS METHODS 
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Cashiering and Bookkeeping Functions 


Combined in New Customer Service Counter 


Its friendly appearance contrib- 
utes to pleasant customer rela- 
tions and provides the conven- 
ience of a sectional, easily moved 
counter. Two-drawer Steel Files, 
Safe-Files®, or Typewriter-Desk 
pedestals may be combined to 
form a functional 
work station. The 
cashier always faces 
front ...therefore 
the customer gets 
immediate attention 
and transacts busi- 
ness quickly and 
comfortably. A con- 






















New Aristocrat Desk... 


This new Aristocrat line of steel 
desks sets new highs in func- 
tional excellence, durability and 
beauty of modern styling. The 
overhang top is ideal for cus- 
tomer contacts in the commercial 
office. Tops, drawers and pedes- 
tals can be easily reassembled to 
meet varying requirements. 
Heights adjust from 29” to 30%”. 
Available in exclusive Gray-Rite, 
and soft pastel brown or green. 
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tinuous parcel shelf permits the 
customer just served to move 
aside for the next in line. Two or 
more units may be easily com- 
bined to provide the required 
number of work stations. Certi- 
fied, insulated units installed in 
the counter provide 24-hour, 
point-of-use protection against 
fire for valuable records. Circle 
SC246 for detailed folder. 








Masterpiece of Engineering 


Circle FF187 for new booklet 
showing the full line. 
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For Greater Profits 
Through Lower Costs 





New Multi-Card Bulletin Unit 
Cuts Circuit Holding Time 


The Remington Rand Speedac 
Multi-Card Bulletin Holder Unit, 
Model 9966 is a KEYSHELF DI- 
RECTORY UNIT designed ex- 
pressly for fast reference to rate 
and route information at switch- 
board stations. 

This complete information, 
now available at the flip of a 
pocket, enables the operator to 
handle many long distance calls 
with greater speed and accuracy 
than by trunking to another 
source. 

A similar directory, the 
Speedac Chaindex Reference 
Unit, Model 9940.2 has been de- 
veloped for use at PBX switch- 







boards. This unit can hold 1040 
frequently called outside num- 
bers and can’t help but improve 
the quality of any company’s ex- 
ternal telephone communications. 
For more details, circle KD767. 


Memington. Flarnd. 


DIVISION OF SPERRY RANC CoSreenr a 


' Room 2074, 315 Fourth Ave., New York 10 
Kindly cirele literature desired. 


SC246 F F187 K D767 


Name__ 
Title 
Firm_ 
Address a 
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OVER 3000 NOW IN USE IN UNITED STATES; CANADA & HAWAII 


(one MAN) CABLE TESTER 


NOW, for the first time ONE MAN can test to identify cable pairs and do it three 
times as fast as two men could formerly do the job. ““ONE-MAN” splicing crews are 


now a reality. On new cable work, labor costs are reduced by from 30% to 50%, 












depending on just how far you are prepared to go in utilizing the One-Man crew. 








The still fur- This is the new 
ther improved board that auto- Model DP 
Mate = ie ticall rts and 
ter Unit, Mod- aw oo j 
el CMU. Three groups the wires 
Test Sets in just the way you 
one — THE need them for 
MURPHY ONE : 
th 
MAN CABLE sbi to e 
IDENTIFIER, binding posts of § Dyal Purpose Clamp 






The Buzzer the terminal board 


Continuity 





This dual purpose clamp will 
hold the Terminating Board 





— only, in this case, 









Tester — and : 
the Terminal Board : 
the Ohmmet or the Meter Unit at any 
hes rw - Model 7B, is built right into angle, above or below the 
trouble. Combination Tag and the Tag Board. strand, for convenience dur- 
Terminating Board ing use. 





Model CMU Meter Unit Durable Steel Cases For All Units . . . . . Write for prices, terms, etc. 


MURPHY ENGINEERING LABORATORIES, INC. 


4419 TULSA,HOUSTON 24, TEXAS PHONE: OVerland 2-4000 









7 Don't Be Cheated By 


F to your good health" : Coin Return Chute Stuffers 
) HOT SPRINGS, 


™, NATIONAL PARK 
ARKANSAS 


POTEET LEE EIS OIG I CAO OEY: Hig 8p TE LEO ERLE LON. 
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? World-famous natural 
thermal waters — 


i only Spa in U.S.A. 
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Coin Return 
Protector 













Deliberately plugged Coin Return Chutes cut Pay Station 
revenue because many customers assume that telephones ore 
































N HOTEL & BATHS “Balle a out of order if their coin is not returned. They are also a 

8 SS 2 source of bothersome complaints, and can lead to substantial 

9 Renew your health at one of the i. y { losses if refunds claimed by customers are not covered by 

\ South's finest resort hotels! a collections from the station (as a result of stuffed chutes) 

La Guest can go directly from room S fa \:ch)} * Aware of this drain on revenue, the world’s largest telephone 
Dy a 






a+ -C 
; . = a. 
in robe and slippers to our own Was Ra) company is replacing its entire coin return chute mechanism 
_— House located within <a . Sat \)\ in almost all pay stations . . . at considerable expense . . 
Bath House under regulation ° | X \ } in an effort to eliminate chute stuffing. Now, with The 


, the Department of the Interior. 







Shield Coin Return Protector — the only anti-stuffing device 
available to independent telephone companies — you can 
gain similar protection, on any make pay station, at less than 


560 Rooms 70% AIR-CONDITIONED ~~~ one-third the cost of replacing entire chute mechanisms. 
All with ceth or toilet. 
* Potent Pending WRITE FOR CIRCULAR 455-A 


See. BUCKEYE TELEPHONE & SUPPLY CO. 


1250 KINNEAR ROAD COLUMBUS 21, OHIO 





All sports available — wonderful fishing and golf! 
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REYNOLDS ALUMINUM ~~: TELEPHONE BOOTHS 


New Look! 


Look at this new outdoor telephone booth 

designed in Reynolds Aluminum. You'll like 

what you see! Here’s the outdoor booth that’s a 
credit to any location—and to your company, too. 
You'll like its wide areas of light and vision, the 
soft-looking, satin-like anodized aluminum finish, 
and all-over styling that’s as practical as it is 
good looking. Best of all, your paystation 
customers will like it, too! 


New Business ! 


You'll find a new source of revenue—extra 
revenue you’re probably missing now—when you 
install these aluminum outdoor booths. Put them 
at shopping centers, service stations, housing 
developments and other choice locations. Users 
like their roominess . . . the large shelf for packages 
or purse ... the handy tip-in directory .. . the 
excellent ventilation . . . and the many other 
advantages — including their outside convenience. 
Result: you get more paystation calls, 

more revenue. And remember, it’s extra 
revenue—for increased profits. 


New Economy! 


Aluminum outdoor booths made by Reynolds 

are surprisingly low in first cost — practically 
maintenance-free. Because they're aluminum, they 
keep on saving through the years. Aluminum can’t 
rust or rot, never needs painting for weather 
protection. Grease and pencil marks are easily 
removed. Parts are light, simply and quickly 
replaced in case of damage. Booths are extremely 
portable, easy to relocate. Supplied completely 
assembled or in sub-assemblies. Find out all about 
these and many more advantages. Write today 
for full information and the name of your nearest 
distributor. Reynolds Metals Company, 2000 S. 
Ninth Street, Louisville 1, Kentucky. 


REYNOLDS ALUMINUM 








REYNOLDS 
ALUMINUM 


, < 
°54 Reywo.os METALS 


FABRICATING SERVICE 
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Lubrication Intervals 
} ~~ for TELETYPE 28 


Note how Model 28 is designed for 
operating convenience, noise sup- 
pression, and easy access for main- 
tenance and for changing ribbons 
and paper. 


As you can see, the lubrication interval for the 
new Teletype Page Printer is extended beyond 
anything before known in printing telegraphy. 
In fact, all elements of the new Teletype Printer 
have been designed with attention-free opera- 
tion in mind. 

There’s the new featherweight carriage, fea- 
turing a 2-ounce Typebox, that replaces the 
conventional typebasket carriage weighing 10 
times as much... and the all-steel clutch which 
eliminates the frequent lubrication required by 
the felt clutch in most other telegraph printers. 

Motions are safer, loads are lighter, there’s 
less friction, less heat. 

The result is that this new Teletype Printer 
cuts maintenance to as little as one-fifth of that 
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J 60 wom—3,000 hours oper 


75 wo 
{100 wom—t, 


2 400 hours operation 


ation or 1 yeat 
or 9 mos. 


500 hours operation of G mos. 


(Based on g-hour day operation) 


Compare them with any 
other telegraph printer 


normally required for equipment not having 
these new features. 

If you would like complete information on 
this revolutionary new Teletype Printer, write 
to our new sales and service office: Teletype 
Corporation, Dept. 1°10, 4100 Fullerton Ave., 
Chicago 39, III. 


TELETYPE CORPORATION 


Western Electric Company 
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Continued Growth Predicted 
for U. S. Independents 


| OFFICERS, U. S. INDEPENDENT TELEPHONE ASSOCIATION 1955-1956 | 










Title Name Company 
President Merle M. Hale Lincoln (Neb.) Telephone & Telegraph Co. 
Ist Vice Pres. Donald C. Power General Telephone Corp., New York, N. Y. 
2nd Vice Pres. C. W. Haas Big Timber (Mont.) Home Telephone Co. 
3rd Vice Pres., Hugh A. Barnhart, Rochester (Ind.) Telephone Co. 
Exec. Vice Pres., Clyde S. Bailey, Washington, D. C. 
Treasurer Carl D. Brorein, — Peninsular Telephone Co., Tampa, Fla. 
Secretary George C. Richert, Washington, D. C. 
Assistant Sec. Coyrtney S. Snyder Washington, D. C. 





















MEETING in Chicago, October 10, 11, 12, members of U. S. Indepen- 


dent telephone industry review the past and plan for the future — a 


future which includes healthy expansion and a stronger industry. 


A IMPORTANT new word 
“Merchandising” — moved in 
and stole the show at the 58th an- 
nual convention of the United States 
Independent Telephone Association 
(USITA). Although it had been in- 
troduced to the telephone industry in 
1954, the word grew in stature and 
importance as the more than 3000 
telephone industry members attend- 
ing the convention at the Conrad 
Hilton Hotel, Chicago, October 10, 
11, 12 heard convention speaker B. 


T. Miller, vice president in charge 


of merchandising, American Tele- 
phone & Telegraph Co., New York 
City, emphasize “new opportunities 
are at hand all over the map and we 
have new means for meeting them— 
new equipment, new systems, new 
services ... Instead of passively look- 
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By JOHN G. REYNOLDS 


ing forward to the time when we can 
fully merchandise our product, we 
can be actively working toward it 
today eo ies 

Further emphasis was placed on 
merchandising by K. L. Schroeder, 
executive assistant to the president, 
Telephone Services, Inc., Chicago, 
when he warned the USITA Com- 
mercial Conference — “Having pass- 
ed from a sellers’ market to a buyers’ 
market we have all seen examples of 
keen competition for the customers’ 
dollar. Automobile dealers and ap- 
pliance stores are stocked to the hilt 
with merchandise, and over TV and 
radio we are besieged with pleasant 
sounding sales pitches .. . The alarm- 
ing note in this picture is the fact 
that figures comparing telephone ser- 
vices in use with other goods and 
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services show that we are not holding 
our position with our sales competi- 
tors... What are we waiting for - 
let's rattle the sales basket. Let’s at- 
tract our customers and sell our ser- 
re 

Telephone industry manufacturers 
and suppliers also brought new life 
to the word “merchandising” with 
colorful displays of modern telephone 
equipment which proved the tele- 
phone industry is keeping company 
these days with goldenrod refrigera- 
tors, tinted breakfast cereal and color 
television as Americans demand more 
convenience and color in the items 
they use. 

Of course merchandising was only 
one of many subjects discussed at the 
convention but unless the guess of 
this observer falls wide of its mark 





“A Look Back” 


el TY-EIGHT years ago when a national organization of Independent 
companies was first formed, Grover Cleveland had just retired from 
the White House and William McKinley 
had taken over the reins of government. 
In the meantime 10 other men have oc- 
cupied the office of Chief Executive of 
the nation. Two major wars and two 
minor ones have been fought and won. 
When the Association was given birth in 
1897 the population of the country was 
less than 75 million; today it is more 
than 160 million. 

Then, the telephone industry _ that 
sprang from the momentous invention of 
Alexander Graham Bell in 1875 was 
barely becoming of age. It was a strug- 
eling but lusty infant. The 900,000 tele- 
phones in use in the United States in 
1897 have now grown to 51 million. All 
of the rest of the world put together does not have that many. In 1897 
the total number of Independent companies was about 2,200; today 


Executive Vice President. 
CLYDE 8S. BAILEY, 
Washington, D. C. 


there are almost 5,000, and from them telephone service is furnished 
in almost 11.000 cities and towns to millions of individual subscribers 
with more than 8 million stations. The 5,000 companies have a com- 
bined investment of $1.795,029,000 and total annual revenues of more 
than $500 million. 

While by far the smaller part of the entire telephone industry, the 
Independents are robust, possess vigor, and are growing rapidly. Cer- 
tain individual operations are growing considerably faster percentage 
wise than those in the Bell System. Doing business principally in so 


many small towns and rural areas, the Independents have been and will 


continue to be the beneficiaries of shifts in population. 

Independent telephone men and women are well known for their 
qualities of leadership. They have faith in their future, the future of 
their industry, and the future of their communities. In every town they 
are in the forefront of economic and social life. They have dedicated 
their lives and many of them their fortunes to the business in which 
they are engaged, the business of speeding the messages of mankind 
through the medium of both visible and invisible forces. 

The traditional enthusiasm and resourcefulness of these men and 
women are helping to push the communication frontiers and the eco- 
nomic horizon farther and farther back. Not long ago a well-known 
“The public utility business, privately owned and operated, 
represents the finest flower of the 


writer said: 
self-supporting and tax producing, 
American way of life.” 


An Acknowledgment 


HOSE WHO labor for you on the fulltime staff of the Association in 

Washington have appreciated to the fullest the opportunity that has 
been given them to represent the interests of the Independent telephone 
industry before departments of government and on matters of legisla- 
tion and to be of assistance in other respects. In the carrying out of 
their duties they have been grateful for the cooperation that has been 
extended by those who serve on our Board of Directors, by the state 
associations. and by individual members of the Association. 

It is to this cooperation, this pulling together in a common cause, 
that we may attribute such success as has attended efforts to represent 
effectively the major interests of Independent telephony in many places 
on many matters in various forums.—Lacerpt from paper presented at 
the 1955 USIT A Convention by Clyde S. Bailey, executive vice president. 


we believe subscribers from coast to 
coast and from border to border soon 
will be hearing more about extension 
telephones, colored telephones, elec- 
tronic secretaries, extension bells and 
gongs, coiled cords, keys, buzzers. 
stations, long 


subscriber — transfer 


cords, regrades and other services. 


Hale Elected President 
WO NEW directors were elected 
to the USITA board: James J. 
Clerkin, of Telephone Services, Inc.. 
Chicago, Illinois, was named _ to 
succeed R. B. Still, board chairman 
of the Illinois Telephone Co., Bloom- 
ington; Frank LaPrade, president of 
the Lee Telephone Co., Martinsville. 
Va., was elected to a one-year term 
to succeed the late B. L. Fisher. 
Directors reelected to office are: 
Earle G. Bellamy, Knoxville, Ia.: 
Frank E. Bohn, Fort Wayne, Ind.: 
Carl D. Brorein, Tampa, Fla.; Ray 
Dalton, Everett, Wash.; Herman E. 


The pictures on the opposite page 
were taken by the TE&M Camera dur- 
ing the U-S-I-T-A Convention. 


Hageman, Lorain, Ohio; Alden L. 
Hart, Kansas City, Mo.; C. D. Man- 
ning, Chicago; C. C. Pearce, Rice- 
ville, Ia.; Donald C. Power, New 
York City; R. E. Shotts, Chicago; 
and Robert C. Tait, Rochester, N.Y. 
Merle M. Hale, vice president of 
the Lincoln (Neb.) Telephone & Tele- 
graph Co. was named USITA presi- 
dent. He succeeds Donald H. Camp- 
bell, president of the Rochester 
(N.Y.) Telephone Corp. Other offi- 
cers named at the organizational 
meeting were: First Vice President, 
Donald C. Power, president, General 
Telephone Corp., New York City: 
Second Vice President, C. W. Haas. 
president, Big Timber (Mont.) Home 
Telephone Co.; Third Vice President. 
Hugh A. Barnhart, president, Roches- 
ter (Ind.) Telephone Co., Inc.; Exee- 
utive Vice President, Clyde S. Bailey. 
Washington, D.C.; Treasurer, Carl 
D. Brorein, president, Peninsular 
Telephone Co., Tampa, Fla.: Secre- 
tary, George C. Richert, Washington. 
D.C.; and, Assistant Secretary, Court- 
ney S. Snyder, Washington, D.C. 
New members of the USITA Exec- 
utive Committee are: Robert C. Tait, 
president of Stromberg-Carlson Co.. 
Rochester, N.Y.; Wm. C. Henry, pres- 
ident and general manager of the 
Northern Ohio Telephone Co., Belle- 


vue: and Leonard D. Densmore. vice 
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president and general manager, Cen- 
tral Telephone Co., Lincoln, Neb. 
They succeed C. S. Cadwell, Chicago; 
H. E. Hagemann, Lorain, Ohio; and 
Mr. Hale, who becomes chairman. 


“Your Date With Destiny” 
ee AT the first general 


session, C. ° Hamilton Moses, 
chairman of the board Arkansas 
Power & Light Co., Little Rock, Ark., 
asked: “Have we been giving too 
much attention to material things — 
to bales and barrels — to bushels and 
bayonets — to greed and to gold? 
Have we given too little attention to 
the urge of the human soul? Have we 
ever realized that battles are fought 
and won in the spirit of man? How 
are we going to answer Mr. Average 
Man’s common call for an ever larger 
share in the ever-increasing benefits 
of our proudly boasted American 
Way of Life?” 

Warning that when any nation 
values anything more than a deep 
and abiding interest in the welfare 
of its citizens, its future is insecure, 
Mr. Moses emphasized that we can’t 
continue to compromise. 

Mr. Moses stressed that the way 
out is “not through politicians — not 
through Washington nor any state 
capital — not through Government 
— but through you big, fine business 
leaders that really care.” 

“You face your life’s greatest op- 
portunity,” he said, “— a continuing 
challenge.” 

Commenting that everything “you 
hold dear is in the balance,” Mr. 
Moses said, “There are loose in this 
country today two conflicting theories 
of life and of living. They are at each 
other’s throats. Both cannot survive. 
It is history’s most decisive battle 
for the hearts and minds of men. 
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Retiring USITA President DONALD H. CAMPBELL (left) Rochester, N. Y., 
greets MERLE M. HALE, Lincoln, Neb., following Mr. Hale’s election 
to the presidency of USITA. 


“The time has come for every man 
to stand up and be counted. Many of 
your greatest minds believe it is later 
than you think. The time has come 
when you cannot be fish and fowl at 
the same time. You cannot be hot in 
the morning and cold in the after- 
noon. You can’t tolerate and endorse 
government in business, in competi- 
tion with private industry — and at 
the same time claim that you are an 
advocate of private enterprise — and 
maintain your own self-respect . . .” 


Foster B. McHenry 
Heads Pioneers 


OSTER B. McHENRY, president 

and general manager of the Cap- 
ital City Telephone Co., Jefferson 
City. Mo., was elected president of 
the Independent Pioneer Telephone 
Association at the organization’s an- 
nual meeting on October 11. Mr. Mc- 
Henry, a veteran Independent, suc- 
ceeded Rav Dalton, vice president of 
the West Coast Telephone Co.. Ev- 
erett, Wash. 

Other Pioneer officers elected were: 
First Vice President, Daniel H. Mc- 
Nulty, president, Telephone Repair 
& Supply Co., Chicago; Second Vice 
President, Genevieve M. Sauerage. 
Springfield, Ill.; Executive Secretary. 
Mayme Workman, Springfield, Ill. 

During the business meeting the 
Pioneers elected three new _ board 
members: R. N. Cole, Portsmouth, 
Ohio; D. B. Corman, London, Ky.; 
and Wm. P. Strickenberg, Meads- 
ville, Pa. 

Named to serve as Area Counselors 
for the Pioneer group are: J. F. Ben- 
jamin, Cumberland, Wis.; Lyle E. 
Cross, Beaverton, Ore.; Gene R. 
Daudendieck, Jefferson, Ia.; R. W. 
Eddy, Falls Church, Va.; Stephen J. 


Flanagan, Louisville, Ky.; George 
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Pioneer President Elect FOSTER B. McHENRY (right) presents Retiring 
President RAY DALTON, (left) Everett, Wash., a scroll expressing 
appreciation for Mr. Dalton’s services to the ITPA. 






Hamburger, Washington, D.C.; Luth- 
er H. Hodge, Elizabethtown, Ky.; 
John N. Johnson, Fort Myers, Fla.; 
Frederick R. Mather, Hamden, 
Conn.; Ellis C. Mull, Greenfield, 
Ind.; Dory J. Neale, Topeka, Kans. ; 
Izola K. Ormand, Manhattan Beach, 
Calif.; Helen Phillippe, Columbia, 
Mo.; Mary E. Schmich, Freeport. 
Ill.; and Howard E. Slusher, Athens. 
Ohio. 

ITPA President Dalton presided at 
the Pioneer business session. In his 
opening remarks he praised the work 
of Executive Secretary Mayme Work- 
man, the various pioneer committees 
and urged ITPA members to help ob- 
tain new members. 

“The Pioneer emblem is an honor 
reserved for those who have truly 
earned it,” he said. “Those who have 
devoted 15 or more years to making 
Independent telephony the great in- 
dustry it is today are entitled to wear 
the ITPA emblem. I urge you to help 
us bring the Pioneer organization to 
the attention of all industry mem- 
bers ea <i 

At the conclusion of the business 
meeting the Pioneers and their guests 
were entertained by “The Encores,” 
“Pomphoff, Thedy & Family,” and 
organist Mary Kay. 

Winners of the Pioneers’ Seventh 


Annual Hobby Show were: Mrs. 
Mayme Workman, Springfield, IIl.: 
Mrs. W. H. Dean, White Salmon, 


Wash.; Burton W. Saunders, Spring- 
field, Ill.; and A. S. Watson, Oil 
City, Pa. 

Author’s Note: — Other Highlights 
of the USIT A Convention are covered 
in the following pages Copies of the 
papers reviewed may be obtained 
from the United States Independent 
Telephone Association, Pennsylvania 


Bldg., Washington, D.C. 
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What Are The Problems 
Facing Us In The Next 10 Years? 


ADDRESSING THE 58th annual U-S-I-T-A convention, 
association President Donald H. Campbell proved that 
despite the problems the prospects for the future are bright 
for further progress of the Independent telephone industry. 


By 


OQ HANDLE the task which lies 

ahead of us during the next de- 
cade we will need the continued good 
will and active assistance of our en- 
tire membership, not once but re- 
peatedly. And so I ask you, on be- 
half of those who will come after me, 
to keep up the good work and oc- 
casional sacrifices in time and atten- 
tion which the demands of your As- 
sociation may put upon you in com- 
ing months to do a number of 
things which have to be done from 
time to time — such as writing let- 


* Mr. Campbell, president of the 
Rochester (N. Y.) Telephone Corp., 
was the 1954-55 president of 
U-S-1-T-A (This is a condensation of 
a paper presented by Mr. Campbell at 
the 1955 U-S-I-T-A Convention.) 
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DONALD H. 


ters, filing reports, serving on com- 
mittees or handling special assign- 
ments. 

The main reason we of the Inde- 
pendent telephone industry must con- 
tinue strong in our internal organi- 
zation to meet the demands of the 
future, is to be found in the dynamic 
nature of the business in which we 
find ourselves. We all know that 
America is a fast growing country 
and that the history of our own in- 
dustry shows that the passage of time 
has always placed upon us a growing 
demand for service far exceeding 
mere population growth. There is no 
reason to believe that it will be other- 
wise in the future. 

Your Association will continue to 
help you, as it has in the past. to set 
up the long range programs which 
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CAMPBELL* 


will be necessary to meet the chal- 
lenge of the future. I should like to 
refer briefly to two recent examples 
of the work of the Association in this 
regard. One was the launching of a 
national advertising program; the 
other was the adoption of a new emb- 
lem, placing all of us in the industry 
under a new, single, recognizable 


symbol. 


In The Days Ahead 

OU AND I know the best tele- 

phone has not been designed; the 
best switching system has not been 
developed; the best distribution sys- 
tem has not been conceived. There 
is nothing that we do that can’t be 
done better. In short, we haven't 
stolen the show from the folks who 
will operate our industry during the 
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The TE&M Camera photographed these Independents during the recent USITA Convention. 


next ten years. One of the big prob- 
lems of the next ten years. therefore. 


is that of accepting the obsolescence 


of much of what is now used. 

Only last month in San Francisco, 
Bell System engineers gave a demon- 
stration of telephone-television. Some 
of you probably saw it in the news 
reels. The party calling from one end 
of the line could see the party calling 
from the other end, and vice versa. 
The effect is 
holding a conversation 


said to be somewhat 
similar to 
with someone speaking to you right 
out of a moving picture screen. | 
understand the cost of such an in- 
stallation currently would be $5,000 
per subscriber, which means our 
companies won't be selling many of 
them right away! But who will pre- 
dict how long it will be before phone- 
television will be practical? Just think 
of the possibilities when you call up 
your wife to tell her you'll be home 
for dinner, and you give her an op- 
portunity to see the friend you are 
bringing with you. 

What about the market for these 
things? Well, we don’t know yet. but 
we are finding out that up until re- 
cently, at had 


scratched the surface of possibilities 


least, we scarcely 


in selling the services and equipment 
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already available. New ideas and new 
methods of merchandising will play 
a vital part in our future operations. 

During the last minute | have been 
talking to you, six babies were born 
in these United States . . 
people died . . . If this continues, it 
doesn’t take much arithmetic to reck- 


. and three 


on what our population growth is 
going to be during the next ten years. 
As our population grows, cities are 
hard-pressed to provide for peoples 
needs both as to residential and 
as to industrial housing. So we find 
them moving out into the suburbs. 
into our smaller cities. and into our 
rural areas many of them in In- 
dependent company service areas. 

The expectation is a 500 billion 
dollar economy by 1965 that would 
be 143 billion dollars more than last 
year. 

In view of these facts in view of 
all this decentralization of industry 
and business growth. we do not have 
to be economists to realize that our 
basic problem, in the months and 
years ahead, is going to be revenue 
am 


requirements. | assuming, of 


course, that our nation — despite the 
threats of conflict 
will be permitted to go forward with- 


which is the 


international 


out catastrophic war 
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only kind of war the major powers 
could possibly wage under prevailing 
circumstances. 

It is true, price levels have stabiliz- 
ed somewhat from the rapid _ infla- 
tion of the early fifties. The more 
serious consequences of regulatory 
lag between higher expenses and nec- 
relief 
desperate, on the whole, as they were 
in the immediate post-Korean War 
period. But there is nothing on the 


essary rate may not be as 


present horizon to indicate that op- 
erating expenses in the near future. 
are going to go down, or will even 
stay put for awhile, necessarily. Cur- 
rent contract settlements indicate a 
trend toward higher wage increases. 
Most of our companies are still faced 
with a certain amount of backlog of 
necessary plant expansion at high 
prices. 

In addition, the reluctance of some 
regulatory authorities to recognize 
the serious consequences of economic 
depreciation and the erosion of tele- 
phone property investment, due to 
the toll of postwar inflation, may he 
putting our companies in an earnings 
position which is more difficult than 
we realize ourselves. When the plant 
is being consumed, and is not being 
restored through sufficient rate in- 
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crease, the economic 
might net show up for years. The 
fact that we may not be holding our 
own, economically, can be temporari- 
ly obscured by raising new money. 
When such funds must go into re- 
placement of plant, which has been 
worn out in the public service, we 
are not holding our own. 


consequences 


“Strength In Unity” 

N THIS difficult situation, the old 

adage of strength in unity is of 
special application to our numerous 
Independent companies. We hear fre- 
quent predictions about the vanish- 
ing small company and the inevita- 
bility of large-scale organization in 
these days of mergers and consolida- 
tions in nonregulated industries. But 
our telephone companies do have cer- 
tain advantages in weathering the 
storms of economic pressure if they 
are able to help each other in the 
field of ideas! | do not know how 
that better be than 
through the medium of industry as- 
sociations, such as the United States 


could done 


Independent Telephone Association 
on the national level, and through the 
state associations on the local level. 

We must recognize, of course, that 
small company organizations have 
management problems of their own. 

Within our Independent telephone 
company membership, we find ex- 
amples of good, bad, and indifferent 
operation. And when we consider the 
responsibilities which face us in the 
future, the need for more cooperative 
enterprise among ourselves becomes 
self-evident. It is in the field of ideas, 
both ideas for new business, and for 
taking care of old business that we 
can help each other by exchange of 
practical suggestions in our effort 
toward common goals. 

In the final analysis, we must face 
the basic business challenge of the 
future, which I repeat is 
ing America and a growing telephone 
subscriber public which is multiply- 
ing faster than the population itself. 
For this we are going to need new 
and more plant. We are going to have 
to plan expenditures for high-priced 
equipment and high-priced construc- 
tion. More than that, to serve this 
new America of the future, we are 
going to have to have new and better 
service. These future subscribers will 
not accept obsolete telephone service. 

In this era of deluxe service, it is 
only to the extent that our companies 
can command the confidence of both 


- 2 grow- 





Remember Those Hats? 


IT HAS BEEN observed that the 
possibility of soaking the rich 
to pay the cost of government 
went out with prohibition and 
Empress Eugenie hats. 

If the federal government 
took every nickel of individual 
taxable income above $10,000 a 
year, the amount collected 
wouldn’t pay its bills for one 
month. If it took all taxable 
income above $4,000, it would 
get only a fifth of what it is 
spending each year. 

We just haven’t got enough 
rich or middle income people to 
soak, and those we have are 


soaked to the hilt already. So 
the lower incomes must carry a 
great part of the burden.—In- 
dustrial News Review. 





the subscribing public and the invest- 
ing public that they can do their job. 
The responsibilities are great, but the 
rewards should be commensurate. 

[ have never been convinced that 
the American public expects to re- 
ceive a quality of service or a quan- 
lity of service which is higher than 
that same public is willing to pay for, 
under a fair and reasonable system 
of rates. We in the telephone industry 
are still in the fortunate position of 
selling a service which is far more 
valuable than it costs the customer to 
enjoy, by any standard of measure- 
ment. Every once in a while we hear 
about a damage suit for loss of tele- 
phone service in which a professional 
or business subscriber claims damage 
to the extent of $50 or $100 a day 
because he had no telephone con- 
nection. Such a valuation placed up- 
on this service by the subscriber him- 
self may or may not be realistic. It 
indicates, however, that we are sell- 
ing something which is highly valued 
by the public. 

Since it is clear, therefore, that 
the growing masses of subscribers in 
the future are going to demand ever- 
improving as well as ever-increasing 
services we must lay our plans ac- 
cordingly — including plans for ade- 
quate compensation for that service. 

We are in competition on a money- 
raising basis with nonregulated in- 
dustry which is able to pay higher re- 
turn on investment than telephone 
companies will ever be allowed to 
earn. Yet history has shown that there 
is a well-defined group of investors 
in the United States who look to our 
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public utilities for secure income, 
rather than short-range or even spec- 
ulative profits. It is to these investors 
that we must appeal to carry on our 
work, and perform our public ser- 
vice obligation. 

The whole picture sums up, there- 
fore, as a unified whole. The things 
which your national association is 
doing, were designed to contribute 
to the fulfillment of this over-all pic- 
ture of accomplishment. Our work 
in Congress, our work before the ad- 
ministrative and regulatory agencies, 
our unified efforts to create good will 
and win friends in every quarter for 
the telephone companies, are all part 
of that picture. 

And you, my friends, are also a 
very important part of the picture. 
In fact, | would say you are the most 
important part of that picture, be- 
cause it is at the grass-reots level of 
association membership, such as we 
see here today in this meeting, that 
we must look for foundation for all 
our work, for all our plans, and for 
whatever we hope to achieve in the 
years ahead. As long as we can de- 
pend on that unity of support, we can 
be sure our industry can confidently 
meet the challenge of the years ahead. 

The United States Independent 
Telephone Association will continue 
to keep abreast of the responsibilities 
which have been placed upon it in a 
dynamic era. Your officers, your di- 
rectors, and your committees will do 
their part to live up to their trusts. 

I urge you, therefore, to recognize 
that the next ten years will require 
our individual effort as well as our 
collective effort. We can’t afford to 
sit back and wait for the other fellow 
to solve our problems. I don’t mean 
by that, that we are all equally cap- 
able, rather I mean that regardless 
of our capabilities, each of us can 
make a contribution to the industry. 

As we face the vast new field which 
is opening up in communications, let 
us commit ourselves to greater in- 
dividual participation in the affairs 
of the industry as a whole. Thus we 
can hasten the day when the whole 
world can talk over telephones — 
and perhaps, see each other’s faces at 
the same time. Perhaps then nations 
will understand each other better. 
Perhaps — and who can tell — the 
telephone may be one of the avenues 
which will help to establish perma- 
nent peace in the bright new world 
for ‘which we are all hoping and 


praying—Donald H. Campbell. 
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Question: 


Where did they put the 
LEICH DIAL SYSTEM ? 


Answer: 


Under the tulips { 


Moral: 


Leich Dial Systems are operating dependably in every section of 
the country, under every variation of temperature and climate. 


Leich Dial Systems are operating in quonset huts, private homes, attics, basements, etc. 


This one takes the prize for being the most unusual installation. For here, the Leich 


Dial System has been installed in an underground vault located beneath the bed of tulips in th: 


the above picture. Access to the vault is through a metal trap door behind the flower bed. 
i are 
This installation is at the General Motors Proving Ground at Milford, Michigan. ® 
The 100-line Leich Dial System is used for PABX service, serves 163 telephones. It was installed in 1951 


After 3 years of faithful service, this board is being replaced by a 230 line board th 


which will be housed in the new administration building. ” 
O} 
m 


Mi 


to another Leich Dial System PABX where 100 additional lines are needed. 
LE'Y 
PAC | 
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Don’t think however, that the old board is being retired to pasture. It will be added 
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FOR DEPENDABLE SERVICE 


Leich’s all-relay Dial System has very little to get 
out of order. There is no movement of parts other 
than that of the dependable relay armatures. You'll 
find that out of the 600 Leich Dial installations many 
are performing faithfully under very unfavorable 
operating conditions. 


95 ; ; . eet . 
199] here is no automatic dial switching equipment 


doesn’t need regular routine maintenance. But 
xperience has shown that the Leich Dial System will 
perate dependably, year after year, with the very 


_ 


o 


ninimum of care. 
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FOR ECONOMICAL OPERATION 


We really surprise customers when we explain all the 
economies of operation that are part of the Leich Dial System. 

You need less space, it is faster and easier to install. With 
Leich’s jack-in equipment you can add ten lines for $175.00 
and a link to a 100-line, finder-connector switchboard for 
$323.00. What’s more—these are total costs, for no factory 
installers are necessary. 

Then too — you can shift whole 100-line bays or parts 
from one exchange or PABX to another as was done with the 
PABX in this story. 

Write today for our catalog which tells you how you too 
can go dial . . . faster, better, and at less expense, with a Leich 
Dial System. 


MANUFACTURERS OF TELEPHONES, SWITCHBOARDS AND RELATED APPARATUS SINCE 1907 


( LECH SALES CORPORATION 
PAC FIC COAST: 2611 SAWTELLE BLVD., LOS ANGELES 64, CALIF. 
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427 W. RANDOLPH STREET 


CHICAGO 6, ILLINOIS 
SOUTHWEST: 1227 SLOCUM ST., DALLAS 7, TEXAS 
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A NEW word was born to the 





telephone industry in 
No one word or activity has 
claimed so much attention or 
grown so rapidly as the tricky 


new word — Merchandising. 





By B. T. MILLER* 
LL OF US in the telephone in- 
dustry have the further advan- 
tage of being extremely busy people. 
In that respect I see no likelihood of 
any change for years to come. Tele- 
phones in service have doubled - 
from less than 28 million at the end 
of 1945 to nearly 56 million to- 
day. Lately we have been moving so 
fast that the 50-millionth telephone, 
which we joined together to celebrate 
less than two years ago, already 
seems like a long way back. 

In these same ten years the num- 
ber of our share owners has likewise 
doubled — and must now total more 
than 114 million people. Investment 
in the industry has increased by 10 
billion dollars or more, and today 
there are 280,000 more people work- 
ing to provide telephone service than 
a decade ago. The vitality of this 
business is such that just since the 


war we have created 250.000 new 
* Mr. Miller is vice president in 


in charge of merchandising, Ameri- 
can Telephone & Telegraph Co.. New 
York City (This is a condensation of 
a paper presented by Mr. Miller at 
the 1955 U-SJ-T-A convention.) 
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1954. 


The Philosophy 


and Mechanics of Merchandising 


jobs in the operating telephone com- 
panies alone. 

To accomplish the enormous post- 
war expansion of telephone service, 
in a time of steeply rising prices, we 
have had to increase our rates. But 
because we have not been able to get 
rates up fast enough we have had to 
plan cautiously; we ‘did not have 
what you could call really clear sail- 
ing. We haven't been able to run be- 
fore the wind. We have had to tack 
all the way. 

Notwithstanding this, we have done 
a tremendous amount to improve ser- 
vice as well as to increase it. We have 
given the job the old college try all 
the way. The comment | am making 
here is simply that if the financial 
picture had been more favorable 
then it stands to reason that the rec- 
ord of accomplishment to date would 
have been even greater. 

As it is, we are still pushing to cut 
off those persistent tail ends of un- 
filled orders’ and unfilled regrades. 
A year ago in the Bell System we 
thought we could chop them off for 
good by the end of 1955. But even if 
that doesn't quite come to pass, we 
are determined to get abreast and 
ahead of demand just as quickly as 
we possi ly can. 

We are 


with the 


this: along 


catch up 


also sure of 


final 


drive to 
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on all orders, we have ever so 
many opportunities right now to 


provide more complete service to mil- 
lions of telephone users. Even if every 
gate isn't wide open in every place. 
there are certainly enough doors ajar 
to give great scope to our talents and 
efforts. 

New opportunities are at hand all 
over the map and we have new means 
for meeting them new equipment. 
new systems, new services. We are 
blessed not with one but with many 
proving srounds where we can test 
out our abilities. Instead of passively 
looking forward to the time when we 
can fully merchandise our product. 
we can be actively working toward it 
today. 

Many people instinctively associate 
the word “merchandising” with sell- 
ing and let it go at that. They think 
that if selling is plain turkey, then 
merchandising is turkey with all the 
fixings the gravy, the giblets and 
the cranberry sauce. In this view. 
merchandising wraps up selling, ad- 
vertising, and promotion in- one 
pretty package with a big red ribbon. 

Now I don't think that is a full- 
sized picture of merchandising at all. 
That’s just one corner of it. If you 
will look in the dictionary, you will 
see that “to merchandise” means “to 
make merchandise of.” Merchandise 
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New Offset Type 
Guy Clamp 


18-Gauge, 
Heavy 
Galvanized 


4-Way Anchor, 
™ .Designed for 
. Exceptional 

Holding Power 


~ 


LINE CONSTRUCTION MATERIALS 
To Meet Your Guying Needs 


OFFSET GUY CLAMPS, 


GUY GUARDS, ANCHORS 


L-M’s New Offset Guy Clamp 


Two sizes: Cat. No. 221522A2 for %«" to 2” Guy Wir 
Cat. No. 221522A1 for 4” to %” Guy Wire 


1, 


Here’s a new guy clamp design with 
superior holding power—in excess 0 
the breaking strength of the strand 
accommodated. 

The offset grooves tend to snub the 
cable under load, effectively restrain- 
ing the slip of the cable. 

L-M’s new offset guy clamp saves 
On initial cost and installation time. 


L-M’s Guy Guard clamps firmly 


Cat. No. 280024B1 Length 8 Feet; 280024B2 Length 7 Feet | 


L-M’s guy wire protectors have a 


| tight anti-rattle hook at upper end | 


and unique anchor rod clamp at lower 
end. Position of bolt on side of pro- 
tector facilitates tightening of lower 
clamp. No loose parts to fall out. 

Body is 18-gauge steel with a heavy 
hot-dip galvanized coating to assure 
long-lasting protection. Available in 
two lengths. 


L-M’s 4-Way Pressed Steel 
Expanding Anchors 


designed for 


Catalog 
Number 


20002681 
200026B2 
200026B3 
20002684 | 





ad 


Two-piece design... The four 
blades are formed ofa single piece 
of steel and coordinate with the 
sturdy base plate to develop maxi- 
mum holding power. 

Blades are designed to provide 
minimum resistance to earth pene- 


exceptional strength 


Nominal Minimum 
Holding Power | Anchor Rod Mechanical 
Class | Diameter— | Strengths, 
Pounds | Inches Pounds 


tration during installation and 
maximum resistance to pull-out 
when in expanded position. 

These anchors have been 
thoroughly tested ard approved 
by major utility companies. You 
can depend on them to hold! 


Thousands of Line Construction Specialties 


These are just a few of thousands of L-M line construction 
specialties warehoused nation-wide to serve your needs. 
Contact your North Electric Manufacturing Company or 
Kellogg Switchboard & Supply Company representative, or 


LINE MATERIAL Keo -. 


ON MiG 


Line Constc 


write Line Material 


WY LU THE NORTE 


Company, Milwaukee 1, Wisconsin (a 


McGraw Electric Company Division). 231A 


Sold for L-M to the independent telephone industry by 


Switchboard and Supply Compa 
AND 


: RIK NAP 


dif. 





is goods, or in our business, services. 

Hence merchandising to me means 
getting the goods and services ready 
as well as selling them. It is buying 
and selling —- the whole process — 
not just the last part of it. It is mak- 
ing sure you have the right things 
to sell before you try to sell them. 
And that means, of course, learning 
people’s needs and wants; finding 9ut 
what are the saleable goods and ser- 
vices that Mr. & Mrs. Public would 
most like to have. We cannot sell un- 
less we know what people will buy. 

So let’s say first that one of the 
essentials of good merchandising is 
to study the market — to probe, ex- 
plore, test and learn what the market 
is and may be, not only at short range 
but also at long range. We want to 
know — we've got to know — what 
services people want of us and in 
what fashion they wish us to provide 
them; what styles they prefer, what 
colors they like, how much they want 
and when they want it. We need this 
knowledge all the more at a time like 
the present, when we have acquired 
the skill to provide such a tremendous 
variety of services. The question is, 
how do we discover those that offer 
the best combination for meeting cus- 
tomer wants and producing good fi- 
nancial results? 


**Economic Conditions” 
OING RIGHT along with market 
research, and indispensable to it, 
is continuous study of economic con- 
ditions. Bear in mind, I haven’t come 
to the selling side of merchandising 
yet. This is all on the buying side. 
After we determine what the cus- 
tomers’ wants are, we still have to 
estimate how much of it will be 
wanted, and, fully as important, 
when, so that we can put it promptly 
and efficiently at their disposal. 
We've got to figure requirements and 
place orders in advance. We've got to 
make sure that all needed equipment, 
but not too much, will be delivered 
to the proper places at the proper 
time. The three musketeers of this 
estimating process are the market re- 
searcher, the economist-statistician, 
and the engineer. They are all mer- 
chandisers, every one of them, no 
matter what their titles. 
Furthermore, I want to tell you 
that their combined efforts are throw- 
ing real light on the path which we 
in the Bell System are trying to mark 
out ahead. We have been working 
hard to develop long-range estimates 
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C. POWER, New York City; T. A. BOYD, New York City; and, L. H. WARNER, Chicago. 


as a guide to planning production. 

How large is our market likely to 
be if we stimulate it a lot — if we 
stimulate it a littlke — if we do not 
stimulate it at all — or if unforeseen 
events should cut it way below what 
now seems the most reasonable prob- 
ability ? 

What will be the impact of each 
of these potential situations on our 
needs for new telephone plant? 

What manufacturing capacity 
should be obtained — and when? 

How will sales effort in one direc- 
tion influence revenues, investment 
and earnings, as compared with effort 
in another direction? 

What service objectives will not 
only produce the most in customer 
satisfaction, but along with that, will 
yield the best earnings and thereby 
open up the most in additional future 
opportunities for service? 

Our long-range studies are aimed 
to help answer these and similar 
questions. They are opening our eyes 
to much that we could hardly get at 
otherwise. | assure you we are going 
to keep making them regularly, and 
if there are any among you who have 
been considering the same sort of 
thing, but haven’t quite come to it, 
all I can say is that I commend it to 
you heartily. 

Now what is the key thought in 
everything I have said so far? One 
word describes it, and that word is 
— planning. 

We study the market to plan what 
to sell, and where, and when. We 
plan our product to satisfy our cus- 
tomers’ wants completely. We plan 
our production to get the product on 
our shelf, ready for use when the 
customer wants to buy. 
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And along with this we are doing 
some other planning too. We’re plan- 
ning how to get the product off the 
shelf just as fast as we can. Ask any 
smart retailer the first principle of 
good merchandising. He will tell you 
it’s turnover; the more the merrier 
and the faster the better. He’s run- 
ning a store, not a safe deposit vault. 
Sure he has to have a warehouse, but 
that’s just a way station for goods in 
transit. He needs the goods but the 
last thing in the world he wants is to 
hang on to them. He wants to get rid 
of them, to turn them into money, at 


The pictures on the opposite page 
were taken by the TE&M Camera dur- 
ing the U-S-I-T-A Convention. 


a profit and quickly. There’s no 
money in inventory stock, and no one 
can make use of it either. 

Our situation in the telephone bus- 
iness is no different. We have to turn 
facilities into revenue, and like the 
retailer we want to do this as fast as 
we can. Idle plant doesn’t earn any- 
thing. Neither is it providing service 
to anyone. While we are planning to 
get the plant into being, therefore, we 
must also be planning to get it into 
use. If we are good merchandisers, 
while we organize and time the steps 
in buying, producing and construct- 
ing facilities, we are also planning 
and timing all the coordinate steps in 
advertising, promotion and selling. 

This is that second half of mer- 
chandising, if I may call it that, 
which so many people wrongly think 
is the whole of it. But in saying that 
I certainly don’t mean it is unimport- 

Please Turn To Page 70 
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OVER 60 YEARS SERVICE TO THE 


INDEPENDENT 


TELEPHONE INDUSTRY 









AVAILABLE 
WITHOUT CHARGE 


for all your subseribers 







Here Is Automatic’s new 


TWO-TONE MONOPHONE 
ENVELOPE STUFFER! 









This beautiful 4-color folder, designed to attract subscriber interest 
in two-tone telephones, will be provided in the quantity you require 
—AT NO COST TO YOU. Figure now what you need to send out 


with your monthly bills. Let us know. We'll get them to you as 








quickly as possible. 





AUTOMATIC ELECTRIC 


Originators of the Automatic Dial Telephone 





(Continued From Page 66) 
ant. Far from it. When we get this 


side of the job in the right perspec- 
tive, then I think we can appreciate 
better than ever how important it is. 
We can also better understand the 
need for good planning in this area 
to fit in with every other step in the 
merchandising process. 

If we just stop to think of it, our 
particular business lends itself re- 
markably well to planned promo- 
tional effort. We are very, very for- 
tunate. We have a continuing daily 
relationship with telephone users of 
a sort that many other businesses 
don’t enjoy, at least to the same de- 
gree. We operate and maintain ser- 
vice for our customers, not part of 
the time but ail the time. When they 
want service moved they come to us. 
When they have any difficulty of any 
kind they come to us. When we are 
planning any change in their service 
they expect us to come to them. Every 
working day is simply loaded with 
opportunities for us to discover, pro- 
pose and provide the kind and 
amount of telephone service that will 
most completely satisfy their business 
and household convenience. 

These natural occasions are among 
the very best we have for using what 
I will term the direct service ap- 
proach. Notice that I didn’t say the 
direct sales approach. Call it sales 
if you prefer, but I put it the other 
way because what we are really after 
is to see that folks get the service that 
is the best possible for them; a ser- 
vice that is complete and handy, 
leaves no room for minor dissatisfac- 
tions. 


The Market 
AVE WE A market? Yes — and 
it's fabulous. There are 47 mil- 
lion households in these United 
States. About 33 million of them now 
have telephone service. The remain- 
ing 14 million do not. However, those 
14 million are only a part of our 
residence market. In the 33 million 
homes and apartments that already 
have service there are 80 million 
bedrooms, 33 million kitchens and 
33 million living rooms. There are 
countless dens, libraries, studies and 
playrooms; basement, attic and gar- 
age workrooms; porches, terraces 
and patios. Taken all together, they 
add up to an immense number of po- 
tential locations for additional tele- 
phones. 
Three million farms have only one 
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telephone. Most farms are small bus- 
inesses, many of them are really large 
enterprises. I fully appreciate every- 
thing we have done to bring tele- 
phone service to the farms of Ameri- 
ca. I know they have always had 
more service than the farms of other 
countries, and that today they are 
more widely served than ever before. 
But the fact remains: most of them 
have only one telephone to meet all 
their needs, and multi-party service 
at that. I think we shall do well to 
conceive of farm service in terms of 
farm telephone systems systems 
that will completely serve house and 
barns, machine shed, milk house and 
outdoor locations in the fields, and 
that will reach the central office on 
its individual line. And going back 
to the merchandising principle, the 
way to determine this market and 
how to meet it is first to study it and 
find out what the full possibilities 
are. We are now experimenting in 
this field in Iowa and in Texas. 

You may well ask, “If a farm sys- 
tem is desirable, why not systems for 
non-farm homes as well?” We are 
asking ourselves the same question 
and are working for the answer. As 
a matter of fact, | can make a good 
argument for always thinking in 
terms of systems wherever we pro- 
vide service. 

Don’t forget that other people are 
selling systems more and more and 
as consumers we are all getting used 
to it. 

We of all people, who have been 
operating telephone systems for three 
quarters of a century, ought to be out 
in front in applying the system idea. 
For $10 a month or so in most places 
we can provide a complete home sys- 
tem serving kitchen, bedroom, living 
room, and including voice communi- 
cation from any telephone in the 
house to a caller outside the front 
door. How much of a market will it 
have? Ill wait for the market re- 
searcher to tell me more definitely. 
for I don’t want to violate any of 
these merchandising principles I’ve 
been talking about; but until then | 
don’t mind going out on a non-mer- 
chandising limb and guessing that 
from six to ten million families 
would snap it up. 

If we are going to realize our op- 
portunities fully we have great need 
to plan. Ten million new homes have 
been built in this country since. the 
war. They all have plenty of outlets 
for electrical appliances and systems. 
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How many have outlets for telephones 
and telephone systems? In 1955 new 
homes have been going up at the rate 
of 1,400,000 a year and the prospect 
is that we shall keep on building a 
million or more a year for a long 
time to come. 

How many of those that are still 
to be built will be suitably equipped 
for installation of telephones in each 
room or in each main area of activi- 
ty? If we will really get down to cases 
in our merchandising effort, I'll bet 
that far more of the next 10,000,000 
homes will be primed and waiting 
for the best we can provide, than of 
those that have already been built. 

Let me sum up in this way: 

The key word of merchandising is 
planning — and the first step in this 
plan would be knowledge — 

(1)—-knowledge of where our 
market is, and its size, 

(2)—knowledge of what is re- 
quired to serve it, and when. 

(3)—knowledge of all that this 
implies in terms of materials. 

The second step is to translate 
market information into design and 
style and procurement. 

And the third step is the offer — 
to advertise, to promote, to sell. 

We are well on our way to having 
service in every home and making it 
possible for any home to dial any 
other through direct distance dialing. 
And, as we eliminate the multi-party 
residence line and the so-called rural 
line (which we must do), we shall 
find that the use of the service — 
which, after all, is the real test of 
its value — its use for both neighbor- 
hood and far away places, will in- 
crease by leaps and bounds. We could 
do much to bring this about quicker 
and more surely if we plan for it. 

As we look at the way this country 
has grown, at the trends of the fu- 
ture, and at the way our citizens de- 
mand the conveniences of life — and 
as we realize that our services, com- 
munications, are the heart and the 
spark of all this growth — then we 
realize the full importance of the re- 
sponsibility we jointly have to furn- 
ish the best service within our power 
to provide. At the same time, what a 
tremendous opportunity — an op- 
portunity not only to serve the whole 
nation, but a chance to serve it bet- 
ter and more completely than ever 
before. Our aim must be the best pos- 
sible service. Our merchandising ef- 
forts should be directed there. 


Bartlett T. Miller. 
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Keep your eyes open for 
Paying Paystation Sites 


Many telephone men successful in paystation 





promotion say it pays to look for likely sites 
after hours and on weekends. They keep their 
eyes open as they stop at the cofner drug- 
store, help the wife shop, or stop at a filling 
station. They ask themselves: Would a pay- 
station earn a good return here? 

Locations like these and many others could be 
earning revenue for you! Make a note of them 
on the spot. Install Autelco Paystations in at- 
tractive booths, and use plenty of BIG signs. 
Write for Circular 1842-T, “How to Make 
Paystations Pay.” Address: Automatic Electric 
Sales Corporation, 1033 W. Van Buren St. 
Chicago 7. Or Call HAymarket 1-4300. 


AUTELCO PAYSTATIONS 
pay right around the clock, outdoors. 
FILLING STATIONS 


INDEPENDENT 
et 





sp ELECTRIC 
AUTOMATIL ELELTRUG | 


ORIGINATORS OF THE AUTOMATIC DIAL TELEPHONE 
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Telephone Accountants 


Study Modern Accounting Methods 


HE ACCOUNTING Conference 

on Monday morning, October 10 
featured a program by the Associa- 
tion’s Accounting. Committee. A re- 
port of the activities of that commit- 
tee was presented by Chairman, O. 
M. Westrup, vice president and comp- 
troller, Illinois Consolidated Tele- 
phone Co., Mattoon, III. 

Mr. Westrup reported that the Ac- 
counting Committee had favored the 
rescinding of Statistical Circular No. 
1, exempting from the annual report- 
ing requirements, all companies con- 
trolling directly or indirectly, a com- 
munications common carrier unless 
the annual operating revenues of such 
controlled carrier is in excess of 
$2.500,000. 

“The Accounting Committee,” he 
said, “took the position that the pro- 
posed rule was meritorious since it 
would relieve some of our member 
companies of burdensome reporting 
to the Commission.” 

Discussing proposed changes in ac- 
counting for contributions Mr. West- 
rup stated that corporate expendi- 
tures in the form of contributions are 
as much a necessity today as pay- 
ments covering taxes, payrolls and 
purchase of materials, supplies, etc. 

“It is our opinion,” he said, “that 
such expenditures represent a neces- 
sary business expense and should be 
accounted for as such. Our views on 
this matter are shared by the Ameri- 
can Telephone and Telegraph Com- 
pany and its associated companies 
who likewise have petitioned the Fed- 
eral Communications Commission for 


a change in the accounting rules . . . 
The Federal Communications Com- 
mission has not as yet issued a ruling 
on the matter. We are hopeful, how- 
ever, that such a ruling, when it is 
issued, will favor the changes .. .” 

Referring to special billing re- 
quirements on Federal government 
accounts, Mr. Westrup said it was 
encouraging to note that the Control- 
ler General, on March 9, 1955, issued 
Systems Memorandum No. 38, elimi- 
nating thereby the necessity for certi- 
fying public utility bills as being 
“correct and just and that payment 
has not been received.” 

“More recently,” he said, “in a 
letter dated September 6, the Acting 
Controller General authorized the 
substitution of toll tickets for the de- 
tailed statement of U. S. Government 
official toll service, Form SN 650 A, 
now required. This authorization will 
be of particular interest to those com- 
panies employing microfilming in 
their operations. The changes thus 
far approved indicate that the Gov- 
ernment Accounting Office is pro- 
ceeding in an orderly manner to cor- 
rect and eliminate the existing un- 
reasonable and unnecessary require- 
ments. The Association will continue 
its efforts to obtain relief from the 
burdensome effects of 


costly and 


these requirements . . .” 

Mr. Westrup reported that last 
year’s report included a refererce to 
the Association’s efforts to obtain a 
modification of the Treasury Depart- 
ment’s Form 720 for reporting Fed- 
eral Excise Taxes. 
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“It was emphasized,” he said, “that 
Independent telephone companies 
would be faced with substantially in- 
creased costs if they were to be re- 
quired to furnish the particulars call- 
ed for in determining the net amount 
of taxable charges for each type of 
service subject to the tax. 

“Although the forms have not as 
yet been revised, the Treasury De- 
partment has continued throughout 
the year 1955, its policy of accepting 
returns showing in Schedule B only 
the amount of tax called for in Col- 
umn 6. We are still hopeful that the 
form will be redesigned in such man- 
ner as to éliminate the objectionable 
features indicated. In any event, we 
hope that we have been successful in 
our efforts to convince the Treasury 
Department that we should be re- 
quired to furnish no more informa- 
tion than the amount of tax now be- 
ing provided in Column 6 of the re- 
as 

Referring to alternative methods 
for computing the amount of depre- 
ciation deduction for tax purposes, 
Mr. Westrup said the Treasury De- 
partment has issued tentative regu- 
lations dealing with the administra- 
tive features of the law. Regulatory 
authorities, too, have become inter- 
ested in the subject and have in- 
quired into the accounting aspects of 
the matter. 

“The Association represented by 
its Accounting Committee,” he said, 
“participated in the Treasury De- 
partment hearings along with other 
taxpayers and taxpayer groups. Com- 
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ments concerning the proposed regu- 
lations were submitted at that time. 
Similarly, the Association made 
known its views concerning the vari- 
ous accounting proposals advanced 
by regulatory authorities. Since that 
time several of the State Commissions 
have issued accounting orders deal- 
ing with the subject of accelerated 
depreciation under the 1954 Internal 
Revenue Code. The accounting treat- 
ment prescribed in those orders was, 
for the most part, consistent with the 
Association’s recommendations . . .” 

“Electronics in Accounting and 
Business” was the subject of a presen- 
tation given by A. J. Abbott and B. 
A. Regione, partners in the account- 
ing firm of Arthur Anderson & Co. 
It included the showing of a short 
film designed to explain, in layman’s 
language, such basic questions as (1) 
What is a computer? (2) How does 
it operate? (3) How are savings in 
clerical labor effectuated? (41) How 
will its use generally effect the eco- 
nomics of business? 


Continuing Property Records 
EFINING a “Continuing Proper- 
ty Record” as a group of rec- 
ords which permits the association of 
the appropriate original cost with the 
various property units owned by a 
company, Richard L. Ohlson, special 
studies administrator of General Tele- 
phone Service Corp., New York City, 
emphasizcd tuat althoug' it appears 
that continuing property records have 
been developed primarily for the pur- 
poses of proper retirement pricing 
and depreciation studies, they are 
necessary and helpful in solving many 
other problems in the telephone in- 
dustry. Among the examples given by 
Mr. Ohlson were the following: — 

(1) In those states using trended 
original cost as a rate base these rec- 
ords are essential to its development 
for they provide a record of the in- 
vestment in each account by year of 
placement, which is necessary for 
trending. When a consultant is hired 
for this purpose his fee should be 
considerably less if continuing prop- 
erty records are available than if they 
are not. Furthermore, if the rate base 
is found on a good property record 
it is more supportable evidence for 
presentation in a rate case, which is 
always beneficial. 

(2) When reproduction cost evi- 
dence is used in a rate case, the con- 
tinuing property record is again use- 
ful. It provides a readily available 
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inventory of the property used and 
useful in telephone service that can 
be physically spot-checked with a 
minimum of effort. And again this 
fact strengthens a rate case presenta- 
tion while reducing its cost. 

(3) Even in states using original 
cost as the rate base, a good property 
record makes the company’s case 
stronger because it is comparatively 
easy to verify and substantiate. 

(4) Another use has come to the 
attention of the many companies that 
have recently been faced with the 
problem of making separation studies. 
In this connection it has been neces- 
sary to identify and price out certain 
items of outside plant, central office 
equipment, and building. A continu- 
ing property records, when available, 
makes this job easier, shorter, and 
therefore cheaper as far as the com- 
pany is concerned. 

(5) Often a company must furnish 
cost data, that can be substantiated, 
in connection with installations for a 
Government body or plant rearrange. 
ments instigated by a Government 
body, if they want to be adequately 
compensated for such cost. In this 
and many other cases where cost data 
is required, the continuing property 
record can again make the job cheap- 
er and better. 

“Currently,” he said, “it appears 
that a record of this sort will be 
necessary in order to take full advant- 
age of the present income tax law 
with its provision for rapid deprecia- 
tion. In this respect alone, the con- 
tinuing property record could more 
than pay for itself.” 

Discussing the information that 
should be available from the records, 
Mr. Ohlson stressed that they must 
first set forth a description sufficient- 
ly complete to permit a good mental 
picture of the unit involved. 

“The type of description necessary 
varies from the simple, such as ‘109 
Iron Wire,’ to the more complex des- 
cription of a multi-story building,” 
he said. “Besides the description, 
which should set forth the particulars 
as to kind, character, and size, the 
property record has to show the num- 
ber of such units, their cost, age and 
location.” 

After outlining a system of records 
that can serve as a source of age and 
location data for each account, Mr. 
Ohlson stated that it appears that 
there are many advantages to contin- 
uing property records as well as var- 
ious methods providing information. 
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“However,” he said, “there is one 
important factor that cannot be ig- 
nored, and that is the cost of such 
records. Actually the cost of main- 
taining a continuing property record 
is not much greater than normal 
plant accounting costs if all the in- 
formation is readily available. In fact, 
when you consider what you can buy 
with a small additional accounting 
cost, it would appear that maintain- 
ing such records is economically feas- 
ible. This would be true of the cost 
of maintaining established records. 
Unfortunately, the cost of establish- 
ing a continuing property record can 
be quite high. This is particularly 
true if you find it necessary to hire a 
valuation engineer to come in and 
make a complete inventory and ap- 
praisal as the starting point for vour 
continuing property records. In order 
to keep this initial cost as low as pos- 
sible, it would be wise to consider 
ways and means of bypassing a por- 
tion or all of such an inventory and 
appraisal,” 

Describing methods of accomplish- 
ing the desired end result without the 
expense of a complete inventory and 
appraisal for the one purpose only, 
Mr. Ohlson stated “you may have re- 
quired an inventory and appraisal 
for rate-making purposes within the 
last few years; if so, it may be pos- 
sible to use that as your starting 
point bring it up-to-date by the use 
of subsequent records, or a recent dial 
conversion could make it possible to 
obtain the desired records by recon- 
structing your plant accounting trans- 
actions subsequent to the conver- 
sion.” 

“Another approach is facilitated by 
the rapid growth of telephone plant 
experienced by many companies dur- 
ing the last few years which may 
make it feasible to construct 80 or 
90 per cent of the required informa- 
tion from your present records,” he 
said. “The remainder being relatively 
insignificant, could be lumped as in- 
stallations prior to a given date. 
Furthermore, don’t forget that your 
supplier might be able to give you 
considerable help. 

“In any case, | would suggest that 
the necessary data be recorded for 
current plant additions so that over 
a period of time you could build al- 
most a complete record. Remember 
that the sooner you start such a rec- 
ord the cheaper it will be. I know that 
there is much doubt as to the econ- 
omic feasibility of keeping continuing 
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Automatic’s 








“HERE’S HOW TO 
ADD LINES FAST!” 


“Yes, sir — six or more telephone circuits — and they’re all in 
one neat ‘cable package.’ It’s simple and easy. Just one bracket is 
all that’s needed — and it goes up fast. It’s General Cable’s new 


Rural Distribution Wire.” 


You can’t blame telephone men for showing enthusiasm for this 
remarkable new product. General Cable first made it in six-pair size 
— but because of its rapid acceptance, it’s now available also in one-, 
two- three- four- five- eleven- and sixteen-pair sizes. 


Many telephone men feel this wire is the answer to two every-day 
problems: (1) low-cost expansion in sparsely populated areas, and 
(2) quick expansion in suddenly mushrooming residential areas. 


If you would like more information about Rural Distribution 
Wire, why not contact your local Automatic representative or ware- 
house today? 
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For Splicing and Dead Ending 
Steel Core 

Jaws of steel in the Wirelink (top) 

splice the wire core in a never-relax- 


As shown in these views, the “secret” of Rural Distribu- ing grip. Merely insert the wires in 
tion Wire is in its high-strength steel core (1800 pounds test). the ends ’til you hear a click. 
This carries the load, and is readily attached to the pole or The Wirevise (lower view) uses 
crossarm brackets shown above. The “B” bracket is used for the same principle for dead ending 
attaching directly to the pole; the “C” bracket is used when the core; bail is easily secured around 


attaching beneath crossarms. insulators and thimble eyes. 


Recommended and Sold Through Our Distributors 
Buy Automatic’s 


Use Automatic’s hy 
Big Supply Catalog AUTOMATIC WH. ELECTRIC Approved Supplies 


R) 
ORIGINATORS OF THE AUTOMATIC DIAL TELEPHONE 


Distributors in U. S. and Possessions: AUTOMATIC ELECTRIC SALES 
CORPORATION, {1033 West Van Buren Street, Chicago 7, U.S.A. 
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For Long Lasting Economical Service 

















= TELEPRENE® 
DROP WIRE 
This famous Whitney Blake wire set a new high for service 


life. Available in twisted pair, parallel and twin constructions, 
with Copperweld or bronze conductors. 























TELESEAL® 
UNDERGROUND WIRE 


Low-loss transmission characteristics and stability in wet loca- 
tions make this neoprene jacketed wire ideal for direct burial. 















TELECABLE® 


EXCHANGE AREA CABLE 














For aerial and duct use. Polyethylene insulation and poly- 
ethylene sheath. Excellent transmission qualities. Cable will 
operate even if sheath becomes damaged. In all required 
sizes including 202 pair. 










DISTRIBUTION 


















Available in 3, 6, 11 and 16 pair, completely color coded. 
Has polyethylene insulation — polyvinyl chloride covering over 
each conductor. Low-loss transmission, low capacitance, high 
dielectric strength and excellent weather resistance. Light in 
weight, self supporting, easily installed. 
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| property records, but it is my belief 


that if they are used to the fullest ex- 
tent possible they will be a profiiable 
undertaking for most companies e 


Depreciation And The 
New Tax Law 





ISCUSSING Section 167 of the 
Internal Revenue Code. C. N. 
Ostergren, depreciation and_ basic 


studies engineer of the American 


Telephone & Telegraph Co.. 


empha- 


sized that among regulatory com- 
mission people there may he differ- 


ences of opinion as to what should 
be done with any tax reductions that 
become possible under the accelerat- 
ed depreciation provisions. 

“With one, 


he said. 


or possibly two excep- 
“it appears the state 
commissions have all ruled that ac- 
celerated depreciation, taken 
for tax but not for book purposes, re- 


tions,” 
when 


sults in a tax deferment and not in a 
tax saving.” 

Emphasizing the rulings are 
ficant and important, Mr. Ostergren 
taken as 
commis- 


signi- 


warned they should not be 
final evidence that all the 
sions will take this view. (In fact. one 
of the commissions makes the ruling 
tentative, and subject to change after 
the commission has completed its 
studies of the accelerated deprecia- 
tion problem.) 


“It may be presumed,” he said. 


. “that both the Committee on Depre- 


ciation and the Committee on Ac- 
counts and Statistics of the NARUC 
will report on this subject at their an- 
nual convention this fall. While 
awaiting their reports it might be 
prudent not to reach any conclusions 
regarding future rulings of regula- 
tory commissions. In this connection 
it is well known that some members 
of those committees take the 
tions that tax reductions resulting 
from the use of accelerated deprecia- 
tion are, for many kinds of property. 
by no means tax deferments.” 

Mr. Ostergren stated that this 
phase of the matter may be summed 


posi- 


up as follows: 

(1) If a company adopts accelerat- 
ed depreciation for tax purposes. it 
may feel it is essential to treat the 
difference between actual and norm- 
alized taxes as a deferred liability, 
which must be accrued for currently 


| in the accounts before coming to net 


| earnings. 


| 


| poses, 


1955 TELEPHONE ENGINEER & MANAGEMENT 


The commission may fol- 
low the same procedure for rate pur- 
but if the commission at any 













time feels that the difference between 
actual and normalized taxes is a tax 
saving, and not a deferment, the 
company’s rates may be reduced, and 
it will then find itself in the unten- 
able position of accruing currently in 
the accounts for a deferred liability, 
even though the service rates do not 
provide the dollars for it 

(2) If a commission recognizes 
that this is a tax deferment and per- 
mits the company to earn enough 
money to keep up a deferred tax re- 
serve, the company’s new capital r 
quirements would be reduced. If 
addition the commission did not de- 
duct this tax reserve when arriving 
at a rate base and did not lower the 
rate of return, there would also be 
an increment in earnings. 

“There is, of course, this to be re- 
membered,” he said, “despite the 
stand the commission takes now, no 
commission can be _ indefinitely 
bound. In the event a company is 
now allowed to build up a deferred 
tax reserve and if it grows to sub- 
stantial proportions this reserve 
could become a problem. The pres- 
sures under which the commission 
operate, particularly during hard 
limes, might well lead in some cases 
to the requirement that the reserve 
be drawn down in order to improve 
the reported earnings.” 

Mr. Ostergren concluded that al- 
though the record keeping and calcu- 
lation will probably be burdensome, 
these alone should not deter anyone 
from going after accelerated depre- 
ciation. 

‘The techniques to be used are not 
known,” he said, “but it seems prob- 
able that various methods will be ac- 
ceptable. Thus, it is believed that 
most companies can, if they wish, 
make use of accelerated depreciation. 
In my opinion, tax reductions *e- 
sulting from higher tax depreciation 
are tax deferments and not tax sav- 
ings. While most of the regulatory 
commissions which have acted agree 
with this view, at least as respects ac- 
counting, there is a strong current of 
opinion in the opposite direction and 
what the commissions will do in rate 
cases is practically unknown. The 
1954 Tax Code may be drastically 
changed, in such a way that the tak- 
ing of accelerated depreciation now 
would be of littke or no advan- 
tage .. .—Complete copies of papers 
reviewed in this issue may be ob- 
tained from USITA’s Washington 
office. 
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For Long Lasting Economical Service 






TELECABLE® 


INSIDE WIRING CABLE 


For inside wiring. Available with 6 to 76 pair. Has semi- 
rigid Plastite® insulation and brown or ivory Plastite jacket. 
Excellent electrical characteristics. Unaffected by humidity. 
Ideal for duct work. 













TELEDUCT® — 


INSIDE WIRE _——_— 







Both Plastite and neoprene types. Twisted, parallel and 
jacketed Plastite types as well as all-neoprene jacketed 
station wire. Parallel and jacketed types are designed for 
use with stapling guns 






TELEFRAME® 







—— ———— eo 








Distributing Frame, Jumper and Duct Wire. Semi-rigid Plastite 
type; also nylon jacketed type for extra protection; enameled, 
cellulose acetate and cotton covered type. All built to Whitney 
Blake’s high standard of quality. 







= 


The neoprene-jacketed, long-lasting, tinsel-conductor telephone 
cord that resists abrasion, perspiration, humidity, oil and 


grease. 
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E T. BURGESS, Bellevue, Ohio, 
® chairman of the U-S-I-T-A Traf- 
fic Committee presided at the Traf- 
fic Conference on Monday, Oct. 10. 
The meeting, held in the South Ball- 
room of the Conrad Hilton, Chicago, 
during the recent U-S-I-T-A Conven- 
tion featured addresses by Mr. Bur- 
gess; Merle M. Hale, Lincoln, Neb.; 
Miss Lydia Mielke, Owosso, Mich.; 
Miss Jacqueline Garner, Chicago; 
and a panel discussion on “Force 
Adjustment.” W. A. Pitbladdo, Ro- 
chester, N. Y., was moderator of the 
discussion group. Panel members 
were: R. E. Coffman, Marion, Ohio; 
H. J. Kleinhammer, Bristol, Tenn.; 
and C. F. Lickteig, Owosso, Mich. 


Traffic Committee Report 
RESENTING the U-S-I-T-A Traf- 
fic Committee Report, Mr. Bur- 

gess reported on several happenings 

of major importance which occurred 
during the past year. 

“Many of the Independent com- 
panies experienced for the first time 
during the year 1955 a Prorate study 
and a Toll Separation study,” he 
said. “The objectives of the Prorate 
study generally two 
parts. The first part covered the meth- 
ods used to determine the book cost 
of Independent company toll line 
plant used in handling interchanged 
message toll telephone business. The 
book cost data was set up on two 
bases in order to meet the objectives 


consisted of 
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Traffic Conference 


Reviews Management Methods 


of the study. In connection with the 
prorate weighing factor portion of 
the study the Bell System developed 
corresponding average book costs of 
their toll line plant used in handling 
the interchanged message toll busi- 
ness. The second part covered the 
methods of determining Independent 
company expenses associated with the 
Independent company’s toll line fa- 
cilities.” 

Mr. Burgess reported that a Sepa- 
rations study was made to determine 
the book costs and expenses assign- 
able to the handling of message toll 
telephone business interchanged with 
Bell as contrasted to other Indepen- 
dent company operations, e.g., local 
exchange business and in some cases 
Independent company toll business. 

“The experience associated with 
these studies,” he said, “required the 
wisdom of all persons taking part; 
however a successful conclusion will 
more than justify the time and effort 
spent.” 

Mr. Burgess stated that a meeting 
of the Traffic Committee was held in 
Chicago on May 24 to discuss plans 
for the fall convention and points in- 
dicative to its theme, “Service is our 
only means of progress.” 


“The members of the committee,” 
he said, “voted to go on record to 
define the traffic department as be- 
ing responsible for ‘service’ in the 
handling of calls whether manual or 
automatic. To meet this responsibility 
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it was agreed that traffic engineering 
should be made more generally com- 
prehensive in determination of switch 
quantities and trunking. That it 
should supervise and direct the use 
of facilities by the establishment of 
suitable line assigning routines by 
traffic personnel. That it should have 
comprehensive service _ observing, 
means of evaluating customers’ ser- 
vice in relation to ‘direct distance 
dialing,’ toll switchboard service ob- 
serving for customer education in re- 
lation to faulty usage as well as that 
required in anticipation of conver- 
sions...” 

Empathy of Management 
EFINING “Empathy” as “Imagi- 
native projection of one’s own 

consciousness into another being 

especially sympathetic, understanding 
of other human beings”—or, “The 
power to sense another’s need and to 
want to help satisfy that need,” Miss 

Lydia Mielke, traffic supervisor of 

Union Telephone Co., Owosso, Mich.. 

stated “Empathy is all-embracing. 

needful in every department — a nec- 


essary ingredient in dealing with 
people — an enjoyable characteristic 


in the over-all assignment of working 
together — the key to good human 
relations.” 

Describing a plan used in Union 
Telephone Company’s traffic depart- 
ment to aid development of empathy 
within the working forces, Miss 
Mielke said, the first step in the 
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USITA Conventioners (I. to r.): — W. C. HENRY, Bellevue, Ohio; GENERAL CARLOS P. ROMULO; CLYDE S. BAILEY, Washington, D.C.; DONALD 
H. CAMPBELL, Rochester, N.Y.; and LEON ROBERTS, Washington, D.C. 


Plan is the listing of the operators 
according to their experience and 
designating the frequency of observa- 
tions for each (that is, one a week — 
one every other week — 
etc.). 

“The operators are then divided 
into groups,” she said, “and each 
group assigned to a service assistant 
who is given the full responsibility 
for helping them to find and meet 
their learning problems. This respon- 
sibility includes taking observations 
at the designated frequency, follow-up 
work, special reviews, covering in- 
structions not included in_ initial 
training, service programs and new 


one a month. 


instructions — ticket checks and bill- 
ing failures — on tickets returned 


from the accounting department, in- 
formal discussions and the building 
of a greater sense of accomplishment. 
Emphasizing that one of the most 
successful mediums in helping the 
service assistant in addition to the 
daily assistance given by the chief 
operator, is supervisory conference, 
Miss Mielke said — “Here their prob- 
lems are presented and all participate 
in the best solution. They learn from 
one another as they exchange ideas, 
express opinions and present actual 
instances. Supervisory conferences 
scheduled one each month are highly 
beneficial. They need be only of two- 
hour duration — or 4 hours, if pos- 
sible — but they are so necessary. 
“The importance of a good super- 
visory staff should never be taken 
lightly. They are the key people in 
training — in leading — in directing 
— in developing in any office. Find 
an office with high morale, freedom 
from tension, good work results and 
you will find a well trained, deeply 
inspired supervisory force — a trib- 
ute to the chief operator and high 
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recognition to her supervisory staff.” 

Stressing that empathy in manage- 
ment must have a definite place in 
all levels of supervision, Miss Mielke 
concluded that The Operators’ Devel- 
opment Plan “is a wonderful start in 
the development of understanding 
and the ability that enables us to see 
to look at them 
without bias or prejudice. It calls 
for a lot of hard work but it is a 
challenge that neither you or I nor 
those who work with us would not 
accept...” 

“Your Voice Is You” 
Mt JACQUELINE Garner of 
the Illinois Bell Telephone Co., 
Chicago, used tape recorded voices 
and clever charts to vividly illustrate 
“it is just as easy to have a pleasant, 
natural voice as it is to speak harshly 
or indistinctly.” 

“I wonder,” she said, “how many 
people get a false impression of the 
type of person you are — simply by 
hearing the sound of your voice. 
Many times we talk to people over 
the telephone before we ever meet 
them face to face. Have they said to 
you — ‘You're not at all how I ex- 
pected you to be’ or ‘You sound so 
different over the telephone’? People 
expect us to be exactly as we sound. 
So, the question everyone should ask 
herself is simply, ‘Am I putting my 
best voice forward?’ 

“Many women I’ve talked to admit 
that they looked quite different a few 
years ago — ‘before they tried their 
new hair-style’ or ‘before they learned 
which make-up best suited them.’ 
They've altered their appearance, 
they’ve changed the way they looked 
— but they really just exploited their 
best features — a natural thing for 
all of us to do. If we can change the 
‘natural’ appearance of our hair or 


issues clearly 
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- why cant 
we change our voice if it needs 
changing? Your may be 
straight, but you wear it curly. You 


our natural complexion - 
hair 


may have a complexion that is ‘nat- 
urally’ pale —- but you don’t have to 
go around that way all day. 

“It’s the same with your voice. If 
your ‘natural’ speaking voice tends 
to be shrill, harsh or indistinct — 
why not change that as you’ve chang- 
ed your complexion or hair-style. At 
the telephone company we emphasize 
the natural speaking voice, the nat- 
ural amount of modulation.” 

Warning that a poor telephone 
voice may be caused by incorrect 
handling of the telephone, Miss Gar- 
ner said, “Too often we do not speak 
directly into the mouthpeiece and 
many times we hold the mouth- 
piece too far away from our lips. . . 
How can we tell exactly where the 
mouthpiece should be? Very simply 
by taking your first two fingers and 
passing them between your lips and 
the transmitter part of your tele- 
phone If they just squeeze 
through, you are speaking correctly. 
If the backs of your fingers do not 
touch the transmitter — or you can- 
not feel your lips with the inside of 
your fingers — then you are not 
speaking directly into the telephone 
and your voice will sound distorted 
to the person you're talking to .. .” 

A panel discussion of “Force Ad- 
justment” concluded the “Traffic 
Conference.” W. A. Pitbladdo, Roch- 
ester, (N.Y.) Telephone Corp., acted 
as moderator with the following men 
comprising the panel: R. E. Coff- 
man, General Telephone Co., Marion, 
Ohio; H. J. Kleinhammer, Inter- 
Mountain Telephone Co., Bristol, 
Tenn.; and F. C. Licktieg, Union 
Telephone Co., Owosso, Mich. 
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There’s nothing like an attractive and appealing picture to show 
the ease of having telephones right where you want them. Across 
the page is a reproduction of an advertisement which demonstrates this 
convenience. It will appear in full color in October magazines reaching 
millions of readers. The copy points out that it doesn’t cost much to have 
telephones around the house. Note that color telephones are mentioned, too, as 
“the final touch.” It’s an advertisement that should contribute a great deal toward 


building business for all of America’s thousands of telephone companies. 
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A PART OF GOOD LIVING...your telephone by your side 


With telephones in living room, bedroom, kitchen and playroom, 


it isn’t a question of keeping up with the Joneses. 


You are the Joneses! 


Bell Telephone System ee i 


es 


P.S. Doesn’t cost much either. 
And telephones in color add the final touch! 





































ENNETH L,.. LAWSON, Lincoln, 


Neb., presided at the 1955 
U.S.1.T.A. Commercial Conference. 
The meeting, held in the Upper 


Tower Room of the Conrad Hilton 
during the U.S.I.T.A. Convention, 
featured addresses by: Mr. Lawson; 
T. A. Saunders, Owosso, Mich.; Wil- 
liam C Kea, Honolulu, Hawaii; and 
K. L. Schroeder, Chicago. 


Presenting the report of the 
U.S.LT.A. Commercial Committee, 


Mr. Lawson stated that the commit- 
tee had not undertaken any major 
projects during the year. 

“However,” he said, “it has under- 
way a task which should be con- 
tinued, providing the Board gives 
approval. That undertaking is the 
assembling and compilation of a set 
of standard or model forms used in 
the commercial operations.” 

Stating there are many agreements 
and contracts which telephone com- 
panies must negotiate in the conduct 
of business, Mr. Lawson said, “many 
small companies fail to seek legal 
advice for the preparation of formal 
written agreements and are therefore 
deprived of any protection whatso- 
ever against losses of various kinds.” 

“The preparation of forms,” he 
said, “is not only time consuming, 
but expensive, and it is believed that 
smaller companies especially can de 
rive great benefit by having access to 
forms that are in actual use by In- 
dependent companies throughout the 
United States.” 
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Commercial Committee 


Considers Adoption of Standard Forms 


Mr. Lawson commented that the 
U.S.LT.A. Commercial Committee 
“has noted with a great deal of satis- 
faction that its efforts to promote 
legislation making it a misdemeanor 
for a party line user to fail to give 
up a party line in a case of emer- 
gency is now bearing fruit.” 

“Quite a number of states,” he 
said, “have passed such legislation 
during the past year. In those states 
having such legislation, some prose- 
cutions have taken place, and the re- 
sultant publicity given to these cases 
in the press has certainly been of 
great benefit to the telephone-using 
public throughout the nation.” 

Referring to the strong emphasis 
now being placed on merchandising, 
Mr. Lawson stated the activity sug- 
gests the committee should direct its 
attention to such phases of the subject 
that will be helpful and stimulating 
to member companies. 

“Perhaps,” he said, “the commit- 
tee can act as a clearing house in 
exchanging ideas that are practiced 
successfuly by various companies. 
The art of communication is chang- 
ing rapidly and this fact alone re- 
quires constant alertness on the part 
of everyone desiring to give custom- 
ers the best in modern services.” 
Extended Area Service Or 
Automatic Toll Ticketing? ? ? 

ISCUSSING “The Extended Area 
Service Problem,” T. A. Saund- 
ers, president of the Union Telephone 
Co., Owosso, Mich., described it as 





TELEPHONE ENGINEER 


1955 










one of the chronic problems of the 
industry. “Extended area service,” he 
said, “has a definite appeal to our 
customers because of the speed and 
convenience of making calls to near- 
by points without the delays involved 
in placing the call through a long 
distance operator. This type of ser- 
vice also has some appeal to man- 
agement due to the opportunity it 
offers to stabilize the increasing costs 
of manually ticketing and timing 
short haul toll messages.” 

Emphasizing that while the service 
has desirable features as far as man- 
agement is concerned, Mr. Saunders 
said the chief difficulties to be over- 
come are: 

(1) Extended area service is us- 
usually practical only between two au- 
tomatic exchanges. 

(2) Providing the service results 
in a stimulation of 400 to 500% or 
more in the number of messages be- 
tween the two points. (More about 
this later, it’s important.) 

(3) Meeting this stimulation re- 
quires additional circuits between the 
two points, special terminating equip- 
ment and switching equipment to 
handle the traffic. 

(4) Elimination of the toll charge 
results in a loss in revenue. 

(5) It is difficult to get exchange 
rates adjusted equitably to offset the 
loss of toll revenue and to meet the 
increases in annual charges due to 
increased investment in circuits and 
equipment. Rates are too often limit- 
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WITH 


TAYLOR-COLQUITT POLES 


YOU'RE BUYING 


el Cay 


From the pine forests of the Southeast to the 
outbound loaded car, each step in Taylor- 
Colquitt pole production is subject to precise 
and accurate control. 

These controls cover timber selection and 
pole manufacture as well as moisture removal 
and preservative treatment. Developed and 
refined during the 29 years that Taylor-Colt- 
quitt has been a producer of fine poles, they 
assure uniform high quality and consequent 
maximum life. 

For poles with “controlled quality” specify 
Taylor-Colquitt treated pine. 


DISTRIBUTED BY . . . AUTOMATIC ELECTRIC SALES 
CORPORATION AND LEICH SALES CORPORATION 


TAYLOR - COLQUITT 


SPARTANBURG, SOUTH CAROLINA 





Piants at Spartanburg, South Carolina and Wilmington, North Carolina 
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LET KELLOGG REPAIR 
YOUR WORN-OUT 
KELLOGG 
EQUIPMENT 


SHIP your Kellogg Equipment to Kel- 
logg for repair and rebuilding — all 
worn parts will be replaced with new 
genuine Kellogg Components. If you 
have rebuilding problems, contact your 
Kellogg representative, or call Humboldt 
0094, Kansas City. 


Address All Inquiries To 


Aewoce_;.. 
KELLOGG SWITCHBOARD & SUPPLY COMPANY 


A Division of International Telephone and Telegraph Corporation 
REBUILDING AND REPAIR DEPARTMENT 
1511 Cypress — Kansas City 27, Missouri 
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THE ELECTRICAL FUNDAMENTALS 
OF COMMUNICATION 


By ARTHUR LEMUEL ALBERT 
Professor of Communication 
Engineering, Oregon State College 


Second Edition, 531 pages, 6 x 9 
363 illustrations, $7.00 


Written expressly for radio men, telegraphers, tele- 
phone engineers, this book gives fundamentals of 
electrical engineering accurately, simply, from the 
point of view of the communication industry. It 
gives you fundamentals of electronics . . . explains 
direct current, conductors, resistors, and insulators; 
discusses such topics as the magnetic field, sources of 
electric energy, induction, motor and generator ac- 
tion, magnetic hysteresis, eddy currents, and many 
others. You will find sound, basic information that 
will help you know and understand electricity. 


The Second Edition includes new AIEE and IRE 
standards and current usage. It gives additional 
emphasis to radio fundamentals, more useful to those 
interested in electronic, radio, and television fields. 
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Order from 


Telephone Engineer Pub. Corp. 
7720 N. Sheridan Rd., Chicago 26, Il. 
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ed by pre-established rate brackets 
based on the number of stations 
which can be called without a toll 
charge. 

Comparing extended area service 
with direct customer dialing using 
automatic toll ticketing equipment, 
Mr. referred to customer 
service. 

“If an access code is needed,” he 
said, “it would probably be needed 
on either basis. A subscriber identi- 
fying code is required by some types 
of toll ticketing equipment to de- 
termine the calling station and on 
other types of equipment it is not re- 
quired to be furnished by the cus- 
tomer. In general, the customer can 
receive about the same speed and 
convenience of service by either EAS 
or with automatic toll ticketing. 

“The second comparison from the 
customers’ standpoint relates to the 
method of payment. For extended 
area service payment is on a flat rate 
basis, while automatic toll ticketing 
would continue the charge per mes- 
sage. There are good arguments for 
either method. Most of us could make 
an effective case for either method.” 

Pointing out that an adequate flat 
rate for extended area service is dif- 
ficult to attain, cannot be at- 
tained, in most without the 
delay and expense of a hearing be- 
fore a Public Service Commission or 
other regulatory body, Mr. Saunders 
said, “One factor in its favor is a 
lower cost of applying a flat rate.” 

“However,” he added, “punched 
card accounting equipment, working 
with automatic toll ticketing equip- 
ment, will reduce the cost of billing 


Saunders 


and 


cases, 


the customer on a message basis to 
a fraction of a cent per message. It 
should be remembered that we have 
other toll messages to bill to our cus- 
tomers, so we can't give too much 
weight to this factor. Our costs of 
billing other toll messages will go up 
per message if we eliminate a major 
part of the volume. 

“On the other side of the picture, 
much can be said about the fairness 
of charging our customers for a ser- 
vice according to the use they make 
of it. This makes an impressive argu- 
ment to our customers. Measured ser- 
vice rates in the larger cities accept 
this principle and carry on the tradi- 
tion of a charge per message. One 
important advantage of a ‘charge per 
message’ is that it requires only the 
continuance of an existing rate.” 

Mr. Saunders reported that where 
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extended area service has been intro- 
duced, “much ado has been made of 
‘unstable _ toll 
rev- 


so-called 
‘stable 


converting 


revenue to exchange 


enue.” 

“Perhaps our toll revenue is un- 
stable.” he said, “but if it is, so is 
our exchange revenue. I believe they 
are both directly related to our gen- 
eral economy and that we must ex- 
pect each of them to follow the gen- 
eral economic trends of our country. 
The only factor, in my _ opinion, 
which tends to make short haul toll 
business undesirable is the steadily 
increasing cost of handling it on a 
manual basis.” 

Discussing the relative cost of furn- 
ishing each type of service Mr. 
Saunders said it is necessary to study 
each situation on an individual basis 
before relative costs can be de- 
termined. 

“In general,” he said, “automatic 
toll ticketing equipment makes it pos- 
sible to handle short haul toll on a 
profitable basis with a_ reasonable 
volume of messages. However, it is 
recognized that many situations may 
not lend themselves to automatic toll 
ticketing. One such case might be be- 
tween two small unattended automatic 
exchanges where the volume of mes- 
sages is low and no other business 
could be routed through ticketers at 
either location.” 

Mr. Saunders emphasized that the 
most important consideration, insofar 
as costs are concerned relates to the 
factor of stimulation. 

“If extended area service is to be 
established,” he said, “a 500% stim- 
ulation in message volume is con- 
sidered to be near normal. This 
means that a substantial addition of 
trunks will be required as compared 
to a manual toll basis. Providing ad- 
ditional trunks requires a large addi- 
tional investment, and meeting the 
annual charges on the additional in- 
vestment requires further increases in 
exchange rates over and above the 
increase required to offset the loss of 
toll revenue. 

“The terminating equipment for 
these additional trunk circuits and 
an extended area switch train 
requires an additional investment. In 
many cases, the stimulation achieved 
has been over 500% and additional 
facilities have been required soon 
after the service was established. This 
requires even further additional in- 
vestment with no corresponding in- 
crease in revenue to offset the cost 


also 
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of carrying the additional invest- 


ment.” 

Mr. Saunders stated that 
lation comes from two sources: —- 
First, a part of it is due to the speed 
of handling and convenience to the 
customer which is much the same 
with either automatic toll ticketing 
or extended area service; second, in 
the case of EAS, a part of the stimu- 
lation is due to the elimination of 
the toll charge which would be re- 
tained with automatic toll ticketing. 

“Thus,” he said, “stimulation with 
an automatic toll ticketing arrange- 
ment should be somewhat less than 
under EAS. It is believed that siimu- 
lation under automatic toll ticketing 
would average between 100° and 
200%. If the route involved is a 10¢ 
one, the stimulation would be near 
the 200% figure and if a 20¢ route 
is involved, stimulation would be 
closer to 100%. The experience of 
companies who have made short haul 
ticketing installations tends to sup- 
port these figures. Actually, with au- 
tomatic toll ticketing, the degree of 
stimulation is not too important since 
the revenue increases proportionately 
as greater stimulation is realized. The 


stimu- 


cost per message unit should de- 


crease as volume increases . . . 

Referring to results of a recent 
study on a typical case involving an 
exchange of about 2,000 stations lo- 
cated 10 miles from a large city Mr. 
Saunders led to these conclusions: - - 

(1) Automatic toll ticketing will 
prove in over manual operation and 
is practical even over 10¢ routes with 
a reasonable message volume. 

(2) Automatic toll ticketing will 
give the customer about the same 
speed and convenience of service that 
has made EAS desirable. 

(3) The over-all costs of furnish- 
ing direct customer dialing with au- 
tomatic toll ticketing equipment will 
be substantially less than furnishing 
EAS in many situations. 

(4) With EAS, the stimulation fac- 
tor will increase costs without a com- 
pensating increase in revenue, and 
the greater the stimulation, the great- 
er the potential danger of loss. 

(5) With automatic toll ticketing. 
the stimulation factor will increase 
revenue at a rate greater than the in- 
crease in cost. 

Epiror’s Note: — Reviews of 
USITA Convention papers not 
presented in this issue will ap- 
pear in the November “Tele- 
phone Engineer & Management.” 
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EMPEROR BLUE 


Blue of a shade that is equally effective with 

modern home furnishings or in professional ‘a 
or commercial reception rooms. White letters * Fi 
and numerals on dial rim. 


TAWNY GREEN 


A popular color for both executive and 
household use. Eye-catching, but never 
intrudes. Solid color with white letters 
and numerals on dial rim. 


CHARTREUSE YELLOW 


Anyone with a talent for gay decor 
likes it, whether for homemaking or 
brightening an office. Solid color, with 
black letters and numerals. 


+ 











INDIAN IVORY a ' 


This all-ivory model adds charm to many 
environments, from boudoirs to banks. 
Letters and numerals on the dial rim are 
black. 














CORAL SAND . 
A new shade with a_ distinctive 4 7] 
emphasis. Solid color. Dial rim pia — 
has contrasting white letters - 

and numerals. om / 


~~ 









EXECUTIVE GRAY 


Dignified and impressive where « 
the taste is for subdued colors. 










Solid gray with white letters i ' 
di F Is on dial ri nll 
« at. and numerals on dial rim. di 
Se "i . 
S23 a : 
a 

¥ aie 

a yj « * 
‘ 
~~ 


t RICHLAND RED 
A popular color because of the warmth 
and brilliance it adds to many back- 
grounds. Eye-catching white letters and 
numerals. 


PONS RI 


COLOR j in variety 


that gives NORTH’S N-541 Telephones 


a new kind of beauty to match the finest 


decor in home or business, to help 


increase your revenue and add distinction 


to your modern telephone service. 


North Telephones can now be 
ordered in a choice of solid 
colors as illustrated at left, 
or in two-tone combinations. 


NORTH ELECTRIC COMPANY . . . GALION. OHIO 




























Beauty Variety—Pius 


a mighty fine telephone 


‘THE new colorful beauty of North’s N-541 is more than 





“skin-deep”. Even in glistening black, this fine 
telephone stands out, because of its eye- 


satisfying lines. Beneath these, distinctive 





cases is the same compact gro Bic of 
carefully engineered com 
are daily providing thousands of 
customers with high grade service, 
uninterrupted by maintenance calls. 
These features pay off in savings 


for the telephone company ... 


NORTH N-541 
Standard Black 





Quiet, long-lasting dial . . . New, light-weight handpiece with the finest receiving 


and transmitting units . . . High-gain transmission, providing clear natural tone on 
long loop operation . . . Automatic compensating network, insuring good quality 
on short loops . . . High impedance single-cbil ringer . . . All base mounted in a 


snug arrangement permitting the entire case to be removed for easy inspection. 
In other words you now get... ‘All of this, and beauty too". . . a real value 
in modern telephones. 







COMPANY 


Ohio 


NORTH ELECTRIC 






Galion, 


Litho in U.S.A. 














“There are no restrictions as to type of dial stcitching systems which may participate in the nationwide toli dialing plan.” 


The Independent Company 
and Nationwide Toll Dialing 


By L. A. HODSON 


PART II of Mr. Hodson’s article discusses — (1) toll dialing 
equipment; (2) optional methods of dealing with misdialing; 
and (3) terminal-per-station equipment. Part I of this article 


appeared in the September TELEPHONE ENGINEER & MAN- 
AGEMENT. 





Equipment 
HE PRIMARY requirement is, of 
course, that any office should be 

dial before it can be incorporated 

into the nationwide toll dialing plan. 

There are no restrictions as to the 

type of dial switching system which 

may participate in the nationwide toll 
dialing plan, so long as it meets the 
detaiicd requirements of the plan. 
Each telephone should have a let- 
ter number type dial, and the sub- 
scribers 2-5 number should be shown 
on the dial number card and should 
be published in full in the directory. 
In new dial offices these arrange- 
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ments should be made initially. In 
existing dial offices, which do not at 
present have a 2-5 numbering scheme 
or use letter number type dials, it is 
advisable to follow a policy of pur- 
chasing only letter number type dials 
in the future, and of keeping a steck 
of letter number type dial number 
plates in the workshop and on the 
Plant Department trucks. 

Whenever work has to be done on 
a telephone equipped with an old type 
number plate the opportunity should 
be taken to change to a letter num- 
ber type plate, and the change should 
be noted on the station plant card. 
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Thus when the office is ultimately 
converted to 2-5 numbering to enable 
it to participate in the nationwide toll 
dialing plan, only a comparatively 
small number of special visits will be 
required to change dial number 
plates. Number cards with adhesive 
backs can be purchased to send at 
the time of conversion to subscribers 
whose number plates have been 
changed. These number cards can 
be attached to the dial by the sub- 
scriber. 

In order to reduce the extent to 
which operators require to check col- 
lect calls pay stations should be allo- 
cated numbers in the 7, 8, 9 or 0 
series, with the ultimate objective of 
having all pay station numbers in the 
9xxx series. 

The great majority of Independent- 
ly owned offices use post pay stations 
and in these cases the requirement 
can easily be met by strapping the 
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OPTION 2— USING A RUN-AROUND TRAIN— TERMINAL PER LINE 








= +) AUX. 3RD 
[uF | oro] foro SELECTOR 


‘ ~—»MANUAL BOARD 





a — a —" 


& BO. Ge 





—-nN@F BON @WODO 


- - — 


| | 

a ee 
speciaL | 2 | 3 4 | 5 | 
SERVICES tJ { 


CONNECTORS 





AUX. 2ND 
SELECTOR 





-NYWU SUDAN @AWO 
. 
° 
. 


. + 


OPTION 3 — USING A RUN-AROUND TRAIN — TERMINAL PER STATION 
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CONNECTORS (TERMINAL PER LINE) 
OR SECOND SELECTORS (TERMINAL PER STATION) 
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FIGURE FOUR: — Typical arrangements to deal with the dialing of seven digits in offices in which only four digits should be dialed. 
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sled. 


corresponding outlets of level 9 of 
the first selectors to the correspond- 
ing outlets of a working first selector 
level, say level 2. Pay stations would 
then be assigned hypothetical num- 
bers in the 9xxx series but would 
actually use the corresponding con- 
nector terminals in the 2xxx series. 
If ever it became necessary to use 
level 9 for subscribers the straps 
could be cut away, and the pay sta- 
tions would then have actual numbers 
in the 9xxx series. 

Seven, five or four digits may be 
dialed for calls within the end office. 
The number of digits dialed will de- 
pend on local circumstances, such as 
the proximity of a seven digit metro- 
politan area, the need for seven or 
five digits for extended area service, 
or the number of offices in the ex- 
change area. In every case the num- 
ber of digits dialed for local calls 
should be the minimum, taking all 
considerations into account. It should 
be remembered that when seven digits 
are dialed to reach a four digit num- 
ber the first selector has to absorb 
three digits, thus performing four op- 
erations for one effective operation. 
This unnecessary wear on the local 
first selectors may increase mainte- 
nance costs. 





The author, L. A. HODSON. See 
page 48 of your September Tele- 
phone Engineer & Management 
for biographical data. 


In offices in which less than seven 
digits are normally dialed for local 
calls arrangements should be made 
for the completion of calls for which 
the full seven digits have been dialed. 
This can be accomplished by using 
either 2-5 selectors or a run around 
train. 2-5 selectors are more costly 
than ordinary selectors and, because 
of the need to unlock the selector be- 
fore dialing the four digit number, 


require at least five digits to be dial- 
ed. A run around train requires ad- 
ditional selectors and reduces the ulti- 
mate capacity of offices with less than 
10,000 stations by one connector 
group (100 lines or stations). A cost 
comparison should be made in each 
case to ascertain which method would 
be more economical. 


Misdialing 
IGURE FOUR illustrates the op- 


tional methods of dealing with 
occasional misdialing. The office 
name is Lakeside-4, the numerical 
code equivalent of which is 524. 
Option 1 uses 2-5 selectors which 
are arranged to absorb digits 5 and 
2 repeatedly and absorb and unlock 
on digit 4. The five digits 4-xxxx 
are normally dialed for local calls, 
so that the first selector has to make 
two operations for each call. If the 
full seven digits are dialed digits 5, 
2 and 4 will be absorbed and the 
first selector will operate effectively 
to the first digit of the station num- 
ber. This method imposes no limit 
on the number of calls which may be 
misdialed and still reach their desti- 
nation. 
Option 2 shows the use of a run 
around train in a terminal per line 
office. The last four numerical digits 











A a 
LOCAL IST LOCAL IST 
SELECTORS SELECTORS 
i] > OPERATOR ° o> OPERATOR 
9 e SPARE 9 ° SPARE 
8 AR eo— > EAS TO OFFICE 278 8 bd SPARE 
7 A e—p EAS TO OFFICE 877 ? 
° ’ 7 ° LOCAL 2ND 
5 AR emf EAS TO OFFICE 545 5 AR SELECTORS 
4 A os a A o> re) ° 
3 o—p > CONNECTORS 3 o— > > CONNECTORS 9 e 
2 AR o—> 2 AR a> 8 o—»p EAS TO OFFICE 778 
1 o—»> SPECIAL SERVICES ' o—> SPECIAL 7 Ao—p EAS TO OFFICE7T7 
SERVICES 
6 + 
& o—p EAS TO OFFICE 745 
LEGEND 
4ace 
AR~ ABSORB REPEATEDLY UNTIL UNLOCKED 
A - ABSORB ONCE AND UNLOCK 3 . 
LOCAL OFFICE CODE 25--4 2 Ps 
| > 
FIGURE FIVE: — Selection of office codes to reduce equipment costs. 
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CONNECTORS 
TERMINAL PER LINE 


GROUPS 


2 
> 
4 
5 
6 
7 


r 
nN 


SPL. 
*> SVCE. 


CONNECTORS 
TERMINAL PER LINE 


GROUPS 


LOCAL IST. 
SELECTORS 


e> OPERATOR 


2ND. 
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CONNECTORS 
TERMINAL PER STATION 


GROUPS 


81 XX TO BO XX 
AND 
91 XxX TO 


90 XX 


FIGURE SIX: — Terminal per station addition to terminal per line office. 


are normally dialed for local calls, 
the first digit being used to select the 
level on the first selector, and the last 
three to select the terminal and the 
ringing frequency on the connector. 
If the full seven digits are dialed, first 
digit 5 steps the first selector (ordi- 
nary type) to level 5 and seizes an 
auxiliary 2nd selector (digit absorb- 
ing type). The second digit 2 is 
absorbed by the auxiliary 2nd selec- 
tor. The third digit 4 steps the auxi- 
liary 2nd selector to level 4 and seizes 
an auxiliary 3rd selector. This is an 
ordinary type selector in the same 
bank multiple as the local first selec- 
tors. The four numerical digits are 
now dialed in the normal way. The 
number of trunks outgoing from level 
5 of the local first selectors to the run 
around train should be limited both 
in the interests of economy and to 
discourage subscribers from dialing 
seven digits for local calls. In an 
exchange of this size probably two or 
three would be sufficient but the ac- 
tual number will depend on local cir- 
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cumstances. The adequacy of provi- 
sion can be checked by connecting an 
overflow meter to the last contact of 
level 5 and taking readings over a 
period. Level 5 of the first selectors 
will not be available for subscribers’ 
numbers, thus reducing the ultimate 
capacity of the office by 100 lines. 

Option 3 shows the use of a run 
around train in a terminal per station 
office. The last four numerical dig- 
its are normally dialed for local calls, 
the first digit being used to select the 
level on the first selector (ordinary 
type), the second digit to select the 
level on the second selector, and the 
last two to select the terminal on the 
connector. If the full seven digits 
are dialed the first digit 5 steps the 
first selector to level 5 and seizes a 
second selector. 

All levels of the second selector ex- 
cept level 2 lead out to connectors. 
The second digit 2 steps the second 
selector to level 2 and seizes an auxil- 
iary 3rd selector (digit absorbing 
type) which is in the same bank mul- 
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tiple as the local first selectors. This 
selector is arranged to absorb digit 
4 the first time it is dialed. The third 
digit 4 is absorbed by the avxiliary 
3rd selector. 

The four numerical digits are now 
dialed in the normal way. In this 
case the trunks outgoing from level 
52 should be limited. It will be seen 
that level 52 is not available for sub- 
scribers’ lines, thus reducing the ulti- 
mate capacity of the office by 100 
stations. 


Terminal Per Station Equipment 


N THE interests of overall economy 
in the nationwide dialing plan the 
Bell System recommends that offices 


‘with an ultimate development in ex- 


cess of 800 lines should be equipped 
with terminal per station equipment. 
The use of terminal per station equip- 
ment helps to conserve office codes 
in that one three digit (ABX) office 
code will serve up to 10,000 stations, 
terminal per station, against 800 
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lines, terminal per line. The number 
of stations corresponding to the 800 
lines will depend, of course, on the 
ratio of stations to lines in the office 
under consideration. The maximum 
figure of 800 lines for a terminal per 
line office is based on the use of level 
1 for special services and level 0 for 
access to the operator. 

If any other first selector levels 
are used for any purpose other than 
access to connectors, such as to other 
class 5 offices for extended area ser- 
vice, or to level 9 for reverting calls, 
the maximum capacity of the office 
will be reduced by 100 lines for each 
selector level thus used. In such cases 
the possibilities of altering the trunk- 
ing arrangements to enable terminal 
per line equipment to meet the re- 
quirements of the ultimate (20 or 30 
years) line development of the office 
should be explored. 

For example, Figure 5-A shows the 
first selector arrangements in an of- 
fice with an initial capacity of 300 
lines which will be required to serve 
a forecasted ultimate development of 
600 lines. Levels 1 and O are used 
for access to the operator and to spe- 
cial services, and three levels are used 
for extended area service to other of- 
fices. This leaves only two levels 
(200 lines) available for growth, 
which is insufficient. Terminal per 
station equipment would appear to 
be necessary. 

Figure 5-B shows how a re-assign- 
ment of the codes of the offices to 
which extended area service is given 
enables the capacity of the office to 
be increased. The new codes all start 
with the same digit, 7, and first selec- 
tor level 7 is trunked out to a second 
selector from which the extended area 
service offices are served. This ar- 
rangement leaves four first selector 
levels (400 lines) available for 
growth, which will more than accom- 
modate the forecasted development. 
In addition if, due to the forecast be- 
ing low, further capacity is required, 
the spare levels on the level 7 second 
selectors could be trunked out to con- 
nectors on a terminal per station basis 
to accommodate a further 700 sta- 
tions. 

Terminal per station additions to 
an existing terminal per line office 
can be used to increase the capacity 
of the office, and to defer for an ap- 
preciable period the date when the 
office will be exhausted and it will 
be necessary either for an additional 
office code to be assigned and the 














last? 


ters! 


own. 


“tidy mind” thinking. 


cost? 


office trunking re-arranged, or the 
office to be re-equipped with termi- 
nal per station equipment. 

Figure 6-A shows the local trunk- 
ing diagram of a 600 line terminal 
per line office. The rate of growth 
is assumed to be such that the spare 
capacity (200 lines) will be exhaust- 
ed in a very few years if the office 
is extended with terminal per line 
equipment. Figure 6-B shows how 
the use of terminal per station equip- 
ment can be used to increase the ca- 
pacity of the office by 2000 stations. 
The decision to extend an office by 
terminal per station equipment should 
be made before all the first selector 
levels are used up, in order to avoid 
number changes and costly trunking 
rearrangements. 

In addition to the conservation of 
office codes terminal per station 
equipment has the advantage that in 
many cases it enables the full inter- 
cept facilities which are the ultimate 
objective requirement of nationwide 
toll dialing to be provided at less cost 
than would be incurred in a terminal 
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“Weeds of Office” 


OES YOUR OFFICE system need debunking? When was this done 
If we study the normal development of an office, we find 
| this sort of pattern: the original office contained one man. He opened | 
| the mail and dealt with the affairs needed in between stamping the let- | 
His first assistant got the jobs he didn’t like, but he saw they 
were done properly — in fact, he added some extra trimmings to them 
— things he always wanted to do himself but didn’t find the time. 

So the office developed. A constant passing down of the bits people 
didn’t like, and a constant embellishment of those bits. 

Now it is rare that a junior in an office has any real appreciation of 
the significance of his various new duties. He is not to reason why. By 
| the time he gets a glimmering of what it is all about, he’s deep in the 
| groove, and takes it all for granted. He is just waiting for the day he 
| can pass the work load onto the new employe, and inevitably he will im- 
| press his personality on the routine with a few frills and fancies of his 


| Apart from unnecessary work accumulating in this way, there is often | 

| the case of management setting up schedules or statistics for a special 

| reason, which eventually becomes redundant. 

| part of the structure of the business and, as expansion brings layer on 

| layer of complexity, it is sometimes very difficult to decide whether to 

| scrap certain work. Much of it remains through what can be called 

It usually fits into the heading of what seems 

scientific or up-to-date, and therefore must be justified. 
Get used to applying a final yardstick: | 

(A) Does it increase the company’s profits, taking into account its own 


(B) Does it assist Management to form more efficient policy, and if it 
has already attained this objective, will its perpetuation lead to 
further efficiency in the future? 


& MANAGEMENT 



















These statistics become | 












—Phil Glanzer 






per line office of the same size. Where 
terminal per line equipment will meet 
the ultimate line development a cost 
comparison should still be made be- 
tween a terminal per line and a term- 
inal per station office, to ensure that 
the increased intercept costs of termi- 
nal per line do not outweigh the sav- 
ings in switching equipment costs. 
Nationwide toll dialing requires as 
the ultimate objective that changed 
numbers, disconnected numbers, un- 
assigned numbers and vacant levels 
be intercepted. Ringing tone and 
busy tone can only be used with ref- 
erence to working numbers. Vacant 
level tone is not suitable. In attend- 
ed offices, changed numbers should 
be intercepted by an operator. Discon- 
nected numbers, unassigned numbers 
and vacant levels may be intercepted 
by an operator — or by recorded 
announcement. In unattended ex- 
changes, all intercepted calls may be 
referred to an operator at the master 
office, usually over last trunk in the 
group, or some classes may be refer- 
red to the operator and some may be 
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construction 
and 
maintenance 


DIGEST 


Published every month to help you get the 
most out of your materials and supplies dollar 


¢ 25-year battery 
¢ Anti-aging cable 
© Round the clock 


* Steady power source 


by C. J. Reynolds, Stromberg-Carlson Company 


The few dollars you spend on reliable equipment 


today will be repaid a hundredfold in lower main- 


tenance costs for years to come. Protect your investment with the 


double guarantee offered by Stromberg-Carlson. First, leading 


manufacturers build this equipment, and guarantee it. Second, 


because we recommend and sell this equipment to the telephone 


industry, we also guarantee its performance! 


Battery will still have its pep 
when 1980 rolls around 


It will last 25 years—in full float 
service! That’s the life expectancy 
of C & D’s PlastiCal (lead-calcium 
grids) telephone battery. 

You get this extra-long, trouble- 
free operation because C & D Bat- 
teries, Inc. use an exclusive sus- 
pended and supported plate con- 
struction. 


In full float service, this telephone battery 
stays on the job a quarter of a century. 


Illustrated here is a typical C & D 
telephone battery with a 660 A.H. 
capacity. When ordering this 25- 
year battery, specify PCE-660. 


When you find that a 14-year ex- 
pectancy meets your needs, you can 
get dependable operation from a 
C & D PlastiCell (high-tensile lead 
alloy grids) battery. For a Plasti- 
Cell with capacity of 660 A.H., 
specify CE-23. 


Cable has polyethylene 
sheath for extra-long life 


In outside cable installations, you 
can side-step the ravages of weath- 
er, sunlight and temperature, sav- 
ing yourself many dollars and hours 
in maintenance. 

To do this, use the protection of 
the polyethylene sheath on Tele- 
cable®. Telecable exchange area 
cable for aerial and duct use has 
polyethylene insulation and _ poly- 
ethylene sheath. No other thermo- 
plastic material has given as good 
assurance of aerial cable sheath life 
expectancy as has polyethylene. 

Specially treated to resist sun- 
light, the Telecable sheath has max- 
imum chemical resistance, is not 
subject to environmental cracking. 

Extremely light in weight, tough, 
yet flexible, it resists the stresses 
encountered during installation. 
You can expect top performance of 


Telecable for upwards of 20 or 25 
years. 


Telecable exchange area cable has outstanding 
weather resistance and transmission qualities. 


Available in No. 24, No. 22 and 
No. 19 A.W.G. in sizes up to and 
including 202 pairs. For further in- 
formation, consult your Stromberg- 
Carlson representative. 


Guard your stations with 
these fuseless protectors 


Shown here are two models of 
fuseless station protectors—both de- 
signed to guard your stations 24 
hours a day, requiring no mainten- 
ance or attention at all. 


No. 700 protector—for indoor use. 
No. 800 protector—has weatherproof 
housing for outdoor installation. 


The No. 700 is built for indoor 
use. Youll find its workable design 
combined with small size are just 
what you need. 

No. 800 is weatherproofed for 
trouble-free outdoor mounting. 

Both models are approved and 
listed by the Underwriters’ Labora- 
tories, Inc., for use where installa- 
tions meet the requirements of the 
National Electrical Code (see Ar- 
ticle 800). Each of them mounts two 
Reliable No. 504 self-contained, 
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w. itherproofed screw-in type pro- 
te or units, which house carbon 
ek trodes spaced approximately 
0035” for air gap. 


Battery charger maintains 
constant voltage within + 1% 


To keep your batteries in good 
operating condition, and to prevent 
their deterioration, you need a 
steady charging voltage. 

The Flotrol single-phase battery 
charger is an entirely automatic 
charger of the floating charge type. 
It provides an output voltage that 
is constant within + 1%, from 10% 
of its rated load to 100%. 

You save on maintenance, be- 
cause the Flotrol has no moving 
parts. Its regulation is controlled by 
saturable magnetic reactors. 

If overloaded, the Flotrol auto- 
matically changes from a constant 
voltage-type charger to a constant 
current-type charger. This protects 
both the battery and the Flotrol 
itself. 





Quiet, efficient Model 1200-B Flotrol. 


Compensation for variation in 
input voltage is automatic and 
practically instantaneous. 

The operation of the Flotrol does 
uot depend on the use of tubes, 
relays, motors or other expendable 
equipment. 


Distributed by 
Stromberg-Carlson* 


ROCHESTER 3, NEW YORK 


A Division of General Dynamics Corporation 


Sales Offices: Atlanta 3, Chicago 6, 
Kansas City 8, Rochester 3, 
San Francisco 3. 








intercepted by a recorded announce- 
ment in the end office. Alternatively 
all classes may be intercepted by re- 
corded announcement in the end of- 
fice. Normally only one recorded 
announcement machine will be used. 
Cost comparisons should be made be- 
tween the different methods to decide 
which is the most economical in each 
case. The local Bell System Com- 
pany should be consulted as to the 
wording to be used in recorded an- 
nouncements. 

Intercept facilities should not re- 
turn ‘off hook’ signal. to prevent false 
charges on subscriber dialed toll calls. 
There should be no distinction be- 
tween local and toll intercept. Where 
intercept is by operator a flashing 
key giving an originating operator 
recall facility should not be provided. 
When intercepted calls from an un- 
attended office are passed to an op- 


| erator at the master office over a 


trunk normally used for CLR traffic. 
a tone should be applied to the line 
for 295-585 milliseconds immediately 
after the operator answers, to indi- 
cate to her that it is an interecepted 
call. 

On an interim basis intercept facili- 
ties which are less than the full inter- 
cept facilities described above, but 
which are adequate for the exchange 
under consideration. will be accept- 
able. 

Certain types of carrier equipment 
with built in signaling will not close 
the transmission path unless an ‘off 
Such car- 
rier equipment should not be used 


hook’ signal is received. 





Production 

“A $2,500 auto made by hand 
would cost $17,500. .. . and con- 
sequently there would be very 
little automobile production. Be- 
cause of greater productivity per 
man, we have so much more for 
so much less, that millions can 
buy things which they could not 
otherwise afford. With the pass- 
ing of time, tools and machinery 
have gradually replaced muscu- 
lar effort. Today 90 per cent of 
our total energy is mechanical, 
10 per cent muscular. Without 
efficient equipment and machin- 
ery our workers could produce 
little more than their grand- 
fathers. Machines don’t make a 
few things for a few rich fami- 
lies. Mass production means 
mass distribution, mass con- 
sumption. More machines mean 


more goods for more people!”’-— 


Hatfield, Pa., Times. 


to furnish trunk facilities over which 
intercepted calls will be handled. 


Verification Facilities 
ERIFICATION facilities should 
be provided where required by 

regulatory commissions and where 

considered practicable by the operat- 


Generally it will be 


ing company. 
found desirable and practicable to 
provide verification facilities in at- 
tended offices, by means of a separate 
verification and test train accessible 
only from the manual switchboard 
and the test desk. In unattended of- 
fices it is necessary to prevent access 
to the verification train by distant op- 
erators and subscribers. Four op- 
tional courses should be considered 
in these cases: 

(1) Provide no verification and 
no test facilities. 

(2) Provide verification but no 
test facilities by a separate trunk, ac- 
cessible only from the master office, 
to a verification train in the unat- 
tended office. Any type of channel 
which will transmit dial pulses will 
serve for this purpose. 

(3) Provide verification but no 
test facilities by using throughout the 
unattended office special type con- 
nectors which will switch to a busy 
line on receipt of a discriminating sig- 
nal, which can be applied only by 
the master office operator. This pro- 
vision precludes the use of a ringing 
signal, which could be applied by a 
distant operator, or a dial pulse, 
which could be sent by a distant op- 
erator or subscriber, as the discrimi- 
nating signal. 

(4) Provide verification and test 
facilities by a separate, unencumber- 
ed, physical trunk. 

An individual decision will be re- 
quired in each case, to be reached by 
evaluating the service and mainte- 
nance advantages of verification and 
test facilities against the cost of pro- 
viding them by methods (2), (3), 
or (4). 

If conversation time limiting fea- 
tures are provided for local calls, they 
should be disabled for both outward 
and inward toll calls. There should 
be no automatic limiting of the 
duration of toll calls—To Be Con- 
tinued. 


The permission of the American 
Telephone & Telegraph Company to 
use material from the “Notes on Na- 
tionwide Dialing” is gratefully ac- 
knowledged. 
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Improving 
Human Relations 


By 


N THIS 20th century, all work of 

a responsible nature, is being car- 
ried on at an increased tempo and 
although this may or may not be 
necessary, there seems to be no meth- 
od of decreasing this tempo without 
seriously impeding the economy and 
progress of our nation. Therefore, 
the obvious answer is to accept the 
situation, and make every effort to 
adjust ourselves satisfactorily to 
working conditions as they exist. 

The tensions built up by the in- 
crease in speed of living often cul- 
minate in unfavorable consequences 
for the individual, and their effects 
may be manifested in a variety of 
ways. For example, you will recall 
the husband who scolded his wife, 
who in turn punished her child, who 
then kicked his dog, which bit the 
cat, and so on down the line in the 
form of a chain-reaction. 

This may appear amusing on the 
surface, but such tensions may pro- 
duce considerable strain on the in- 
dividual’s nervous system which may 
be directly or indirectly responsible 
for decreased efficiency, irritability, 
nervous skin diseases, disturbed rest, 
irregularities in heart action, increas- 
ed blood pressure, poor digestion 
with the attending danger of ulcers, 
and many other undesirable physio- 
logical reactions. 

But how are we going to avoid 
these unpleasant reactions, or at least 


diminish their effects? We cannot 


assume that the time will ever come 
| when there will be no difficulties or 
| trying circumstances; nor can we ex- 
| pect to resolve our difficulties by dis- 


regarding them. 

Perhaps the best approach would 
be through the improvement in our 
relationships with other people, that 
is, our human relations. The manner 
in which we make contacts with 
| others is as important as the topic or 
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purpose of exchange. Poor human 
relations are exemplified by the per- 
son who habitually orders others to 
do his bidding, acts as though he is 
bearing the weight of the world on 
his shoulders, fails to consider the 
personal needs of those under his su- 
pervision, and neglects to acknowl- 
edge work well done or a co-opera- 
tive public. Problems of this nature 
are not new; in fact both manage- 
ment and iabor have long been aware 
of them. 


Poor Human Relations 

OOR HUMAN relations are re- 

sponsible for increases in the 
number of patients with mental ill- 
nesses. seart conditions and ulcers. 
Recent studies indicate that about 
30 per cent of absenteeism is due to 
emotional disorders or poor human 
relations, and it must be emphasized 
that neither the dispensing of medi- 
cine, nor psychological assistance will 
completely solve the problem of poor 
human relations. 

Good human relations can only be 
achieved when every human being 
understands the importance of, and is 
sincerely motivated to improve, his 
own relationships with his fellow 
man. This necessitates a team ap- 
proach employing the combined skills 
of labor, management, and the medi- 
cal profession. 

A proper understanding of human 
behaviour and its motivation is neces- 
sary before improvement can be ef- 
fected, for behaviour on the job can- 
not be divorced from the rest of our 
daily lives — it is reflected in our 
personal, family and community so- 
cial relationships. 

The adequate fulfillment of certain 
basic needs is prerequisite to proper 
adjustment and good human rela- 
tions. Such basic needs include: — 

(1) Job satisfaction — resulting 





Quality Products 
Shown in the 
Suttle Catalogs — 


Cook outdoor protection is just one 
of the many first-line class of products 
listed in detail in Suttle catalogs. And 
always with prices up to date. Always 


keep the Suttle catalog handy! 


S-20V CABLE TERMINALS 


Like other Cook protection using 
interchangeable H-20 protector 
units, you never tie up money in 
useless fuses and discharge blocks 
when you use these terminals on 
your plastic cable. Nor does any 
other system provide easier re- 
placement of burned-out protec- 
tion. 


S-LINE U-TYPE PROTECTOR 


The handy miniature application 
of the S-20 principle that is so 
useful and so efficient at the end 
points of cable distribution, or 
congested drop wire areas. 


Serving 
Independent Telephone Mea 
Since 1910 


ILLINOIS 
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| from adequate placement based on 


aptitude and interest. 

(2) Security — inspired by con- 
fidence in the continuity of work, 
opportunity for advancement, and 


adequate provision for later years 


| of life. 


(3) Pay — commensurate with the 


| performance of work. Pay is often 
| thought to play a more important 
| role than it actually does. In general. 
| it may be said that pay often assumes 


greater emphasis as the degree of job 


| satisfaction declines. 


What Happens? 
HAT HAPPENS if these basic 
needs are not adequately satis- 
fied, or when an individual is placed 


| in a job for which he is not suited ? 


Most people are resilient and adap- 


| table, and will make the best of the 


job. However, there are those who 


| will react by becoming bored and in- 


different, preoccupied with other af- 
fairs, and will show signs of anxiety 
and tenseness. These are the persons 
who act disgruntled and are constant- 


| ly complaining about their lot. This 
| is evidence of deterioration of hu- 
| man_ relations; 
| away from work, and this is fertile 


attention wanders 


ground for accidents. 
Proper job placement is very im- 


| portant for satisfactory adjustment, 


but we should never expect to find 


| a job in which we will be contin- 
| uously happy, because such jobs do 


not exist, nor would they be possible 


| because of certain unavoidable set- 


backs in the form of personal disap- 


| pointments, family illnesses and many 
' other factors which will influence our 
| attitudes towards work and tend to 


divert our attention. 

But since we are not “masters of 
our fate” in these matters we should 
view them in their true perspective, 
and try to make the best of them. 


| Living today is sufficiently compli- 


cated without making it more so by 


| allowing unnecessary tension to come 


into our lives. 
Composure and stability make for 


| happy homes and the people who are 


getting the most out of life today are 
the kindly people who always have 
time to say good morning, to smile 
and to lend a helping hand. Most of 
us are too intolerant of others and 
their opinions and we want to have 
our own way without considering 


| how it will affect our fellow men. 
| This attitude may lead to tension. 


heart conditions, and ulcers. 
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Schauer 


ELECTROX 


BATTERY ELIMINATORS 
BATTERY CHARGERS 


In sizes and capacities 
to meet every telephone 
power requirement. 


See your Schaver Jobber. 
Write for Bulletin 4516. 


RECTIFIER DIVISION 


MANUFACTURING CORP 
| 4516 Alpine Ave. Cincinnati 36, Ohio 


& MANAGEMENT 97 





dee 


YOUR OCTOBER, 1955 TELEPHONE ENGINEER & MANAGEMENT 











TELEPHONE TECHNOLOGY AND NATIONAL DEFENSE 


Eyes on top of the world 


Here in the Arctic wasteland — some three hundred miles 
north of the Arctic Circle — is a specially equipped radar 


station. 


[t's part of the Distant Early Warning (DFW) Line — 
an electronic “fence” now being built inside the Arctic 
Circle to give North America advance warning of invade 
aircraft. 

The monumental task of designing and producing the new 
electronic equipment needed, training personnel, supply- 
ing everything from food to fuel and getting it all there ovei 
thousands of miles of frozen wasteland is a joint endeavor 


of U.S. military services and of industry. 


Phe DEW Line project is headed up by Western Flectric 
as prime contractor operating a team of communications 
specialists selected from our own ranks; from 17 Bell Tele 
phone Companies, Bell Telephone Laboratories, A.T.&T.'s 
Long Lines Department and our Canadian afhliate, North 
ern Electric Company. Hundreds of subcontractors, too, 
are assisting. 

DEW Line is a splendid example of team action on a grand 
scale. It is, moreover, a good example of the way in which 


telephone technology is being applied to the national defense. 
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With Tel-E-Lect equipped trucks 
you'll discover the great time and 
money saving advantages of 2-man 
construction trucks. Leading pub- 
lic utility companies throughout 
the country are now using 2-man 
trucks to do a large share of the 
work once performed by 5-man 
crews—and they’re realizing in- 
creased profits in the process. 
Your 2-man crew won’t work 
any harder, but they’ll produce 
more and do it faster than many 


THE. TEL-E-LECT 
COMBINATION BODY 


Thiscomplete package consists of a rug- 
ged steel body, stowaway derrick, winch 
and drive, pole hole digger and drive and 
rapid forward-reverse transmission. 
Three simple installation steps by your 
local mechanic puts the Combination 
Body on your truck chassis regardless of 
make or model. You simply install power 
take-off . . . mount body and connect 
power drive . . . and install cab controls. 
It’s now ready to go to work! 


a Me 


Hole Digger gives this utility truck 2-man versatility. 


TEL-E-LECT SELF-STORING 
DERRICK CONVERSION KITS 


An entirely new concept of derrick stor- 
age eliminates the hazards once involved 
in derrick erection and take-down. Your 
front mounted “A’”’ or ““T”’ frame der- 
rick stores on top of the truck—doesn’t 
use valuable body space for storage. 
Your truck’s winch supplies power to 
raise or lower derrick. With a double 
drum winch you'll get “‘live-boom”’ flexi- 
bility and witha single drum winch you'll 
get easily adjustable derrick elevation! 
This low cost unit fits any truck with or 
without body and is quickly installed. 


Tel-E-Lect provides other kits for indi- 
vidual requirements. Write us about 
any of your utility truck problems. 


ue 





Front mounted Tel-E-Lect "T" frame derrick and Tel-E-Lect Pole ctallation by your local mechanic. 





TEL-E-LECT propucra inc. 


10,013 Minnetonka Blvd., Minneapolis 16, Minnesota 
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Why Pay 3 MEN to Watch Your Line Crew Work? 





TEL-E-LECT uniity tics 


If you're using 5-man crews and old fashioned utility equipment 
(even on '55 chassis) you've got three extra men on most jobs! 


5-man crews. You see, Tel-E-Lect 
builds the services of three men 
into its utility truck equipment. 
Tel-E-Lect equipment provides 
new power features that require 
only two men to perform the tasks 
once done by five! 

The 2-man construction equip- 
ment described here lets you put 
smaller crews on everyday jobs 
while freeing big crews and big 
equipment for the really tough 
highline jobs. 





Ren, A Tel-E-Lect all steel Combination Body is completely equipped 
with Stowaway derrick, digger and power units- 
construction truck, 


a model 2-man 


WINCH, DIGGER AND DRIVE KITS 
FOR ALL POPULAR-MAKE TRUCKS 


A series of easily installed Tel-E-Lect 
kits make it possible to install derricks, 
diggers and power drives at the front of 
your present utility truck. The flexibility 
and economy of 2-man operation can be 
extended to any size or model of Inter- 
national 4x4, Ford, Chevrolet, GMC, 
Dodge or other truck. 

“These Tel-E-Lect kits are designed 
specifically for the particular truck on 
which they will be installed. Each kit 
contains every part needed for easy in- 





This 2-man construction truck 
features a front mounted Tel- 
E-Lect T-45 derrick and Tel- 
E-Lect Self Storing Derrick 
Conversion. The derrick is 
shown in its stored position in 
the smaller photo. 
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(Concluded From Page 97) 

Tensions and strain can be avoid- 
ed or at least greatly reduced through 
the application of a few simple but 
effective procedures: — 

(1) Get enough sleep! The human 
body needs sufficient uninterrupted 
rest to allow it to recover from its 
daily exertion, or else it will become 
progressively less capable of work 
and the result will be chronic fatigue. 
Our ancestors, who were denied the 
pleasures of movies, radio, television. 
and other forms of entertainment, 
were able to get enough sleep, and 
were less troubled by stress and 
strain. 

(2) Take a good look at the other 
fellow’s point of view! Perhaps we 
may learn something from him! If 
we haven't time to listen to others 
and respect their points of view, then 
we should not expect them to treat 
us .any differently. 

(3) Be courteous! Courtesy is con- 
tagious and should be practiced, on 
the job, in sports and social activi- 
ties, and particularly in your home. 
A restful and congenial atmosphere 
in the home is conducive to relaxa- 
tion which allows us to rest our bod- 
ies and minds in preparation for to- 
morrow’s toils, but there is no relax- 
ation in the home which lacks court- 
esy and consideration. 

(4) Practice mederation w eating 
and drinking! Everybody does both 
and most of us do more of each than 
we should. Plain, wholesome food is 
best, but it should not be “gobbled.” 
The popular tendency to take food. 
cram it into our mouths, and eet il 
into the stomach as fast as it can be 
swallowed is harmful and contrary 
to nature. 

(5) Make a conscientious effort to 
do your job well and thereby satisfy 
hoth yourself and your employer. 

The foregoing points are simple 
but sound and the expression “an 
ounce of prevention is worth a pound 
of cure” is as important as it has ever 
Phil Glanzer. 


been. 
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“Truth is stranger than fic- 
tion—and a whole lot scarcer!” 
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# lectors which do the work of operators in large ex- # 
i: changes. These and scores of other facts make this # 
#! a truly wonderful story for anyone who is curious #% directory printed by 
## about how his telephone works. 383 
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YOUR TELEPHONE and 
HOW IT WORKS | TELL ern 


By HERMAN SCHNEIDER, 
Supervisor of Science, Elementary Schools of 
New York City 
H and NINA SCHNEIDER, 
HE Co-author of other elementary science books 
i JEANNE BENDICK, 
Pictures by 
author and book illustrator 





May 1955 


96 pages, 514 x 8, illustrated, $2.00 HE HARRISONVILLE ~ PLEASANT MILE. 
i elephones play an important role in the lives of 3 2 missounr | 
all of us. The story of this everyday instrument # 


: is a fascinating one as told in this book. Everyone HE 
: will find worthwhile this clear, well-demonstrated #3 
: presentation of the function of telephones. The 
: Schneiders begin with a simple, nondial phone and 3 
? manual switchboard and move step by step to a full #2 
: explanation of the highly complex boards which #3 Titiow pacts 
handle large city, modern telephoning. 33 


3? The material includes fundamental information on #3 
sound vibrations, how they travel, how they are pick- 3 


# ed up, how they are transmitted by electrical current. # 
It describes in detail the marvelous dial and the se- #: 
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Everybody wants 


Koiled Kords 


they serve subscribers 
so much better 


erated 





? “K, New Haven 14, 





| Kords is a trademark of Koilec boise, tae 








MARKWELL TELEPHONE TACKER 


SAVE OVER 50% 


LABOR & MATERIAL 
MARKWELL FREE SERVICE 


Faetory Service and Over-haul at No Charge 
and Returned Prepaid When Staples Purchased 
From Markwil! 





“HOLDS WIRE SAFE AND SECURE” 













For “3K Wire ..... Use L3B 5/16’ Staples 
Up te 11 Strand Cable Use L3M 7/16” Staples 
Up to 16 Strand Cable Use L3D 9/16’ Staples 
OTHER USES — Stapling Drop Wire, 
Metal Numerals, Signs, Screens, Build- 
ing Repairs and Maintenance, Etc. 


8 15 30 
SIZE per pkg. per pkg. 


ae pk, pe per pkg. 
LSB 5/16” Leg $2.75 $2.50 $2.25 
osm ye" Leg 2.90 2.75 2.50 
LSD 9/16’ Leg 3.10 2.95 2.70 


STAPLES PER PKG. — 5000... Sizes 
Can Be Assorted For Quantity Price... 
Discounts In Larger Quantities. 


— 
MARKWELL MFG. CO., INC. 


Established 1919 


Industrial Products Div.—Dept. 77 
200 Hudson St. New York 13,N.Y. 
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| By T. V. MOUNTEER 


‘How To Get 
‘Free Publicity 


EWSPAPERS throw away some 
100,000 paid-for words of copy 
a day because they do not possess 
enough “reader-interest” to be worth 
printing. And yet, business firms will 


| blithely compete with the highly sea- 





soned stuff which does see the light 
of print by swamping editors with 
advertising only thinly disguised as 
“news.” 

At a recent convention, a public 
relations consultant put the matter 
in a nutshell when he bluntly stated: 

“Business spends far too much 
time and money trying to get free 


| advertising space. If your publicity 


is advertising, then buy the space and 


| advertise. Your materia! will go down 


” 


the drain otherwise . 

During a six-weeks survey made by 
22 weekly newspapers, he said, no 
less than 102 “press releases” were 


| received. 


With the exception of a few gov- 
ernment “handouts,” not one of these 
was found worth printing by any of 
the newspapers. 


| The Readers Are Always Right 


groups 


NEWSPAPER is a business, and, 
to show a profit, it must give its 
customers what they want. 

Its customers are divided into two 
the general public which 
buys the paper for news and enter- 
tainment — and the business public 
which buys the opportunity through 


| advertising to speak to the general 





public about what it has to sell. The 
newspaper's revenue from the gen- 
eral public is peanuts compared to its 
revenue from the business public 
and yet the revenue from the busi- 
ness public is entirely dependent on 
the people who supply the peanuts 
the general public! 

The purpose of the news and en- 
tertainment (called the “editorial” 
section) in a newspaper is to induce 
people to buy it and so give the ad- 
vertisers a chance to get their sales 











messages read. If the “editorial” sec- 
tion is not of interest to the readers, 
the circulation of the paper will drop 
— and so will the number of people 
the advertisers can reach. 

Supplying news of genuine interest, 
therefore is not only the key to prof- 
itable newspaper operation, it is also 
the only way of getting free publicity 
for your company in its columns. 

What kind of company news would 
stand a fair chance of being inter- 
esting enough to publish? Broadly 
speaking, there are eight kinds of 
company stories which can click with 
editors, and, if space permits, may 
find their way into print. 

For a start, there is the na- 
tional convention story. It makes 
no difference if it is coming off 
locally or in another part of the 
country. If a key company official 
is attending, let the newspapers know. 
And if he is going to make a speech, 
give them an advance copy of it. 
They may quote it in whole or in 
part -— depending of course, on its 
“reader interest” value. 


Second, there is the building, 
moving, or remodelling story. When 
you erect a new plant, build an an- 
nex, give your old building a “new 
look,” or move into new office quar- 
ters, you have a news item. Give the 
papers as much information as they 
need, and work in a few good photo- 
graphs, too. If they use them, more 
publicity value for YOU! 

A third story might lurk in an 
unusual innovation in your plant. 
What about that brand new and so 
up-to-date recreation room you ve got 
for your employes? Or that snack 
bar? Or that company library? 

They are commonplace to you, per- 
haps. Familiarity has dulled their 
originality novelty. But not too many 
companies provide special amenities 
for their staffs. And the general pub- 
lic will think all the more of you if 
they learn what you are doing to 
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COTTON 
Serviceable for all 
around uses. Standard 

everywhere. 









NYLON 
Smooth texture, easy 
to handle. Preferred 
for switchboard use. 





NEOPRENE 


Very popular because 
easy to keep clean. i ‘ 
Moisture and grease proof. f 


CORDS 


the WORLD’S FINEST 


-»-for every purpose! 


»»-for every instrument! 

1 Take your choice—Neoprene, 
ry) rn (.*\ Nylon or Cotton. They’re all high 
Jy yb” quality cords made in accordance 
with Runzel high standard of 
quality. We carry large stocks of 
cords to meet every need. 


" 





Our geographical location 
means Quick Service. 


RUNZEL CORD & WIRE CO. 


4723 W. MONTROSE AVE. * CHICAGO 41, ILLINOIS 
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make working conditions pleasant for 


your employes. 
A fourth story “lead” might 


| come from a trade paper write-up. 


Has your company received mention 
in a national trade paper recently ? 
Then send a copy of the article to 
your local newspapers. They take a 
great deal of pride in local industry 

- especially when it receives men- 
tion in National publications. 


A fifth story could be worked 
up from an election to office in a 
trade association. Give the news- 
paper your photograph with the story 

- for permanent retention in their 
files! You never know when they 
might want to use it again. The 
handier it is for them the better they 
will like it ——- and you! 


Your own hobbies and those of 
your employes might contain the 
germ of a sixth kind of story. Hob- 
bies have lots of human interest 
and hence lots of news value. A plant 
visit is a “natural” for number seven 
on our list of possible news items. 


| When did you last take a troop of 


schoolboys through your plant 
your office organizatin, if it is large 
and complex enough to be interest- 
ing? 

Plant visits are grand public rela- 
tions. When you stage them, don't 
forget the photographs. They'll help 
make up for any thinness or too 
many technicalities in your story. 


Finally, there are anniversar- 
ies. As year chases year, you are 
striking deeper and deeper roots into 
the community. Let the community 
know about it when your 10th, 25th. 
50th birthday comes around — and 
do it in the form of a good. illustrated 
write-up. 

(You could also buy advertising 
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PRECISION 


AT EASTMAN KODAK COMPANY 





ADJUSTING—Highly skilled optical technicians 
use these UTICA® pliers to adjust extension lever 
in Kodak Bantam RF camera... to a tolerance of 
only .005 inches. 





CUTTING—UTICA® 41-5 cutters in use on Koda- 
scope Pageant Sound Projector. Accurate cutting 
of speed governor clutch spring in the Cine-Kodak 
Royal Magazine Camera assures protection of the 
sensitive governor adjustment. Replacements on 
41-5's at Kodak are a rare occurrence, 





“DRESSING” — Wires in sensitive sound amplifier 
unit are “dressed” by UTICA® 22-5 short chain 
nose pliers. Intricate work at Kodak creates many 
tasks for the 22-5 


Order now! There are 84 UTICA stand- 
ard models, and hundreds of “Specials.” 
Your industrial distributor has UTICA 
TOOLS® or can get them for you, 





THE HALLMARK OF QUALITY 


UTICA DROP FORGE & TOOL CORP. 
UTICA 4, N. Y. 


In Canada: Adlam Tool & Supply Co., Ltd., Montreal 
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Published every month to help you get the 
most out of your materials and supplies dollar 
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Keep batteries young 


Lightweight champ 





Die-hard battery 
















by C. J. Reynolds, Stromberg-Carlson Company 


The few dollars you spend on reliable equipment 


today will be repaid a hundredfold in lower main- 


tenance costs for years to come. Protect your investment with the 


double guarantee offered by Stromberg-Carlson. First, leading 


manufacturers build this equipment, and guarantee it. Second, 


because we recommend and sell this equipment to the telephone 


industry, we also guarantee its performance! 


Use this insulator for 
rugged line construction 
Hemingray Number 45 insulators 
with their square groove provide 
the ideal slot for your wire. Their 
reinforced construction under the 
groove reduces the possibility of 
breakage of the flange under the 
most severe ice loading conditions. 





Double petticoat, square groove No. 45 insulator. 

The extra long leakage path and 
double petticoat will reduce line 
losses and insure the strongest sig- 
nal possible. These insulators are 
highly recommended for use on dial 
circuits where the strongest possible 
signal is necessary. 

Another important advantage is 
the weather resistance of Hemin- 
gray insulators. Sudden or seasonal 
changes won't hurt them. The clear, 
Hawless glass won't age or deteri- 
orate. 


The Silver Anniversary Terminal 

Time Tested, Time Proved. Yes, 
the past 25 years of experience has 
proved the Cook XB Cable Termi- 
nal is the best of its kind. 



















Unprotected XB Cable Terminals, available in 6-, 
11-, 16-,and 26-pair sizes, with or without stub. 


The features are: A_ patented 
Bakelite faceplate and fanning strips 
moulded in one piece; non-corrod- 
ing everdur studs that cannot twist 
or turn; sturdy, reversible zinc hood 
for taking stub out top or bottom: 
patented weather guards at the 
drep wire opening, all combine to 
make this unit the outstanding un- 
protected terminal on the market. 

Hundreds of thousands of XB 
Terminals in use today attest to 
their dependability. 














How to stretch out the 
useful life of your batteries 

Keep your batteries charged a 
just the right level, and they'll giv, 
you added years of service. 

You can maintain the right charg 
automatically, with the new Ray 
theon “high-rate” RectiChargeRs’ 

This constant 
potential battery 
charger, like all 
Raytheon Recti- 
ChargeRs, oper- 
ate 100% automa- 
tically. It has spe- 
cial dry disc recti- 
fiers plus an ex- 
clusive Raytheon 
Magnetic Amplifi- 
er Control Circuit 
which maintains precise DC voltage 
output at any load in the presence 
of wide changes in AC input voltage 

. increases battery life by elimi- 
nating over- and under-charging. 

It handles inexpensively all nor- 
mal power requirements and allows 
the battery to “stand by’ fully 
charged to meet all emergency de- 
mands. You get noiseless current at 
constant voltage by simple connec- 
tions to a power outlet and your 
battery. It is ideally suited for use 
with systems requiring power for 
22/24 cells of battery. 

*Reg. U.S. Pat. Off. 
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Here’s easy-handling cable— 
Aerial, burial or tucked in a duct 


You can cut installation and 
handling costs, save yourself a lot 
of time, with Ankoseal lightweight 
plastic cable. 
















Polyethylene insulation and special jacket com- 
pound of this cable give plenty of protection 


It has polyethylene insulation that 
gives you excellent moisture resist- 
ance and thereby eliminates the 
hazard of wet cable. Another ad- 
vantage of polyethylene is its high 
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dielectric strength, which means 
less lightning trouble. 

And to give you an unbeatable 
protection from weather, the An- 
koseal 454 jacket compound is used. 
This special formula not only shrugs 
off climatic 
resists corrosion, electrolysis and vi- 
bration cracking. 


conditions, but also 


Protect yourself 
from battery failures 


You can use Exide Manchex Bat- 
teries for central office and private 
branch exchange equipment, and 
be sure you'll get a supply of power 
when you need it. These batteries 
have been proven daily in ex- 
changes of every size, and for 67 
years Exide Batteries have been 
serving the telephone industry. 

The manchester positive plate 
with its exclusive button-type con- 


struction provides exceptionally 


Old age, even high discharge rates, 
have little effect on this battery. 


long life. Latest developments on 
molded glass jars permit compact 
space-saving installation. 

Heavy terminal posts with cop- 
per inserts provide extra conduc- 
tivity for sustained voltage at high 
discharge rates. Microporous rub- 
ber along with slotted plastic sepa- 
rators, are impervious to chemical 
and electrical reactions. Plastic 
spacers assure plate alignment. 


Distributed by 
Stromberg-Carlson* 


ROCHESTER 3, NEW YORK 


A Division of General Dynamics Corporation 
Sales Offices: Atlanta 3, Chieago 6, 
Kansas City 8, Rochester 3, 


San Francisco 3. 
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space to push the same theme — but 
- an “editorial” 
- has a more “ 


write-up is better 
genuine’ look to it. 
Use it as well as the paid advertising 
space. } 


Editors Are Human 

EFORE CLOSING, a few tips are 

in order on the best way of “sell- 

ing” your company publicity material 
to the newspaper editor, whose deci- 
sion is always “final and binding.” 

Newspaper men feel in their bones 
that the editorial copy they pound out 
daily on their battered old typewrit- 
ers is regarded by the business office 
as mere reader-bait. A 
direct attention to the real gravy 
the advertisements. 


7 a 
come-on to 


alongside - 

Accordingly, they are skeptical of 
all “press releases” from the business 
firms which do not look like genuine 
news items at first glance. If the 
“Press release” has even the faintest 


whiff of “advertising” about it if 


adjectives and superlatives flavor the 
copy dish too much 


TELEPHONE 


it has an ex- 


Sr LOUIS BURGLARS WHO STOLE A 
SAFE AND FOUND THEY COULDNT OPEN 
IT, TELEPHONED THE OWNER 7D ASK 
THE CORRECT COMB/NATION~ HE 
DECLINED TO GIVE IT 70 THEM 


Div You KNOW THAT AN OLD FASHIONED 
WALL TELEPHONE /S i IN USE AT THE 
CITY HALL IN BOSTON® INSTALLEO N 1892, 
ITHAS SURVIVED 21 MAYORALTY ADMIN/S- 
TRATIONS..CITY OFFICIALS HAVE STEAD- 


FASTLY REJECTED TELEPHONE COMPANY 


if 


OFFERS 70 REPLACE IT WITHA 
MODERN INSTRUMENT 


cellent chance of going straight into 
the waste basket 

Moral: Just give the facts and 
pitch them straight. 

Finally, to revert to the “what is 
genuine news” theme. The eight cate- 
gories we have described just give a 
bare outline of the most common 
kind of publicity stories. They don’t 
cover all the possible items you could 
dig up to provide your company with 
valuable free publicity. 

It will pay you to study your own 
local newspapers to get an idea of 
the kind of business stories THEY 
like. Every paper has its own indivi- 
dual tastes and continuous study is 
the only way of finding out what 
they are. If you do smoke them out 
and flavor your company “press re- 
leases” to suit, you'll go a long way 
towards meeting the acid test of all 
genuine 


where it belongs! 


good publicity copy 
“reader interest.” 
If they like it, theyll read it. It’s 
YOUR job to give em what they like. 
The better you do that job the 
more publicity your 


receive.__T. V. Mounteer. 
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Is ToKYo BUSINESS MEN WHO scaLe \ 
SACRED MOUNT FUJI ARE HAVING A 
PHONE INSTALLED AT THE PEAK $0 THEY 
CAN CALL THE OFFICE WHEN THEY GET 
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@) COPENHAGEN BLOWS 

DI OUT HER PHONE 
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SHE LAUGHS 
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Unbeatable 


Performance 


At LOW COST with the 
Sterling ‘‘PROSPECTOR” 
Earth Boring Machine 


The Prospector Earth Boring machine 
is designed and built to give maxi- 
mum service. It’s rugged construction 
and simple design means longer life 
and low maintenance. The Prospector 
earth boring machine gives maximum 
performance — digs holes in any soil. 
The two speed push button clutch 
lever permits changing speeds where 
digging becomes tough. The Prospec- 
tor Earth Boring machine digs in 
shale, and hard pan soils with ease. 
Speeds and position can be changed 
with no effort because the digger is 
hydraulically operated. All controls 
are easy to reach — one man opera- 
tion . . . Buy a Prospector Earth Bor- 
ing Machine and save money on your 
digging and pole setting jobs. 


The new Prospector is 
priced for you . . only $3,650. 


You saw the Sterling “Prospector” 
displayed at the U S I T A Conven- 
tion in Chicago — Now call or write 

. . Arrange for a demonstration on 
your own digging and pole setting 
job prove its performance to 
yourself. 


line of Diggers: 
1. Sterling Model “A” 


2. Sterling Enterpriser 
6 Cylinder 


. Sterling Enterpriser 
4 Cylinder 


. Prospector — built 
special for Tele- 
phone — R. E. A. 
and Guard Rail 


Contractors. 


Write for catalogue, 
prices and specifica- 


| 
We offer a complete 





WYOMING VALLEY 
EQUIPMENT DIV. 


714 WYOMING AVENUE 
KINGSTON, PA. Phone BUtler 7-3158 
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Kellogg Swhd. Elects 
Two New Officers 


THE ELECTION of 
Scharffenberger as vice president in 
charge of of Kellogg 
Switchboard & Supply Co., division 
of International Telephone & Tele- 
eraph Corp., was announced last 
month by James H. Kellogg, presi- 
dent. At the same time, it was an- 


George T. 


operations 


SCHARFFENBERGER BASS 


nounced that Sterling H. Bass, comp- 
troller, was also elected treasurer. 
Prior to his election, Mr. Scharf- 
fenberger, who will also serve on the 
Kellogg management board, was vice 
president of Federal Telephone & 
Radio Co., also a division of IT&T. 
He joined Federal in 1943 as general 
auditor and a year later was named 
assistant comptroller. Following ser- 
vice with the U. S. Army, Mr. Scharf- 
fenberger returned to Federal to be- 


come comptroller in 1947. He was 
elected vice president in 1953. 

Before joining the system, Mr. 
Scharffenberger was with the ac- 
counting firm of Arthur Andersen & 
Co., New York. He is a native of 
New York, a graduate of Columbia 
University and a Certified Public ac- 
countant of the State of New York. 

Mr. Bass, who joined Kellogg as 
comptroller and assistant treasurer in 
1952, had previously been a partner 
in the accounting firm of George 
Rossetter & Co., Chicago. 


Preformed Names Lekson 
To Telephone Field 

P. M. ScH.oss, general sales man- 
ager of Preformed Line Products Co., 
Cleveland, Ohio, has announced the 
advancement of Max A. Lekson to 
supervise field sales activities in the 
telephone and railroad fields. 

Mr. Lekson joined Preformed early 
in 1954, and has been serving in the 
sales department as office manage! 
and in a sales service capacity. His 
previous experience includes five 
years service with the wire and cable 
division of U. S. Rubber. He also 
served as a pilot in the U. S. Army 
Air Corps prior to his graduation 
from John Carroll Un‘versity. 


LENKURT STARTS NEW BUILDING in British Columbia: — REEVE CHARLES McSORLEY of Burn- 
aby, British Columbia, turns the first shovel of earth to signal the start of construction on 
the new $200,000 factory and office bulding for Lenkurt Electric Co. of Canada, Ltd. The 
new building is being constructed on a 9-acre site along the Lougheed Highway in Burnaby, 
just east of Vancouver. The company, an affiliate of Lenkurt Electric Co. in San Carlos, 
California, manufactures multi-channel telephone and telegraph carrier and microwave sys- 
tems. When the new building is completed late this year, Lenkurt of Canada will move all 
operations there from its present facility in Vancouver. Production capacity will be more 
than doubled by the move to the new building. Shown at the ground-breaking in Burnaby 
are (left to right): A. M. ELLIOTT, manager of Lenkurt’s Production Control Division in Cali- 
fornia; REEVE McSORLEY; MARK SWAILES, factory superintendent of the Canadian plant, and 
C. W. HUNTER, sales engineering manager for Lenkurt of Canada. 
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COOK’S NEW MAIN FRAME PLANT: — The Cook Electric Co. has recently moved its telephone | 
main frame steel fabrication and woodworking operations to a new location at 3415 Belmont | 


s58e? 
aug’ 
ane 


Ave., Chicago. The plant which houses these operations only, is required because of the 


increased demand for Cook main frames of both the bolted and welded types. The engineer- | 


ing, drafting, and all production operations are now conducted at the new location. 


Dial Cutover Completed 
At Takasaki, Japan 

THE BEGINNING of the end to such 
troubles as unlucky numbers and 
telephone “brokers” which have 
plagued the Japanese telephone sys- 
tem for fifty years was indicated by 
the cut-over to its first modern dial 
installation on September 11th at 
Takasaki by the Kellogg Switchboard 
& Supply Co. division of the Inter- 
national Telephone & Telegraph Corp. 
A 5,300 line installation valued at 
nearly two million dollars from Kel- 
logg’s Chicago factory marked the 


initial step in a complete revamping 
of the government-owned telephone 
system under the direction of the 
Ministry of Telecommunication. 
While dial telephony is not new to 
Japan, no real improvements have 
been made to its communications set- 
up for the past 20 years. At present 
there are approximately 1,700,000 
telephones in Japan which compare 
with an estimated demand of five 
times that indicating the 
pent-up desire for expanded service. 
After much study it was decided to 
turn to American sources for the kind 
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New Takasaki, Japan, exchange building. 
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Rely on America’s best buy in 
poles ... P & H Northern 
White Cedar PENTA POLES 
. for life-time termite and 
decay protection. . . for lower 
maintenance cost . .. for 
cleaner, safer, easier hand- 
ling. PENTA POLES are the 
lineman’s choice. Top-to-butt 
treatment gives added years of 
dependable pole-line service. 


Before you buy... 
Get the complete story! 
WRITE FOR OUR FREE PAMPHLET 
"Full-Length Treated 
Northern White Cedar 
P & H PENTA POLES,” a 2 
TODAY! 


PAGE @& HILL, INC. 


MINNEAPOLIS 2, MINNESOTA 


Distributed by 
AUTOMATIC ELECTRIC SALES CORPORATION 
STROMBERG-CARLSON COMPANY 
LEICH SALES CORPORATION 
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Making available the very best equipment and ma- 
terials is one thing, but getting them to you on 
time, wherever you happen to be, and at a mini- 
mum shipping cost is another. That’s something 
we've always boasted about and rightfully so, too. 
For Kellogg with six branch warehouses and over 
100 supplier distribution points at its disposal, can 
ship your order from the location nearest you. This 
way we're able to get the order to you faster and 
at a savings in shipping costs. Why not give us a 
try on your next line supply order? 


KELLOGG SWITCHBOARD AND SUPPLY COMPANY 


A Division of International Telephone and Telegraph Corporation 


Sales Offices: 79 West Monroe Street, Chicago 3, Illinois 
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World Standard for Quality since 1870— 
Hemingray Insulators—a product of 
OWENS-ILLINOIS, are available in 
variety of styles and sizes for immed- 
iate delivery. No. 45 - shown - em- 
ployed for all toll and trunk circuits 
exceeding ten miles in length. 





Developed for Better Insulation simpii- 
fied installation and testing, the Cook 
Testerm Drop Wire Connector occu- 
pies less space and improves connect- 
ing methods of subscriber drops to 
open wires. Low in cost and upkeep. 
Made by COUK ELECTRIC CO. 








4-5 Subcycle for Harmonic Ringing Fre- 


Qvenci@S. Produces all frequencies in 
hsemonic series, 16-2 /3, 25, 33-1/3, 
5C and 66-2/3 cycles. Ringing fre- 
quencies locked to AC line frequency. 
Maintenance-free operation. LOR- 
A'N PRODUCTS CORPORATION 












Simple and Effective! The quick, easy. 
positive way to dry splices in lead cov- 
ered cable is to sprinkle Drierite Des- 
sicant granules in among the conduc 
tors. This W.A.HAMMOND DRIER- 
ITE CO. product will not harm the 
sheath, conductors or insulation. 


Cable Lashing Wire for use with mod- 
ern Cable Spinners, Crapo Galvan- 
ized (“C” Coated) Lashing Wire 
available in .091° and .061° diame- 
ters. Wire also available in .045" and 
.065" diameters. Made by INDIANA 
STEEL & WIRE CO 


We're Never Far Away... 


KELLOGG Branch Warehouses 
and Offices: 


6000 W. 5lst Street 
Chicago 38, Illinois 
REliance 5-5445 

4501 Truman Road 
Kansas City 1, Missouri 
Humboldt 7085 

410 N. Syndicate Avenue 
St. Paul 4, Minnesota 
Nestor 5878 

1515 Turtle Creek Bivd. 
Dallas 2, Texas 

Prospect 5191 

1663 Mission Street 

San Francisco 3, California 
Market 1-601! 

1555 West Fourth Street 
Mansfield, Ohio 
Monsfield 7-2816 


KELLOGG Branch Offices: 


406 S. Main Street 

los Angeles 13, Calif 
Voandyke 6759 

720 S. Washington Streat 
Portlond 5, Oregon 
Atwoter 8559 
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Superior Performance! Rely on the 
Ray-O-Vac 6 telephone cells for top 
performance. The RAY-O-VAC CO. 
has perfected a specially compounded 
mix for telephone service which per- 
mits these cells to give lower cost per 
hour of telephone service. 


NT30 Neale Terminal designed for easy 
installation by regular maintenance 
man. No splicing or wire cutting nec- 
essary. No joints to wipe or seams to 
float. Same terminal may be used 
over and over again. Vulcanized rub- 
ber seals cable sheath and terminal 
shell. CABLE SPINNING EQUIP- 
MENT COMPANY 





Time Proven — for 62 years, Exide 
Batteries have served the telephone 
industry. Manchester Positive plate 
and button type construction provide 


long life. Use Exide for all battery 
needs. Exide Indus. Div., ELECTRIC 
(i? 4 > A hee D - +. ary 
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Yrapo eT VAN P43 5) 
GUY & MESSENGER STRAND 


Positive strength and durability econo- 
mies, combined with the superior quali- 
ties of steel, make @rapo Galvanized 
Steel Strand a rugged performer. The 
heavy, ductile, tightly-adherent galvan- 
ized coating — applied by the famous 
@rapo Process — provides dependable 
protection for the steel, prolongs the 
expectant life of the strand. There is a 
size and grade of @rapo Galvanized 








Strand for every practical need. 
‘ Sean Tg tee 
_ SF a 3) ees 
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iii NEW IRWIN 2-WAY 
'i 1 “Hex’ Shank Wood Bit 





sectional 
view of 
2-Way 
**Hex"’ 


Shenk fits both bit braces 


and electric drills 
















Use with hand brace as it comes. 
Order without taper square shank, 
or use hacksaw to convert to 2- 
Way ‘Hew’ Shank for use in both 
hand braces and electric drills. It 
chucks perfectly—no wobble. Fast 
boring action speeds work. 2-way 


life cuts replacement costs. 
Hardened full length. Sizes 
4/16 to 17/16”. Call your 


hardware wholesaler for 
complete details. 


IRWIN 


Wilmington, Ohio 





HEX SHANK 
WOOD BITS 
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of equipment needed, resulting in 
Kellogg’s installation at Takasaki. 

In addition, two unattended dial 
telephone exchanges were installed, 
one at Kuragano and the other at 
Annaka. They are the first of their 
kind to be placed in service in that 
country. 

All of the new dial equipment is 


| of the latest Kellogg cross-bar type. 
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In addition there is a 58-position toll 
board with integrated _ ticket-tube 
equipment manufactured by IT&T’s 
German affiliate, Mix & Genest. 
Japanese telephone service has 
been plagued by earthquakes, depres- 
sions and war since telephones were 
introduced in the 1880s. Added to 
these is the fact that certain numbers 
are considered unlucky, while the 
lack of telephones resulted in the 
rise of the telephone “broker” who 
bought and sold rights to telephone 
lines. The overall result was that ser- 
vice soon became chaotic. To own the 
rights to several telephone lines for 
instance, meant that the owner would 
never be out of a job, for companies 
in Japan would readily hire anyone 
who could then assign a line or two 
for its use. Telephone service was so 
hard to come by that brokers receiv- 


ed from $300 to $1,000 for a line, 


| and during World War II the price 


| went to triple that amount. For those 





usage cuts inventory costs. Longer 


mill supply distributor or | 








lines which were returned to the tele- 
phone system itself, which was rare, 
a lottery was held annually and the 
winners were then in a position to 
apply for service when, as and if lines 
opened up, usually only because of 
death or added equipment. 

The matter of unlucky numbers 
meant that only 10 per cent of the 


“O, John makes enough 
money, alright. But we always 
have too much month left!” 
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available numbers could be used. The 
numbers “4” and “7” when spoken 
in Japanese sound the same as the 
words for “death” and “pawnshop” 
respectively, while “83” can be taken 
for the word “bankruptcy.” Especial- 
ly objectionable is “42” because its 
pronunciation (“hassan”) is like the 
verb “to die.” Difficult then was the 
automatic searching for open num- 
bers with private branch exchanges 
which Americans take for granted, 
where the listed number being busy, 
the search is then made for an open 
number. The Japanese wouldn’t take 
them consecutively however, and the 
hodgepodge meant that one concern 
with 300 numbers had every one of 
them listed in the telephone book, and 
they bore no numerical relationship 
with one another. To call that com- 
pany meant to keep dialing every 
number listed until one was found 
free. 

Kellogg’s crossbar equipment elim- 
inates this problem. Private switch- 
boards no longer require consecutive 
numbers so that the unlucky ones 
can be used to support the principal 
“lucky” number without anyone 
knowing the difference. 

The installation at Takasaki is in 
itself historic. It is on the site of an 
ancient feudal fortress, the moats still 
being in existence. The castle itself 
was a communications center 800 
years ago when its towers were equip- 
ped with large balls which were 
raised and lowered to convey mes- 
sages. 

Takasaki and its two satellite ex- 
changes were installed as the first 
part of a complete renovation and 
expansion of Japanese telephone sys- 
tem. It is centrally located and will 
serve as a classroom for telephone 
experts. 


Bell Provides Setup For 
Motor Carrier Firm 

A SWITCHING center which auto- 
matically turns on transmitters at any 
one of 65 locations when they have 
messages ready to send and discon- 
nects them when they are finished is 
the heart of a new semi-automatic 
teletypewriter relay system just plac- 
ed in service for Consolidated 
Freightways by the Bell System. The 
new system, which has the switching 
center at the company’s Portland, 
Ore., headquarters, connects locations 
in 12 states from Illinois to Washing- 
ton. 
Consolidated is the largest motor 









transport carrier in the West, and 
last year moved 2,168,364 individual 
shipments over a total of 59,969,850 
intercity miles. 

At Portland, the equipment is con- 
stantly sending out electronic im- 
pulses over the 11 circuits in the sys- 
tem to see if there are any messages 
in transmitters waiting to be sent. 
When a transmitter has one, it is con- 
nected to a circuit and turned on, and 
the message is received in Portland 
in the form of tape. The Portland 
message center personnel then put 
the tape on a transmitter, and the 
message is transmitted automatically 
to the desired stations when there is 
a circuit open. At the individual sta- 
tions, personnel put messages in the 
transmitters and leave them, knowing 
they will be sent automatically. 

The Chicago station acts as a relay 
point between the stations on the net- 
work and f¥ve cities — Bayton, Cin- 
cinnati, Louisville, Indianapolis. and 
St. Louis recently added to the 
Consolidated system through  pur- 
chase of the Foster Freight Lines. 

The teletypewriter system is being 
provided by the American Telephone 
& Telegraph Co. Long Lines Depart- 
ment and the Pacific Telephone & 


Telegraph Co. 


Capt. R. S. Hayes Dies 


Caprain Ralph Severson Hayes, 
USNR, of 31 Oberlin av., Swarth- 
more, Pa., died recently while visit- 
ing relatives in Lowell, Mass. 

Captain Hayes served in the Navy 
during World War I and remained 
active in the organized Naval Re- 
serve. He was recalled to active duty 
in 1939 and served throughout World 
War II. He was awarded a citation 
by the Secretary of the Navy for his 
work in communications. 

Captain Hayes was an employe of 
the Bell Telephone Co. of Pennsyl- 
vania from 1922 until he retired in 
1952. He was the former head of the 
Bell Telephone Transmission School, 
and at his retirement was inventory 
and costs engineer. 

He was a member of the Telephone 
Pioneers of America, the Franklin 
Institute, the Naval Institute, the In- 
stitute of Radio Engineers, the Bell 
Telephone Camera Club, the Provi- 
dence Camera Club and the Retired 
Officers Association. 

Surviving are his widow, Gladys 
Warnock Hayes, and a daughter, Mrs. 
Betty Nelson, of Arlington, Va. 
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Mrs. Lucille Kaufman Dies 


LucitLeE M. KaurMAn, 56, passed 
away at the Norwalk (Ohio) Memor- 
ial Hospital September 10, after an 
illness of several months. She is sur- 
vived by her husband, Paul H. Kauf- 
man; a son, Robert P. Kaufman, Con- 
tinental, Ohio; her mother, Cora M. 
Means, and a sister, Lois M. Folk, 
both of Waynesfield, Ohio. 

Mrs. Kaufman first became identi- 
fied with a telephone company in 
1919. Since 1946 she has been na- 
tionally known as one of the very few 
women in America to be actively en- 
gaged in the operation of a telephone 
company. For the past 10 years she 
has served as general manager and 
secretary of the Continental (Ohio) 


Telephone Co. 


New Rates Approved 
for General of $. E. 


THe West Vircinia Public Service 
Commission has authorized higher 
rates for the General Telephone Co. 
of the Southeast. 

The commission approved higher 
rates for customers in Bluefield, 
Princeton, Welch, Davy and Kimball 
designed to bring in an additional 


74,102 in annual revenue, so the 
company can earn a 6.33 per cent 
rate of return on its rate base of 
$3,125,551. 

The General compeny had sought 
an increase of $125,000 annually and 
a rate return of 6.99 per cent. 

There is no increase for customers 
at Bramwell, Keystone, Matoaka and 
Northfork. 

Rates authorized included: 

Bluefield: — business telephones, 
$10, private line; $8.50, two-party 
line; resident, $5. private; $3.75 two- 
party. 

Princeton: — business, $8. private, 
$6.75, two-party; $4.50, 
private; $3.25 two-party. 

Welch: — business, $7.50 private, 
$6 two-party; residence, $4.25 pri- 
vate; $2.95 two-party. 


residence, 


Davy and Kimball: business, 
$6. private; $5.10, two-party; resi- 
$3.75, private; $2.56 


dence, two- 


party 


Venezuela Awards Telephone 
Expansion Program Contract 
THE VENEZUELAN Ministry of Com- 
munications has announced the sign- 
ing of a contract with L. M. Ericsson 





ALLEN KANDER 


Tegotiator 


FOR THE PURCHASE, SALE AND 
FINANCING OF INDEPENDENT 


TELEPHONE 


1701 K St. N.W. 
Lincoln Building 


Waltower Bidg. 
Suite 108 
111 West Monroe « 


Washington 6, D.C. 
New York 17, N.Y. 
Kansas City 6, Mo. 


Chicago 90, Ill. 


COMPANIES 


NA 8-3233 
MU 7-4242 
BA — 6730 


RA 6-3688 
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“Dr. Livingstone, 
I presume?” 


In the early days, about the only way 
to gather news from the far corners of 
the world was by personal observation 
passed along by word of mouth or de- 
livered by hand. That’s how those four 
famous words came into being. Henry 
M. Stanley was sent by James Gordon 
Bennett, owner of the New York 
Herald, to find missionary David Liv- 
ingstone. When he found him on No- 
vember 10, 1871 at Ujiji, Tanganyika, 
Central Africa, he greeted him with 
“Dr. Livingstone, I presume?” 

It was in this era in America that the 
first Hemingray Glass Insulators were 
made. Through constant research and 
development they have kept pace with 
the communication industries of the 
world. 

There is an insulator design suitable 
for every communication pole-line re 
quirement. Most 
plete stocks. 
Write for free 
descriptive cat- 


jobbers carry com- 


alog. Kimble 
Glass Company, 
subsidiary of 
Owens-Illinois, 
Toledo 1, Ohio. 





HEMINGRAY INSULATORS 
AN @ PRODUCT 


OweEns-ILuINoIS 


GENERAL OFFICES - TOLEDO 1, OHIO 
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Co. of Sweden to perform work in 
connection with expansion of the 
country s telephone system at a total 
cost of $10,887,164. The program, to 


be carried out during the next 314 


years. includes the enlarging of the | 


present automatic telephone — ex- 
changes in 14 communities, the sup- 
ply and installation of 26 long dis- 
tance switchboards, and the construc- 
tion or reconditioning of certain cen- 


tral office buildings. 
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At Flint, Mich., Pauline 
Brown, info operator, answered 
call from woman for number 
readily available. After Pauline 
gave number to woman, she 
asked: “Would you mind wait- 
ing on the line while I go to 
the store? I want to buy a pen- 
cil so I can write down num- 


ber (Pauline thinks 
woman had no lipstick either. ) 
| i oe | 


At Spokane, Wash., a re- 


porter called the telephone com- 


pany and said he could get 
time-of-day-report. by dialing 


one word. The puzzled tele- 
phone company representative 
said “ME-8900” was correct 
number to call and politely ask- 


ed how he accomplished the 
trick. The reporter said dial 
Nitti: 

on oe | 


In Canada, Norma Brodie 
of the Bell Tel. Co.’s Chatham 
Commercial office, reported a 
call from a customer who asked 
for four spiral cords. When 
Miss Brodie pointed out that 
the lady had only two tele- 
phones, the caller replied: “Yes. 
that’s right, but I want four 
cords one for each tele- 
phone, one for my electric ket- 
tle and one for my iron.” She 
carried it too far, but it just 
shows how good merchandising 
works. 












Home Folks to Know 


| What You're Doing For 
TIDBITS | 


Them— 
Tell Them Locally! 


As an Independent telephone company, your 
business is a local business. People in the 


| area served by you buy securities, pay their 
| bills to you, know you. 


That is why advertising and public relations 


| in your community to be effective at home, 
| must be seen at home. 

| Your service story, your accomplishments, and 
| your service problem should be called to your 
| subscribers’ attention when they visit your 


office, when they read their newspaper, when 
they open their telephone bill. The most ef- 
fective and least expensive way to tell this 


| story is by using the material offered by the 


| Telephone Advertising Institute. 


Throughout 
the 11 years of its service, the Telephone 


| Advertising Institute (Working under the su- 


pervision of the USITA Advertising Commit- 
tee) has provided what is widely acknowl- 


| edged to be the finest complete advertising 


service ever provided to the Independent 


| Industry. 


This service which includes posters and booth 
and counter cards in color with artwork by 


| some of America’s finest artists; it includes 
| newspaper mats on every important subject 
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also handsomely produced; it includes radio 
spots, newspaper publicity stories. And you 
can buy it all in one package for as little as 
$2.00 per month per exchange. This is less 
than cigarette money for a week. 

We'd like vou to know the whole story and 
we'll be happy to show you how much you 
can get for so little. 

Contact us today for a speedy answer. 





TELEPHONE 
ADVERTISING 
INSTITUTE 


205 N. LaSalle St., Chicago 1 - CEntral 6-0870 





ur 
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Bell Introduces New 
Teletypewriter System 


A NEW teletypewriter system — the 
first semi-automatic system to be in- 
stalled by the Bell System — was 
placed in service for Consolidated 
Freightways of Portland, Ore.,_re- 
cently. The project was a joint under- 
taking of the Pacific Telephone & 
Telegraph Co. and AT&T Long Lines 
Department. It will be used for more 
efficient dispatching of Consolidat- 
ed’s 2,000 trucks, trailers and other 
vehicles throughout 12 states. 

Heart of the system is a relay cen- 
ter in Portland which contains push 
button relay consoles designed and 
completed after more than a year of 
research and experimentation. Termi- 
nated in the center are 11 circuits 
stretching 13,000 miles and serving 
70 locations in 65 cities. 

Briefly, here is how the system 
works. At an outlying station a mes- 
sage in perforated tape is placed in 
the transmitter. At the relay center 
which 


searches for 


equipment automatically 
incoming 
causes the transmitter at the distant 
point to operate. When the message 
is received in tape form at the center, 
an attendant places it in a transmitter 
connected to the called station and 
sends it on its way by pressing the 
proper button. The center can also 
take care of “broadcast” messages. A 
message can be directed by push but- 
tons to several stations on one circuit 
or on several circuits — or to all 70 
stations simultaneously. 

As a safeguard against service in- 


messages 


terruptions, the system is equipped | 


with a number of alarms. For ex- 
ample, if the paper supply begins to 
run low in one of the receiving units, 
an alarm is sounded. If one of the 
outlying stations fails to answer the 
electronic signal from the relay cen- 
ter, another alarm sounds. Again, if 
something should happen to the elec- 


tric power supply, that too will cause | 


an alarm to ring. 


Whitney Blake Introduces 
3-Pair Distribution Wire 


WuiTtNnEY Biake Co. now has 
broadened its line of multipair dis- 
tribution wires to include 3-pair. 
Previously, 6, 11 and 16-pair have 
been available. 

Used instead of open wire when 
three pair circuits are needed, this 
wire can be attached to the pole, mak- 
ing a neat, inconspicuous installation 
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DROP WIRE 


carton packaging 
saves»you. time 
and money 
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Once you start using Alphaduct Drop Wire you will 
find out that the handy carton packaging has real dollars 
and cents advantages. 

Not only does your wire arrive in perfect condition, 
but the sturdy carton protects it all the while it’s in your 
warehouse. 

The cartons are easier to handle than loose coils. They 
can be stacked higher without danger of falling and the 
wire on the bottom will not be crushed or bent. Space 
is saved, inventory taking is simplified, and the possibility 
of injuries to workers from tumbling coils is removed. 

We try to make Alphaduct the finest, longest lasting 
drop wire money can buy. Quality materials are used 
throughout, step-testing during every phase of manufacture 
assures uniform high standards. Alphaduct drop wire is 
dated with a color coded thread so you can tell for sure 
how long it lasts. 

Try Alphaduct Drop Wire 


WIRE AND CABLE COMPANY + MILLTOWN, NEW JERSEY 

NATIONAL DISTRIBUTORS * LEICH SALES CORPORATION, CHICAGO, ILLINOIS 
REGIONAL DISTRIBUTORS * PANKEY SUPPLY CO., CHARLOTTESVILLE, VA. 

THE LINDSAY TELEPHONE SUPPLY CO., CLEVELAND, OHIO 


1955 TELEPHONE ENGINEER & MANAGEMENT 113 





















































W. T. KING 
PROF. ENGR. — TELEPHONE CONSULTANT 
Engineering, Accountants, Valuation, Traffie, 


Depreciation Studies, Rates and General 
Management Services 


306 So. Capital 
P. O. Box 216 


Lansing, Mich. 
Telephone 5-1034 












EDWIN T. MAHOOD 


Consulting Telephone Engineer 






Kansas City 5, Mo. 





627 W. 67th St. 
Jackson 4452 








TELEPHONE 
42-3341 


CULLOM & GHERTNER CO. 


PRINTERS * LITHOGRAPHERS 
600 21ST AVE., N. + NASHVILLE, TENN. 





SLOAN, COOK & LOWE 
CONSULTING ENGINEERS 


Suite 1344 120 South LaSalle Street 
CHICAGO 


Appraisals—Original Cost Studies 
Depreciation, Financial, and Other 
Investigations 








TELEPHONE PRINTING 


By People Who Know 
the Telephone Business. 
See the Suttle Catalog 


SUTTLE EQUIPMENT CO. 


LAWRENCEVILLE ILLINOIS 





What You Want 
When You Want It 


Immediate Shipment from 
Nearest Warehouse Points 


TELEPHONES POWER sunriy me. 
| TOPEKA, KANSAS PHONE 4-8788 | 


TOPEKA, KANSAS PHONE 4-8788 








Station Installers 
Central Office Installations 


Construction Crews 


Cable Splicers Complete Engineering 


_HENKELS & MeCOY 


100 N. 20th St., Philadelphia 38, Pa 
Now Operating in 22 States 


Professional Services 
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Installation Specialists 


CENTRAL OFFICES 
Installed-Modified-Removed 


COMMUNI-CATERING 


All Makes 
P. O. Box 6712 
CHICAGO 7, ILLINOIS 








CARL C. CRANE, INC. 
Consulting Engineers 
2702 Monroe Street, Madson 5, Wis. 


Experienced in REA Procedures 
Preallotment Surveys—Specifications 
Design and Construction Supervision 








JAY 6. MITCHELL 


CONSULTING ENGINEERS 
APPRAISALS—COSTS—PLANT 


CHICAGO 
ILLINOIS 


7720 SHERIDAN ROAD 


FOR MAIL BOX 523 EVANSTON, 












Your FCC second and first phone license 
in a hurry. Nation’s largest professional 
school offers brand new, streamlined 
course. Guaranteed ceaching. Full infor- 
mation rushed to you free. Get the best— 
it costs no more! 


Northwest Radio & Television School, 
1221 N. W. 21st Avenue, Portland, Ore. 











UTILCIE® 
PLANT 


Davis 
Construction (o. 


45 North Clark Street @ Sullivan, Missouri 





INSPECTION SERVICE 


Of poles, crossarms, and preservative 
treatments. Analysis of wood preserva- 
tives. Consulting and specification writing. 
Inspectors stationed throughout the U.S.A. 
A. W. WILLIAMS INSPECTION CO. 
MOBILE ALABAMA 
OVER 30 YEARS EXPERIENCE 





CYRUS G. HILL, INC. 
ENGINEERS 


Plant—Traffic—Commercial 
Valuation and Original Cost 


134 S. LaSalle St., Chicago 3 














CONSTRUCTION 






—— 


and reducing the amount of trim- 
ming required in wooded areas. Use 
of cross arms is unnecessary. On al- 
ready filled cross arms, capacity can 
be increased by attaching the built-in 
messenger to the pole below the cross 
arms. This wire is especially econom- 
ical for temporary use before sheath- 
ed cable is installed since it may be 
taken down and reused. 

Similar in construction to the six, 
11 and 16-pair wire, the 3-pair wire 
| has #19 AWG bare soft copper con- 
ductors, black polyethylene insulation 
and jacket of color-coded polyviny| 


chloride. Pairs are color-coded, black- 


-| blue, black-green, black-brown and 
| are twisted with varying lays to mini- 
| mize crosstalk. 


Pairs are cabled around a_ poly- 
thylene-covered, 1800 pounds break- 
ing strength steel core. Outside diam- 
eter of the wire is approximately 
450”. This wire is available in 4000- 
foot and 2000-foot lengths. 





According to the manufacturer it 


| is characterized by low-loss transmis- 


| sion, low capacitance, high dielectric 


| strength and excellent weather resist- 


ance. It is easy to install, light weight 
and self supporting. 


| Adjustable, Portable Rack 


Stores Tires, Coils Of Wire 
TIRES, SMALL COILS OF WIRE, steel 
strapping and other circular items 
may now be stored neatly and con- 
veniently using a new Tire and Wheel 


| Rack, manufactured by The Frick- 
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Gallagher Manufacturing Co., Wells- 
ton, Ohio. 

Designed to increase the capacily 
of storage areas, the 
rack provides higher, more orderly 


present new 


























New portable rack. 
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stacking of these miscellaneous bulky | 
materials. All items stored are readi- | 
ly accessible. Although strong and | 
sturdy, these durable all-steel racks | 
may be moved about easily at user’s | 
convenience. Capacity is 1300 lbs. at | 
each rack level. Shelves have 300 Ib. | 
capacity. 

Shelves and supporting rails are 
adjustable in height on 2” centers to 
accommodate different sizes of ma- 
terials. 


Inside Wiring Telecable 
Furnished With Rip Wire 


To FACILITATE removal of the out- 
er jacket, Whitney Blake’s Inside Wir- 
ing “Telecable” is now being furnish- 
ed with a steel rip wire. 

The rip wire is laid longitudinally | 
beneath the jacket and over the paper | 
seperator. To strip the jacket, it is 
only necessary to slit it for a short 
distance directly over the rip wire. 
The rip wire is then grasped with 
pliers and the jacket ripped for the 
desired distance. 

Advantages of this new construc- 
tion include speedier jacket removal 
with consequent lower installation 
cost and freedom from danger of 
damaging the conductors. 

The rip wire will be included in 
all Whitney Blake Inside Wiring 
Cable. 


Copperweld Announces 
Modernization Plans 


CopPERWELD STEEL Co. has dis- 
closed details of its proposed modern- | 
ization and expansion program at | 
each of its main manufacturing divi- 
sions. The complete program will cost | 
approximately $12,000,000 and is 
scheduled for completion in 1957. 
Its objective is aimed at increasing 
capacity, improving quality, reducing 
costs and broadening the range of 
products offered for sale thereby en- 
abling Copperweld to better meet the 
increasing demands of users of qual- | 
ity alloy and carbon steel billets and 
bars, tubing, and copper-covered steel 
wire products. 

The Company proposes to finance 
the program by obtaining approxi- 
mately $5,500,000 from the sale of 
common stock, up to $5,500,000 from 
borrowing on a long term basis and 
the balance from retained earnings. 
According to Frank R. S. Kaplan, 
president, the increased earnings an- 
ticipated from the program should 
materially benefit the present share- | 
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~ PRINCIPLE 


olor advance in line accessory 





PREFORMED = 


S 
gars? 


‘ » The Preformed method of producing line accessories 
is an exclusive new development for the telephone industry. 
It incorporates the use of Preformed Rods—helically formed 
within exacting tolerances—to serve varied “fitting” functions all 
along the line. No more bolts—no compression tools—simplified 
construction. More than just something new, Preformed Products 
represent a better, faster and more economical way to dead-end, 
splice, support, or protect conductors and strands. 


For more information on their exclusive advantages, consult 
your telephone distributor. 


A COMPLETE LINE FOR THE TELEPHONE INDUSTRY... 








{| 
{ 
| 


: | | DEAD-ENDS 


- 


Sle 


bse SPLICES 


PRODUCTS: 


’ Armor Rods...Lashing 


Rods... Splints-and-Ties woe ~ og 
..- Tangent Supports... ass 
Dead-Ends and Splices 
for rural ''B” con- 
struction 





LINE GUARDS 


Consult Your Telephone Distributor 


Made in accordance with or for use under one or more of the 
following U. S. Patents: 2,275,019; 2,587, 521; 2,609,653; 


2,691,865; other patents pending. 


\— PREFORMED LINE PRODUCTS COMPANY 


5349 St. Clair Avenue « Cleveland 3, Ohio 
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BASAL BARK 
TREATMENT 


Fe 


A 





THOMPSON CHEMICALS CORP. 


pt! 





Thompson Field Research, 
the most extensive in the in- 
dustry, now tells you the 
best way to destroy all mixed 
brush and hardwood growth 
during the dormant season 


. . effectively . . . econom- 


ically. 


Thompson’s proven spray 
techniques and its Broad 
Spectrum Bramblcide de- 
liver almost complete kills 
at unequalled low cost. 


In addition to the economy, 
and better employment of 
manpower, dormant season 
basal bark control (and 
stump treatment) is free 
from the possibilities of 
danger to susceptible crops 
and helps to further public 
good will. 


Many of the world’s largest 
users of herbicides specify 
Thompson, one of America’s 
few basic manufacturers of 
selective herbicides. Inquire. 


Write for Research Station 

Papers No. 19 and 21, men- 

tioning type of brush to be 

controlled and number of 
miles of right-of-way invol- 
ved. Favorable utility chem- 
ical prices submitted on 

request. 


iter 





St. Lovis 3, Mo. ¢ Los Angeles 27, Calf. 


FIRST NAME IN BRUSH KILLERS & 
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holders after allowing for interest on 
the additional debt and the increase 
in the outstanding number of shares 
of stock to be issued to finance the 
program. 

Approximately $10,000,000 is to 
be spent at the company’s Steel Divi- 
sion located in Warren, Ohio. Melt- 
ing facilities will be improved and 
enlarged to a capacity of 660,000 tons 
of ingots per year. When completed, 
the Company will have seven electric 
furnaces four 65-ton units and 
three of 50-ton capacity. 

Additions will be made to rolling 
and finishing facilities to give the 
Company increased volume and a 
broader range of products. A 55” 
two-high reversing primary mill will 
be installed together with soaking 
pits with sufficient capacity to heat 
steel for this mill. The addition of 
annealing and straightening equip- 
ment is also contemplated. Upon com- 
pletion of this project, it is estimated 
that shipments from this division 
could be increased about 40 per cent. 

At the Wire & Cable Division lo- 
cated at Glassport, Pa., approximately 
a million dollars will be expended for 
improvements. At this plant, the Com- 
pany makes a wide variety of copper- 
covered steel wire products used by 
the telephone, power, railroad, elec- 
tronics and construction industries. 

Close to $1,000,000 is ear-marked 
for the Ohio Seamless Tube Division 
at Shelby, Ohio, for auxiliary equip- 
ment to provide a wider range of 
seamless steel tubing products. 


Raytheon Names McLaughlin 
Field Applications Engn’r. 

RicwarD G. McLavucHLin has been 
appointed field applications engineer 
for the Los Angeles district sales and 
service office of Raytheon Manufac- 
turing Company’s equipment market- 
ing division. Mr. McLaughlin reports 
to J. Leonard Lovett, Los Angeles 
district manager. He is responsible 
for sales of microwave, telecast and 
communications equipment and pow- 
er supplies for the telephone and 
utility industry. 

Mr. McLaughlin was formerly ap- 


plications engineer and assistant 
manager for the communications 


product planning group at Raytheon’s 
home office. He is an electrical en- 
gineering graduate of the University 
of Rhode Island, and has also done 
graduate work in electronics and has 
taken special studies in telephone 
communications in the Signal Corps. 









“Pipe installation time and 
labor costs cut about 50% 
with Greenlee Pipe Pusher” 


That's what a leading eastern utility 
reports as its experience with a GREEN- 
LEE Pipe Pusher on jobs as shown 
above. Let this remarkable tool make 
big timesavings and reduce job costs 
for you, too. With the GREENLEE 
Pusher, ome man pushes pipe wander 
streets, walks, floors, railways, lawns, 
etc. Eliminates extensive trenching 
and time-consuming tearing up, tun- 
neling, backfilling, repaving. Often 
ays for itself on the first few jobs. 
Two models: No. 790 for pushing 34” 
to 4” pipe; No. 795 for larger pipe and 


concrete ducts. 





POWER PUMP for all models of GreeNLer _ 
Pushers. Makes the toughest pushing jo 
simple, fast for one man. Average pushing per- 
formance: two feet per minute. Write today for 
complete details on timesaving GreeNniee Hy- 
draulic Pipe Pushers. 


s 


=x 
GREENLEE 


GREENLEE TOOL CO., Division of GREENLEE BROS. & CO. 
2010 Columbia Ave., Rockford, Illinois 
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DISTRIBUTION 
WIRE 



















6 PAIR 719 AWG SOLID 


PWC Type 177 Rural Distribution Wire pro- 
vides an economical and reliable method of 
extending rural line service to your customers. 

The six pairs of #19 Solid Copper Conductors 
are insulated with high dielectric polyethylene 
and individually jacketed with a tough weather 

resistant vinyl compound. All pairs are fully color 
coded for immediate identification. Each pair is 
accurately and individually twisted to minimize cross- 


talk. 


The assembly of pairs is cabled around an extra high 
strength #109E steel messenger (breaking strength 1800#) 
that is insulated with black polyethylene compound. 


The economical features of initial cost and installation have 
made this product very popular throughout the telephone 
industry. 


Write today for Installation Practice Bulletin #102 and infor- 
mation concerning both Type 177 and the 16 Pair #19 Type 
178 Wire. 


BIAS TIGA WINER GH GABIENCOREONATIONN 
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PLUMBERS 






TINNERS PORTABLE 
FURNACE FURNACE HEATER 
MOUNT ON 
NEW BASE 





OR OW MUTUAL 
CYLINDER 





Furnace Base 


A NEW BASE developed by Mutual 
Liquid Gas Equipment Co., 17117 
S. Broadway, Gardena, Calif., makes 
Mutual industrial furnaces complete- 
ly interchangeable. 

This innovation 
owner of Mutual equipment can use 
his furnace mounted on a Mutual 6, 
11 or 21 cylinder or mounted on the 
new base and connected with a hose 
to any size cylinder he desires. Any 


new means the 


of the 3... Plumbers Furnace... 
Tinners Furnace or Portable 
Heater . . . are quickly interchange- 


able from base to cylinder or from 
cylinder to base. 

According to the manufacturer 
changes are made in minutes. No 
changes are made on hose or cylin- 
der to provide a furnace for melting 
lead, a furnace for heating solder 
irons, or a portable heater that gives 
fast, clean heat—For complete de- 


tails, Check New Product 862. 


Plastic Handle Knife 


Martuias Kien & Sons, Chicago, 
has announced a new skinning knife 
with a plastic insulated handle. The 
blade is 3 inches long and of highest 
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quality cutlery steel, carefully temp- 
ered. Total length of knife is 8 
inches. Handle is red plastic — pro- 
vides excellent insulation and com- 
fortable grip. Back of blade is ground 
flat for scraping. Redesigned bevel of 
blade overcomes build-up of insula- 
tion when skinning weatherproof in- 
sulation. Handy ring in the handle 
for fastening to Cat. No. 
1570-3. 

For prices and information write: 
Mathias Klein & Sons, 7200 McCor- 
mick Road., Dept. TE&M, Chicago 
45, Ill., or Check New Product 
863. 


snap. 


New Unit Lowers 
C. O. Installation Costs 


THe Manco Mrc. Co., Bradley, 
Ill., has developed a special portable 
hydraulic bar and channel shear 
which is now being used in the in- 
stallation of telephone central office 
equipment throughout the country. 
The unit greatly facilitates on the job 




































cutting to desired lengths of steel sup- 
porting members which are generally 
either 2” x 9/16” x 3/16” steel chan- 
nels or 2” x 3/8” steel bars. The 
shear is also used to cut cable rack 
sides of 1-1/2” x 3/8” or 2” x 3/8” 
steel bar. According to the manu- 
facturer, the Manco Guillotine Hy- 
draulic Bar and Channel Shear re- 
duces cutting time 75% over power 
hacksaws, generally used for this 
work, 

The unit is powered by a 1/2 h.p. 
electric hydraulic pump with the cut- 
ting heads actuated by a foot valve. 
The entire unit is dolly mounted for 
mobility. Single cutting head units 
which will cut both bar and channel 
by switching blades are also avail- 
able. 

Complete information may be ob- 
tained by writing to the manufactur- 
er, Manco Mfg. Co., Dept. TE&M, or 
by Checking New Product 864. 


Drafting Template 


RECENT ADDITIONS to its assortment 
of drafting templates which make 
accurate drawings of many engineer- 
ing shapes and symbols to standard 





At left the Manco Hydraulic Guillotine Bar and Channel Shear is cutting a 2” x 9/16” x 3/16” 
channel. At right the operator is using the new unit for cutting cable rack. 
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; i 
specifications 10 times as fast now 
make the Twomey Template line the 
most complete available, according to 
the manufacturer, E. F. Twomey Co., 
Inc., 728 West 10th Place, (Dept. 
TE&M), Los Angeles, Calif. 

Originally designed by the engi- 
neering department of Douglas Air- 
craft Co., Inc., these templates are 
now used throughout industry — by 
engineers, draftsmen, architects, ar- 
tists and many others. They conform 
to accepted military specifications 
and the standards of many of the 
country’s important engineering 
firms. 

The complete line includes drafting 
templates for electrical and electronic 
symbols, 3/16” and 5/16” fluid fit- 
tings, 1/4” and 3/8” fluid fittings, 
1/2” fluid fittings, 3/4” fluid fit- 
tings, full-size nuts and bolts, half- 
size nuts and bolts, small ellipses, 


SERVICE| NAME: 


7720 N. Sheridan Road 
Chicago 26, Ill. 
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uct 866. 
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READER'S | @ PLEASE PRINT 


TLE: ............ 

DEPT. 
in COMPANY: . 
10-15-55 | ADDRESS: ...... 





Telephone Engineer Publishing Corp. 


@ Please send me information on the following items: — (Check 


Items Wanted) 
NEW PRODUCTS : 

NP 862... NP 863. NP 864... NP 865. NP 866. : 
SERVICES AND SUPPLIES : 

ADV. 1...... ADV. 2..... ADV. 3... ADV. 4... ADV. 5...... : 
ADV. 6...... ADV. 7... ADV. 8...... ADV. 9..... ADV. 10... : 
ADV. 11...... ADV. 12... ADV. 13...... ADV. 14...... ADV. 15...... : 
ADV. 16... ADV. 17...... ADV. 18...... ADV. 19.... ADV. 20... : 
ADV. 21... ADV 22... : 


large ellipses, lettering, tooling, cir- 
cles and sheet thickness. They are 
made of long-lasting, amber-coated 
vinyl plastic, .025 inches thick. 
—For complete data, Check New 
Product 865. 


it i 





Individual Numbers and Letters 
INDIVIDUAL, self-sticking numbers 


and letters, in six sizes from 14° to | 


5” high, mounted on handy dispenser 
cards, have been developed by the 
W. H. Brady Co. 

The numbers and letters are stock- 
ed and sold in two colors: black on 
white and black on yellow; six sizes: 
1/2”, 3/4”, 1-1/2", 23/4", 21/2" 
and 5” high; the alphabet, numbers 
0 thru 9 and dashes. They are made 
of Brady #B-500 All-Temperature 
impregnated cotton cloth with a tem- 
perature-resistant — pressure-sensitive 
adhesive and are mounted on handy 
dispenser cards which protect the 
adhesive until used. 

For your copy of a new 6-page 


Bulletin No. 165 Check New Prod- 





PU 
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| THE BUYERS’ 
GUIDE 


ADVERTISING, Directories — General Tele- 
phone Directory Co., 1800 Busse Highway, 
Des Plaimes, Ill.—[ ADV. 1} 

BELTS — CLIMBERS — COMPLETE LINEMEN’S 
EQUIPMENT, W. M. Bashlin Co., Bashlin 
Bidg., Grove City 1, Pa.—[ADV. 2] 

BELTS CLIMBERS PLIERS SAFETY 
STRAPS — CONSTRUCTION TOOLS. Klein 
& Sons, Mathias, 7200 McCormick Rd., Chi- 
cago 45, Ill.—[ADV. 3] 

BOOTHS—Acoustic Telephone — Sherron Me- 
tallic Corp., 1202 Flushing Ave., Brooklyn 
6, N. Y.—[ADV. 4] 

| BRUSH & WEED KILLERS — Thompson manu- 

factures many types of brush and weed 

killers. Write for helpful information on 
specific problems. Thompson Chemicals 
Corp., St. Louis 3, Mo.—[ADV. 5] 

CABLE, All Plastic, Aerial, Duct, Direct Burial, 
PBX, Switchboard. — The Ansonia Wire & 
Cable Co., Ansonia, Conn.—[ADV. 6] 

CORDS, Switchboard (with or without plugs), 
Instrument (retractable and regular) and 
Operators — Commercial Cord & Supply 
Co., Inc., 26 Main St., Clifton Springs, 
N. Y.—[ADV. 7] 

CORDS, Switchboard & Telephone — Runrel 
Cord & Wire Co., 4727-31 Montrose Ave., 
Chicago 41, Ill._—[ADV. 8] 

FURNACES — For quickly and economically 
melting lead and paraffin — Mutual Liquid 
Gas Equipment Co., Inc., 3600 W. Imperial 
Highway, Los Angeles, Calif—[ADV. 9] 

INSULATORS, Porcelain — Porcelain Products 
Inc., Box 300, Findlay, Ohio.—[ADV. 10] 

LIGHTWEIGHT PULLERS — Coffing Hoist Com- 
pany, 800 Walters St., Danville 5, ill. — 
[ADV. 11] 

| PIPE PUSHERS — Giant Manufacturing Co., 

South 6th St., at 12th Ave., Council Bluffs, 

lowa.—[ADV. 12)] 

| POLE HOLE DIGGERS — For derrick mounted 
trucks. Tele-E-Lect Products, Ine., 9613 
Minnetonka Blvd., Minneapolis 16, Minn. 
—[ADV. 13] 

POLES, Southern Yellow Pine — Colfax Lum- 
ber & Creosoting Co., Inc., P. O. Box 23. 
Pineville, La.—[ADV. 14] 

POLES, Southern Yellow Pine — Taylor Col- 
quitt Company, 290 E. Main St., Spartan- 
burgh, S$. C.—[ADV. 15] 

POLES, Southern Yellow Pine — Texas Creo- 
soting Co., Orange, Texas.—[ADV. 16] 
PROTECTIVE EQUIPMENT — Reliable Electric 
Company, 3145 Carroll Avenue, Chicago 

12, 1.—[ADV. 17] 

REBUILT TELEPHONE & SWITCHBOARDS 
Telephone Repair & Supply Company, 1760 
Lunt Avenue, Chicago 26, Ill._—[ADV. 18] 

TRUCK BODIES — Highway Trailer Co., Edger- 
ton, Wisc.—[ADV. 19] 

WIRE, Insulated — DATED DROP WIRE — 
Neoprene or Weatherproof — Alphaduct 
Wire & Cable Co., Milltown, N. J.—[ADV. 

| 20) 

WIRE, Insulated Drop and Bronze or Copper- 
weld — Acorn Insulated Wire Co., Inc., 36 
Freeman St., Pawtucket, R. 1.—[ADV. 21] 

WIRE, Telephone, for all inside and eutside 
uses — Whitney Blake Co., New Havea, 
Conn.—[ADV. 22] 
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At the Peninsular Telephone Co. 


It’s C&D Batteries 
for EXTRA life 


C&D‘ installation at the Peninsular Telephone Co., St. Armand 
Office; Sarasota, Florida. 26 cells, Type RCT-840, rated 840 A.H., 
are C&D PlastiCal (lead calcium) 


eninsular Telephone Company is the second largest independent telephone 

any in the country, and serves the Central West Coast area of Florida with Tampa 

its headquarters. To help provide continuous, dependable telephone service for one 

Jas busiest tourist centers, the Peninsular Telephone Co. chose C&D PlastiCal 
alcium) batteries for several of the installations in its system 


ext battery, specify C&D, for with C&D you get 


t 
Maximum battery life—minimum expectancy of 25 years 
Better maintenance—patented Post Seal eliminates acid creepage— 
less water additions 


jum means 


‘ 


mum safety, see C&D's exclusive Saftee-Vent—and tough poly 


jars and fused cover 


You can order C&D batteries from your equipment supplier 


Write for Bulletins! 
For details and specifications on C&D telephone bat 
write for Bulletins T-527/55 and T-528 Rev. 3 


Berner eenteS. INC. 


of Conshohocken, a. 


Industrial Batteries since 1906 
e Offices in Principal Cities from Coast to Coast 


Knox Named Editor of 
Stromberg-Carlson Publication 
KENNETH G. Knox has been ap- 
pointed editor of the Stromberg-Carl- 
son employe publication, “The Speak- 


| er,” according to George E. Eyer, 


director of industrial relations. 
Mr. Knox, who is a native of Ro- 
chester, N. Y., attended the Univer- 


sity of Rochester, and graduated in 


1954. with a B.A. degree cum laude. 


| Prior to joining Stromberg-Carlson, 
| he was employed by the Vogt Manu- 


facturing Co. 


| Darbaker Elected President 


Of Copperweld Steel Co. 


THE Boarp oF Directors of Cop- 
perweld Steel Co. has announced the 


| election of James M. Darbaker as 


president, succeeding Frank R. S. 
Kaplan who was wits 
elected chairman 
of the board of di- 
rectors. Henry G. 
Riter, 3rd, presi- 
dent of Thomas A. 
Edison, Inc., and 
president of the a 
National Associa- J. M. DARBAKER 
tion of Manufacturers was elected 
honorary chairman of the board of 
directors and chairman of the Fi- 
nance Committee. 


Mr. Darbaker had been senior 


| vice-president of Copperweld since 


May 1954, after having served as 
director of distribution and avail- 
ability of United States Steel Corp. 
Prior to that, Mr. Darbaker had been 


| associated for many years with op- 
| erating subsidiaries of United States 
| Steel Corp., and had served as gen- 
| eral manager of sales for Carnegie- 


Illinois Steel Corp., as well as man- 


| ager of operations of the Chicago 


District for that subsidiary. 
Copperweld Steel Company recent- 


| ly announced a $12,000,000 moderni- 
| zation and expansion program for its 
| major facilities to be completed by 
| the end of 1957. The main objectives 


of this program are to bring the 
company’s steel rolling facilities into 
better balance with its melting facili- 
ties, reduce’ production costs, and 
broaden the company’s product base 
thereby opening up additional mar- 
kets. It is estimated that the capacity 
of finished products will be increased 


about 40 per cent. 


To finance this program, Copper- 
weld expects to issue $5,500,000 of 
common stock and to borrow 
$5,500,000 on a long-term basis. The 
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balance of the program will be paid | 
for out of company funds, including 
retained earnings. 

Frank R. S. Kaplan has stated that 
“The expenditure of the funds to be 
invested in this program should ma- 
terially benefit the present sharehold- | 
ers of the company after allowing | 
for the increased charges on the ad- | 
ditional debt to be incurred and the 
increased shares of stock to be sold | 
to finance the program.” 

Copperweld operates four divi- | 
sions. Its steel-making facilities are 
located at Warren, Ohio, and the 
Ohio Seamless Tube Division is lo- 
cated at Shelby, Ohio. The products 
of these divisions are used by a wide 
variety of industries, such as auto- | 
motive, farm and construction equip- 
ment, aircraft and petroleum. 








for Every 


Telephone NEED 


All of the company’s copper-cov- — arenes 
? : BRIDLE INSTRUMENT 
ered steel wire and rods used by the SWITCHBOARD POTHEAD 
telephone, power, and railroad indus- TREE CABLE TERMINAL 
GROUND FIXTURE 


tries are produced at its Wire and 


BURIED WIRE PLASTIC INSULATED 


Cable Division located at Glassport, 
Pa. Fine sizes of Copperweld and 
copper wire are fabricated into 
braids and strand for the electrical 
and electronic industries at its Flexo 
Fine Wire Division located at Os- 
wego, New York. 


L. K. Powley Joins 
Whitney Blake 


L. K. Pow ey has joined the Whit- | 


ney Blake sales staff to represent the 


company in Western Pennsylvania | 


and Northern 
Ohio. Mr. Powley 
was educated in 
England at Wim- 
bledon Technical 
college and at 
Croydon College. 
After working for ; . 
a time in the Brit- L. K. POWLEY 

ish Post Office Engineering Depart- 
ment (in England the Post Office 
operates all Telephones) he entered 








the British army in June 1939 as a | 


signalman. 

After his discharge in April 1946, 
with the rank of captain, he joined 
the Jamaica Telephone Co., Kingston, 
Jamaica, British West Indies, as su- 
perintendent of outside plant con- 
struction and maintenance. 

In December 1952, he became su- 
perintendent of outside plant con- 
struction and maintenance for Elyria 
Telephone Co., Elyria, Ohio, where 
he remained until August 1955. 


Mr. Powley will make his head- | 


quarters in Cleveland, Ohio. 
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ACORN INSULATED WIRE CO., INC. 


36 Freeman St., Pawtucket, Rhode Island 


WORTH ELECTRIC CO.. 50! S. Market St., Galion, Ohie. 


HOW TO 
SUPERVISE 
PEOPLE 


Third Edition 
This book is sim- 


ple, easy to read, 
gives really prac- 
tical facts of bet- 
ter supervision to 
use on the job. 
It covers all the 
typical jobs and problems of hir- 
ing, discipline, preventing  acci- 
dents, promoting team work, train- 
ing workers, delegating authority, 
labor relations, ete. It makes plain 





helpful techniques for handling 
them, with examples of typical 
problems and specific solutions 


now being used in general practice. 
Question material that suits the 
book well for conference train‘ng 
is included. By Alfred M. Cooper. 
3rd Ed. 254 pp. $4.00 


Telephone Engineer Publishing Corp 
7720 Sheridan Road, 
CHICAGO 26, ILLINOIS 





Drop Wire—Bridle—Interior—Tree—Ground—Switchboard—-Pothead—Cable Terminal—lInstrument -Fixture—Buried Wire 














SOUTHERN PINE 


TREATED FOR 
“PERMANENCE” 


PIEDMONT 


WOOD PRESERVING 
COMPANY 
SPARTANBURG 


SOUTH CAROLINA 
P. O. Box 1662 
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EMPLOYEES 
POSITIONS 
RVICES 

















HELP WANTED;—A cable splicer 
for Class A company. Write Box 
8964, Telephone Engineer Publish- 
ing Corp., 7720 Sheridan Rd., Chi- 
cago 26, Ill. 





HELP WANTED: Switchman and 
COE Installers — Switchman fully 
qualified in maintaining A. E. 
Company step equipment. Knowl 
edge of toll equipment, carrier or 
radio advantageous. Position also 
open for experienced installer, Lo 
cation in north and west Florida. 
Permanent position in fast growing 
company. Applicants give full de 
tails of experience and references. 
Box 1080, Tallahassee, Florida. 



























HELP WANTED: — Assistant to 
General Manager of growing tele 
phone system in upper Midwest 
Must have broad experience :ind 
ability to supervise all operations 
Reply to Box 8988 c/o Telephone 
Engineer Publishing Corp., 7720 
N. Sheridan Road, Chicago 26, Il. 


























HELP WANTED: — Journeyman 
Station Installers and Troublemen 
for growing Florida company for 
permanent employment. Write In- 
ter-County Telephone & Telegraph 
Co., Box 390, Fort Myers, Florida. 









OUTSIDE PLANT ENGINEERS, 
Cable Splicers, Equipment Install- 
ers, Station Installers, Linemen. Ex- 
perienced men needed. Steady work, 
good pay. Henkels & McCoy, 6100 
N. 20th, Philadelphia, Pennsylvania. 


















Enjoy working in Sunny South- 
ern California — Only 50 miles 
from Downtown Los Angeles — 
Close to Mountain, Lake and 
Desert Resorts. 

We are now hiring experienced 


— LINEMEN 
— CENTRAL OFFICE INSTALLERS 
— STATION INSTALLERS 


The finest working conditions 
Liberal Employe Benefits 
Submit complete resume of ex- 
perience, training and educa- 
tion, including references and 
recent photograph to: Box 8989, 
Telephone Engineering 
























































YOUR OCTOBER, 


“HELP WANTED: — Plant Engi- 
neer for Independent operating 
company, with 66 exchanges and 
93,000 telephones. Work would be 
out of General Engincering Office 
at Bellevue, Ohio, with District 
Managers in surrounding territory 
in laying out plant work. Apply to 
Wm. C. Henry, General Manager, 
Northern Ohio Telephone Com- 
pany, Bellevue, Ohio, giving exper- 
lence, age, wages desired and other 
pertinent information.” 





POSITION WANTED: — Young 
man now managing 400 line dial 
office overseas wishes to relocate in 
North Eastern United States. Ex- 
perienced in installation, operation 
and maintenance of dial equipment, 
both inside and outside plant, Fam- 
iliar with all phases telephone busi- 
ness. Practical and specialized train- 
ing. Willing to invest. Write Har- 
old Oeters, c/o Dilgen, 1267 East 
35th Street, Brooklyn 10, N. York. 





REPRESENTATIVE 


MANUFACTURER’S — Representa- 
live wanted to handle a line of 
Automatic telephone equipment 
being introduced to the Indepen- 
dent Telephone Companies. All 
territories available. In reply please 
furnish present lines handled. Re- 
ply to Box 8975, Telephone Engi- 
neer Publ. Corp., 7720 N. Sheridan 
Rd., Chicago, III. 


Wanted To Buy 
Leich 86 A Magneto Telephones 
Leich 901 Magneto Telephones 
Leich Wall Magneto PBX or 
switch-board. 

Write 
BIG EDDY TELEPHONE CO. 
Milanville, Pa. 





WANTED: — Any amount 26 pr. 
24 and 22 ga. Single or Double 
Wrap or Pulp Insulation Lead 
Cable. Advise quantities, gauge, 
make and price. Write Box 8974, 
Telephone Engineer Publ. Corp., 
7720 N. Sheridan Roard, Chicago, 
Hl. 





WANTED TO BUY — Two (2) 
Stromberg-Carlson super-service 
switchboard positions. Telephone 
L.D. 20, Portsmouth, Ohio. OHIO 
CONSOLIDATED TELEPHONE 
COMPANY. 
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FOR SALE 


THE CLEARING HOUSE ==. 


OPPORTUNITY 
EQUIPMENT 


Published in each issue of Telephone Engineer & Management. Advertising forms close on Ist of month, Rates 15 cents a 
word except for Situation Wanted ads, which are only 10 cents per word. In figuring cost of ads, count each word of address 
in number of words used. All ads payable in advance. Minimum charge—S2.00. Special rates for display ads on request. Send 
copy and box number replies to Telephone Engineer Publ-ishing Corp., 7720 N. Sheridan Road, Chicago 26, III. 







Reconditioned Stromberg-Carlson 
1248 W Magneto desk sets Strong 
Alnico generator easily converted 
from magneto to common battery 
or dial operation. Shipped on 
approval. 


ean ace $19.50 each 
12 OF (OOD cic $18.50 each 
BOHNSACK EQUIPMENT CO. 


GERMANTOWN, NEW YORK 


FOR SALE: — 300 Magneto com- 
mon Battery Exchange doing ap- 
proximately $12,000 annually. 800 
population. Consider some terms 
made, reason selling health. Reply 
Box 8976, ‘Telephone Engineer 
Publ. Corp., 7720 N. Sheridan Rd., 
Chicago, IIL. 






FOR SALE: — Magneto Exchange 
operating in excellent Kansas agri- 
cultural section. Owner wishes to 
sell because of illness. Good propo- 
sition for right party. Call or write 
Mamie Smith, Brookville, Kans. 


FOR SALE: 


50 Ft. 51 Pr. Braided 22 Ga. Coded 
Switchboard Cable 
71 Ft. 16 Pr. 22 Ga. SWP Lead Cable 
438 Ft. 16Pr. 19 Ga. SWP Lead Cable, 
200’ and 238’ lengths 
75 Ft. 152 Pr. 22 Ga. DSA W. E. Lead 
cable 
2500 Ft. 11 Pr. 22 Ga. DSA W. E. Lead 
Cable 
2700 Ft. 26 Pr. 24 Ga. SWP Cable 
1 51 Pr. Type S Cook Cable Termi- 
nal complete with fuses, protector 
blocks and 712 ft. stub. 
Above material new and subject to 
prior sale. 
Reply Box 8977 Telephone Engineer 
Publishing Corp., 7720 N. Sheridan Rd., 
Chicago 26, Ill. 





SACRIFICE 

140 Line 15 Links Kellogg Relay- 
matic Dial Switchboard, complete 
with M.DF. and Exide Batteries, 
Six years old, like new. Available 
January 1956 — Submit offer Pen- 
insula Tel. & Tel. Co. 6, Forks, 
Wash. 













oe 


Rebuilt, Refinished 
Loud ringing bells. 1000 
er 2500 Ohm @ $8.00 
each. With Condensers 
@ $9.00 Each. 

F.0.B. Chicago, Ill. 


INDEPENDENT  TELE- 


PHONE REPAIR CO. 
2137 W. 2ist St. 
Chicago 8, Illinois 


FOR SALE 


W.E. 592 extension ringers-New 

W.E. 392 extension gongs with condensers 8.50 

W.E. 98A station protectors with fuses and 
carbon blocks 

W.E. 396-A operators headsets—New 
Reconditioned 

W.E. FIAW3 Handsets with cord—New ... 

W.E. IA battery boxes—3 cell—New 

Federal 804A magneto compact wall or desk 
set, strong Alnico generator, reconditioned 

St. Carlson 1444 desk set, blank for dial— 
late model. Requires C. B. or magneto 
ringer box—like new 

St. Carison—i244 desk set, blank for dial 
requires C. B. or magneto ringer boxes, 
reconditioned 

Army cable splicers platforms with corner 
eye bolts and buy lines ! 

Shipped on approval 


Bohnsack Equipment Company 


Germantown, New York 


RECONDITIONED EQUIPMENT 


W. E. 4202 Desk type hand set, W/EI - 
units, 3 Cond. Cords. @ $8.75 ea. 
. E — El — Hand Units Only, 3 Cond. 
Cord. @ $3.00 ea. 
Conn. Elect. Hand Units, 4 Cond. Cords, Capsule 
Receiver, & Transmitters. @ $4.00 ea. 
SUbcycle, Model M. 7.5-60 @ $25.00 ea. 


Hand 


Prices are F.O.B. Chicago 


INDEPENDENT TELEPHONE REPAIR CO. 
2137 West 21st St. Chicago 8, Ill. 


SPECIFY 


for 
Dependable and Economical Telephone Ring- 
ing Power Equipment. 
Engineered “Zor complete satisfaction. 


Manufactured by 
TELKOR, INC. Elyria, Ohio 


YOUR OCTOBER, 


CABLE-SPLICERS’ WIPING CLOTHS 


WIPING THE 
VERTICAL JOINT 


Showing the 
up-right cloth 


in action. 


Formed-flexible _finish- 
ing cloths (Patented); 
Flat finishing cloths; 
Catch cloths; Crotch 
cloths and  Up-right 
joint catch cloths. Made 
of world-prize HER- 
RINGBONE _ TICKING 
or imported English 
MOLESKIN. If = your 
jobber cannot suppiy 
you write us for litera- 
ture and prices. 


GEO. E. WILLIAMS CO. 


3035 ALDRICH AVENUE, MINNEAPOLIS, MINN. 


White Today Jor Your Cony.. 


Bashlin’s new bulletin giving full details on Linemen’s Safety Equip- 


Bashtin's 


FOR MAGNETO 
SWITCHBOARDS 


W. E. #22-C Combined Jacks and Signals 
on #89-B Mounting (5 per strip) NEW 
S. C. #350-B Combined Key and Supervis- 
ory Drop Assembly (Replaces #169-F 
Key) NEW 

Federal *804-A Magneto Handsets for 
Desk or Wall Mounting—RECONDITIONED 


BUCKEYE 


TELEPHONE & SUPPLY CO. 


1250 Kinnear Road Celumbus 21, Ohio 
HUdson 8-0655 


Arrow Fastener Co. Releases 
Results of Stapling Test 


MorTIoN PHOTOS designed to com- 
pare the efficiency between a ham- 
mer and the new Arrow T-75 staple 
gun for fastening non-metallic sheath- 
ed cable, have been released by the 
Arrow Fastener Co. 

Two workmen were photographed 


ment is ready for you . . 


and every one a champion. 


L W. M. BASHLIN CO. 


. @ complete line from which to choose, 


Write today! 


Grove City 1, Pa. 


stapling equal lengths of cable. The 
man with the Arrow T-75 imbedded 
six staples to every one set by the 
man with the hammer. Hammering 
also required an average of five 
strokes per staple whereas the T-75 
seated its staple in one simple mo- 
tion. The T-75’s performance repre- 
sented a minimum 70 per cent in- 
crease in efficiency. 

According to Arrow Fastener Co., 
inspectors have approved thousands 
of jobs on which the Arrow Staple 
Gun has been used. This has been 
primarily because of a unique feature 
of the T-75 which insures the absolute 
safety of the cable. Staples are auto- 
matically stopped at a predetermined 
height to prevent any injury or dam- 
age to insulation. There is no danger 
of short circuits. In addition, Arrow 
staples develop tremendous holding 
power by spreading and _ locking 
themselves into wood. 


Motion photo (left) showing strokes and energy used ‘in hammering single electrical cable 
staple. At right, motion photo of Arrow T-75 staple gun setting six staples, fastening six 
times the length of cable in the same period of time under identical conditions. 
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There’s no danger of cut hands 
when handling Armstrong Glass 





SAFE TO HANDLE 


Insulators, Theyre made with | 


smooth seams, and every insulator 
is carefully inspected for smooth- 
ness. For details, write Armstrong 
Cork Co., Glass and Closure Div., 
295 Fifth Ave., New York 16, N, Y. 


(Armstrong GLASS INSULATORS 


for communications ... for power 








How to write a clear, 
logical technical paper 


Step by step this authori- 
tative book tells you how 
to select the type of report 
you should use, how to 
choose the most suitable 
forms and style, how to 
organize the material, and 
how to use figures, tables, 
and annotations—in short, 
make the report that is 
clear and understandable 
and wins acceptance for 
its ideas, 


WRITING THE 
TECHNICAL REPORT 


By J. RaLeicHo NELSON 


Oniversity of Michigan 
College of Engineering, 


Professor Emeritus of English, 
Third Edition, 356 pages, 5% x 82, 238 


illustrations, $4.50 


This practical guidebook takes up scores of 
specific points in the design and composition 
of the report and gives you exact directions 
for the setup of both long- and short-form re- 
ports, with numerous examples to guide you. 
In addition, the book outlines a system for 
the critical examination of the report to help 
you make sure it will meet the requirements 
of those who will read and use it. 


Telephone Engineer Publishing Corp. 


7720 Sheridan Road Chicago 26, Illinois 


124 


YOUR OCTOBER, 





Effective Tri-Directional 
plastic sign with over 
200 degrees visibility! 
Efficient as 3 flat signs. 
Available with fluorescent or in- 
candescent lighting; floodlights 
booth’s exterior. Weather-resist- 
ant. Sizes 11 x 11 and 18 x 18. 
Available with any insignia or 
legend. Easy installation and 
trouble-free operation. 





Write or Wire Dept. 7 


GLADWIN puastics: inc. 


275 Houston SE e Atlanta, Ga. 








Norman Howden Joins 
Stromberg-Carlson Co. 

NorMAn M. Howpen has joined 
Stromberg-Carlson Co., a division of 
veneral Dynamics Corp., as staff as- 
sistant to the director of public re- 
lations. 

Mr. Howden was born in Fillmore, 
New York, and attended grade and 
high school in that community be- 
fore entering the University of Ro- 
chester, where he 
received his A.B. 
and A.M. degrees. 
He was a member 
of the news staff 
of the Rochester 
Democrat and 
Chronicle from 
1933 to 1952. As  N. M. HOWDEN 
a science writer for this morning 
newspaper, he received the A.A.A.S.- 
George Westinghouse Science Writ- 
ing Award in 1950 for the best 
science article published in a news- 
paper in the United States during 
that year. From 1952 to the present 
time, he has been publicity director, 
Charles L. Rumrill & Co., Inc. 





Raytheon Appoints Manager 
of Pittsburgh Office 

AuFrreD C. WERNER has been ap- 
pointed manager of Raytheon Manu- 
facturing Company’s new Pittsburgh 
branch sales and service office. He 
reports to Harold N. Herndon, Cleve- 
land district manager of the firm’s 
equipment marketing division. 

The appointment of Mr. Werner 
and opening of the branch office is in 
recognition of the Pittsburgh area’s 
growing importance for industrial 
and electronic equipment. The terri- 
tory covered by the new office in- 
cludes western Pennsylvania, eastern 
Ohio, and the northern part of West 
Virginia. Mr. Werner will sell and 
service Raytheon’s sonic, ultrasonic, 
welding, and magnetizing production 
tool equipment, and the complete line 
of standard and custom transformers 
and electronic components, 

Prior to his new appointment, 
Werner was assistant to the market- 
ing manager. He joined Raytheon in 
1954, after holding several adminis- 
trative and sales engineering posi- 
tions with General Electric Co. and 
Kaiser Aluminum Co., He 
was also a partner and marketing 
consultant with James E. Jump & 
Associates, New York City. Mr. Wer- 
ner is a graduate of Massachusetts 
Institute of Technology. 


Boston. 


1955 TELEPHONE ENGINEER & MANAGEMENT 





STROMBERG ff CARLSON 


ransmitter 


Published by the famous makers of XY Equipment 





































VOL. 4, NO.7 OCTOBER, 1955 


' ° 
Dial System for Over 10,000 at Chambersburg, Pa. 
“4 
t For the 10,204 patrons served in the 
Chambersburg area of the United 
y | Telephone Company of Pennsylvania, 
D ~ a ee ° 
t July 17th was a field day; dials spin- 
ning, switches clicking .. . “this cer- 
tainly is a lot faster now let’s call 
Aunt Julie.” For sleep-weary tele- 
phone officials who had made the 
cutover to XY® dial operation at 
. 3:01 A.M. and then stayed on duty 
- the next day to guard against the 
h “bugs” which never developed, it was 
e a triumphant culmination to the 
. | months of careful planning, painstak- 
s ing installation and meticulous test- 
ing. 
Tr This conversion from manual ser- 
n vice to a 4,000-line MDO at Cham- 
's | bersburg and dial tributary exchanges 
il at nearby Marion and St. Thomas 
i- was the largest conversion in the long 
\- history of the United Telephone Com- 
n pany. Key telephone company person- 
st apn nel, headed by L. R. Thurston, presi- 
United and Stromberg executives gaze interestedly as tooth picking of relays a. 3 P ji 
d in Chambersburg, Pennsylvania new XY exchange is completed moments after dent, and Stromberg-Carlson officials 
the go-ahead signal. L. to R. — T. C. Thompson, sales manager, Telephone observed the smooth cutover proceed- 
n Division, Stromberg-Carlson; L. R. Thurston, president, The United Telephone ‘ae emalor the immediate direction of 
Company of Pennsylvania; John Voss, vice president, Stromberg-Carlson. © at ‘ : ae 
e Mr. William Moore of United Tele- 
‘S phone Company and Mr. John Me- 
eak, installation foreman for Strom- 
L. R. Thurston, president Peak, = - = , i 
t, of The United Telephone berg-Carlson. The next day active 
t- Company of Pennsyl- supervision passed over to Mr. Paul 
vania, conversing with ron. 
n sselmé s ’ anager. 
ciaeliie @h-Aimdiies. Mus: elman, di trict manager 
S- Frank Heintzelman at Che new 16-position toll board pro- 
1- Juneau, Alaska, on first vides nationwide operator intertoll 
d call through new Cham- alae hath j sali ald sea 
bersburg, Pennsylvania ‘ialing both inward and outward, in- 
le dial exchange, July 17, cluding the extension of inward toll 
1g 1955. Mr. Thurston is calls to Marion and St. Thomas. 
g flanked by the gover- a ; 
S nor’s two sisters of Fay- The first call placed was a truly 
r etteville, Pennsylvania, long distance toll call to Juneau, Alas- 
ts Miss Wealthy Heintzel- 


man, Mrs. Eva Grove. 





ka. Two sisters of the governor of 
Alaska Miss Wealthy Heintzelman 


and Mrs. Eva Grove joined in 











First call on Chambers- 
burg, Pennsylvania 
dial system. Burgess 
H. A. Kottcamp talk- 
ing to governor of 
Alaska, B. Frank Heint- 
zelman, in Juneau, 
Alaska. Waiting his 
turn is Paul Mussel- 
man, Chambersburg 
district manager for 
United Telephone Com- 
pany of Pennsylvania. 


* fo 


L. to R. — John Voss, vice president, Stromberg-Carlson; Emmett 
Shanks, sales representative, Stromberg-Carlson; Joseph Ottalagana, 
Rochester branch manager, Stromberg-Carlson; L. R. Thurston, presi- 
dent, The United Telephone Company of Pennsylvania; T. C. Thomp- 
son, sales manager, Telephone Division, Stromberg-Carlson; J. C. 
Siemons, general plant manager, The United Telephone Company. 


the conversation as Mr. H. A. Kott- 
camp, Burgess of Chambersburg, told 
Governor Heintzelman that the com- 
pletion of this call in a matter of sec- 
onds and the amazing clarity of trans- 
mission was a testimonial to “the 
hard working men and women who 
provided the physical means by which 


this call could be completed.” 

Mr. Thurston, Mr. J. H. Earley, 
general traffic manager and Mr. John 
G. Siemons, general plant manager, 
were enthusiastic in their estimate of 
the equipment, the installation and 
the excellent cooperation of the sub- 
scribers during and after conversion. 


Winch, in a pinch makes a job a cinch 


Here’s an ingenious idea that helped 
Fred Rector of Rosebud (Texas) 
Telephone Co. speed up construction 
of his new XY® office. 

When he noticed the contractor 
pouring the concrete slab roof by 
hauling up the concrete a 
bucket at a time, Mr. Rec- 
tor saw a better way. 

Setting up two poles, he 
had the contractor. build 
an elevator. Then the tele- 
phone company truck was 
backed into position and 
its winch line used to lft 
the concrete to the roof 
of the building. 

Result: faster work, fewer aching 
muscles, reduced construction costs. 


Chambersburg, Marion and Saint Thomas, 
Pennsylvania dial conversions 3:01 A. M. 
July 17, 1955. William T. Moore, cutover 
director, giving simultaneous cutover signal 
to all offices while John G. Siemons, general 
plant manager, smiles in anticipation of the 
eventful moment. 


New Magazine 


A new magazine devoted to the 
current developments in Wire 
Line Carrier and Radio Multi- 
plexing was first offered at the 
USITA Convention. 

“The Stromberg-Carlson 
Carrier” is to be a monthly 
journal, in the handy pocket 
size which appeals to engineers 
for permanent reference files. 
This monthly technical publica- 
tion will assist the growing 
number of telephone companies 
now employing one or another 
type of carrier or microwave 
system to extend their opera- 
tions. 

Your Stromberg-Carlson rep- 
resentative will put you on the 
mailing list, upon request. 
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A resident of Mercer, Mo. for 60 
years, Old Crank passed away on 
August 15, 1955. He had been in ill 
health for some time. 

Taking his place as a public ser- 
vant is the new XY Dial System that 





Managers of the various companies in the 
Grand River system assembled for the Mercer 
cutover. C. W. Chastain is general manager. 


was cut over on that date. This is the 
first of 23 exchanges of the Grand 
River Mutual Telephone Corporation 


Company breaks ice with first 
of 23 exchanges cut over to dial 


to be converted to dial. All will even- 
tually be cut over. 

The XY System at Mercer was put 
into operation in an impressive com- 
munity ceremony with all the trim- 
mings — concert by the high school 
band, speeches 
by the mayor and 
a state senator, a 
talk by manager 
C. W. Chastain 
of the telephone 
company, and 
the main address 
by a congress- 
man. The com- 
pany’s 24 trucks 
were parked 
along the square 
where the cere- 
monies were 
held, as visible indication of the great 
service given by the company to its 
subscribers. 

Grand River Mutual Telephone 
Corporation was created in 1951, and 









"Way down in Missouri . . . where they cheer telephony 


secured REA assistance in acquiring 
34 exchange service areas from nine 
different companies. It is the largest 
REA-financed company to date. 
The exchange at Mercer serves 233 
subscribers (77 of them new), and 
is part of a 
“orand’  pro- 
gram which will 
include 2700 | 
miles of pole line 
and cable, new 
buildings, new 
dial systems and 
all new tele- 
phones for the 
1l-county service 





J. R. Lowry = (left), 
president, C. W. 
area. Chastain, manager. 





Old Crank, magneto telephone, was buried 
with ceremony in town square. Note fleet of 
company vehicles in background. 





Dials Are Humming In Noel, Mo. 


First town in McDonald County with 
a complete dial system is Noel, Mis- 
souri, which cut over 200 lines of 
XY® dial equipment this summer. 
Owners and operators of the Noel 
Telephone Exchange since 1947, Fred 
and Nita Cartwright started with 185 


subscribers served by magneto 





At Noel cutover (I. to r.): the Cartwrights; 
the Harold Stouffers, Granby, Mo.; the Walter 
Mitchells, Seneca, Mo. 


‘phones and open wire. The new XY 
Dial System serves nearly 400 sub- 
scribers. 

Quips Mrs. Cartwright, ““Mechani- 
cally everything is working fine, but 





L. to r.: Mrs. Eleanor Mitchell, Seneca, Mo., 
Mrs. W. K. Aubrey, Jay, Okla.; Mr Vietch, 
Ozark, Ark.; W. K. Aubrey, Jay, Okla. 


every few days my rest is interrupted 
by the bookkeeper wanting me to 
take some money to the bank.” 


Important Job for 
Telephone Man 


In May of this year, 
the governor of Mis- 
souri appointed Mr. 
Foster B. McHenry 
to the important 
FosterB. McHenry Board of Trustees of 
the Federal Soldiers’ Home in St. 
James, Mo. 





Mr. McHenry is especially well 
known in telephone circles, both as 
president and general manager of the 
Capital City Telephone Co., in Jeffer- 
son City, Mo., and as a director of 
the USITA and past president of the 
Missouri Telephone Pioneers. 

We at Stromberg-Carlson extend 
our congratulations — both to our 
good friend Mr. McHenry, and to 
the people who will benefit from the 
wisdom and knowledge he brings to 
his new office. 





14 channels of a 90-channel Microwave Sys- 


tem for the Rochester Telephone Corporation 
set up for final engineering tests before 
shipment. 


R. R. Dobbin, assistant chief telephone en- 
gineer; S. B. Weiner, heading up the carrier 
engineering group; W. W. Weedfall, staff 
assistant to the vice-president and coordi- 
nator of carrier and microwave activities, 
discuss assembly of a carrier sub-panel. Mrs. 
Kaye Laico is secretary to Mr. Weiner. 


os 


Toroid winding machines. Operator puts pre- 
determined number of turns on toroid core. 
Coils are bank and random wound to in- 
crease “Q” and minimize distributed capaci- 
ty. Standing (left) Howard Strassner, pro- 
duction manager and Kenneth Walker, fore- 
man of carrier assembly. 


Ofoy bate; 


(Glotaat-1 ae \/htet voy} co hi- aa 
Places 


Toroid coils ready for assembly on filter boards (shown in upper left). 
Coils have been wound, peeled to proper inductance, and wax im- 
pregnated. Mrs. Kay McClellan (standing) is supervisor of filter assem- 
bly; Mrs. Ethel Bement (seated center) is supervisor of coil winding. 


Carrier and microwave channeling 
development and manufacture are 
now well established in the 
building acquired for this purpose 
in Rochester, N. Y. Substantial in- 
creases in both working area and 
personnel, to help meet the steadily 
mounting demand for Stromberg- 
Carlson carrier and microwave equip- 
ment, led to the transfer of this op- 
eration to its present location. 


new 


General view of the carrier and 
sub-assembly area in Rochester, N. 


Engineering, laboratory and_ pro- 
duction facilities are all located un- 
der one roof, and all the resources 
of the main plant of the company are 
in close proximity. This has resulted 
in direct gains for the carrier and 
microwave program. 

Manufacturing efficiency has been 
improved by this centralization with- 
in the structure of Telephone Divi- 
sion operations. New direct-flow as- 


microwave channeling equipment 


Y., plant. 











% 





Two members of the carrier engineering group — Ted Frankel (stand- 
ing) and Carl Van Winkle — checking out a new filter design to de- 
termine the practical results of their experiment. 


sembly lines; larger stock rooms and 
in-process storage areas; improved 
inspection, packing and shipping fa- 
cilities give promise of reduced lead 
time once the accumulated backlog 
of orders is out of the way. 

Almost all the production workers 
were obtained from the Rochester 
area. Many were able to be transfer- 
red from similar types of work in the 
telephone and radio assembly depart- 
ments; the more skilled are training 
new employees as the number con- 


tinues to grow. 





Charles Oneske, carrier engineer, performs 
check-out of a pre-group unit used in S-12 
carrier system. 


new channels it’s what comes off the enc 
of the line that counts! 


For the telephone company anxious to one 


As the engineering staff is being 
augmented, the physical layout of the 
plant has been planned to take care 
of all the measuring and testing ap- 
paratus from the former Dallas opera- 
tion. as well as several new experi: 
mental testing instruments not then 
available. 

Now that carrier; microwave manu- 
facturing has passed through the in 
evitable adjustments of this period of 
moving and large-scale expansion, 
there is every reason for optimism 
in looking ahead. 


Mesquite, Nevada, 


Rings the Bell with 
new XY Dial System 


Six stations in 1945 
in 1955! 


130 stations 


Growth of the town of Mesquite. 
Nev., has surprised everybody con- 
cerned — especially the natives. And 
rapid growth has created a need for 
quick action in providing up-to-date 
telephone service. 

Messrs. Jim Pulsipher and Mike 
Burns, co-owners and managers of 
the Rio Virgin Telephone Company, 
are seeing to it that their community 
gets the modern service it needs. On 
July 21, 1955, they cut over a new 
XY Dial System to serve their 130 
subscribers. And since the cutover. 
their subscriber list keeps growing. 

A key man in their company is 
wire chief Bob Blewett, whose experi- 
ence in the telephone industry re- 
lieves the owners of much of the tech- 
nical work. Thus, Jim Pulsipher and 
his wife are able to help with many 
civic activities, as well as managing 
the La Mesa Motel; and the Mike 
Burnses, besides helping in public 
affairs, also manage the town’s only 
theatre. In addition, Mike is a full- 
time officer of the Nevada State Pa- 
trol. 

Busy? Certainly. But they like it 
that way in Mesquite. That’s why this 
little town is growing like a water- 
melon in a rainstorm. 


Admiring new, smoothly functioning XY 
System at Mesquite are (I. to r.): Mike 
Burns, co-owner; Bob Blewett, wire chief 
and engineer; Wayne Perslin, Strom- 
berg-Carlson installer; and Jim Pulsi- 
pher, co-owner. 












































The Postman’s Holiday: No. 2 


None of us had 
been in West 
Virginia before. 
know 
wanl 


but we 

now well 

Lo return. 
Mountain foliage brushed by clouds; 
picturesque valleys where the horse 
used to 
wring a living from the soil . . . this. 
and gas. and chemistry, is 
Our first objective 


and the stooped back are 


and coal. 


West 


Virginia. 


Large plant for extracting by-products of 
natural gas draws many workers to Pine 
Grove, West Virginia. 


was Pine Grove. but long before the 
last, steep switchback had brought us 
to the beginning of Carl Ballantine’s 
territory. we saw the oil and 


gas 


Ya i: 
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fs 
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Carl Ballantine demonstrates testing in his 
XY exchange for a young visitor. 


Also contributing largely to the economic 
stability of Pine Grove is the Hope Natural 
Gas Company processing plant. 


pumps which have supplanted log- 
ging as the chief industry. 

Hard in the center of Carl's service 
area are two of the country’s largest 
plants: the Hope Nat- 
ural Gas Co. and a division of the 
Union Carbide and Carbon Co. Both 
have direct pipe lines from the south- 
western fields, and this thinner gas is 
put back in old West Virginia wells 
to pick up enriching minerals from 
These industries are ex- 
new which. 
of chemistry. 


gas processing 


the ground, 
amples of the order 


through the magic has 


A portion of XY 
office at Davis, 
West Virginia. 


Gerald Parks and 
daughter, Dana, 
use Davis power 
board as back- 
ground. 


remade this portion of West Virginia. 
The four XY® Dial Systems recently 
cut into operation by the Short Line 
while 


Telephone Co.., amazing to 


long-time residents. are considered 
necessary and normal to the present 
age, 

The company was started in 1897 
by Carl’s grandfather a country 
doctor who wanted it for his own use. 


Last spring it had 1700 stations and 
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Things are different 
below the Mason and Dixon line. 


month. Ex 
3.000- 


is adding about 50 a 
changes are designed for a 
station system. 

Davis. W. Va. was several mount- 
lain ranges away, and about half way 
between is the newly created Tygart 
Dam State Park where we camped. 
Next morning’s abortive fishing ex- 
pedition turned into a fairly success- 
ful swim, so it was a little after noon 
when we met Gerald Parks, president 
of the Duncan Telephone Company. 
“Jerry” also has recently converted 
four exchanges to XY operation (see 
June issue of Transmitter). 


Unspoiled beau- 
ty in lavish 
amounts in 
Black -Water 
Falls State Park. 


Artist's drawing 
of new inn now 
under construc- 
tion. 


The Park’s live on a mountain top 
“so they can keep track of toll 
customers crowding the adjoining ski 
slopes all winter long.” While visit- 
ing on their terrace we learned of the 


plans under way for developing the 


entire Blackwater Falls region into 
one of the largest recreation centers 
in the Appalachians. (A recent letter 
tells of rapid progress on the 55-room 
inn, with full PBX service planned by 


the Duncan Telephone Company.) 
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A centennial parade in nearby 
Thomas brought all of us into town 
for front row seats on Ed Filler’s 
porch. Ed the other half of the 
management team was pitting his 
skill against the Potomae bass; we 
were sorry to miss him. His little 
daughter did honors as central figure 
in one of the floats. 

Sunday we lost no time in visiting 
Blackwater Falls. I wish I could print 
my color pictures, for words cannot 
capture the beauty of this diamond 
set in garnets and emeralds. Leaving 
the mountains reluctantly, it was 
come.” but not 


“Virginia. here we 





Washington and Lee University signifies the 
charm and graceful living for which Lexing- 
ton, Virginia is famous. 


before we had discovered that the 
best place to cool off on a hot day 
is in one of the several caves for 
which this region is famous. 

It was still Sunday when we passed 
through Harrisonburg and so had to 





“Pop” Smith has “retired” to the most stim- 
ulating job he ever had. 


omit a call on Mr. Harry Cavindish, 
manager of the Harrisonburg Tele- 
phone Company. Camping again 

this time on the Skyline Drive 


The Postman Comes To Virginia 





then Charlottesville and Monticello 


where heat (102°), 4th of July 


crowds, and a disinterested hostess 
kept this experience below anticipa- 
tion. 

I don’t know when a pool has look- 
ed as good as it did that night (name 





This photo will soon be historic as Lexington 
converts to XY dial. 


of excellent motel on request): this 
undoubtedly put us in receptive mood 
for the delightful afternoon and eve- 
ning in store for us at Lexington, Va. 

As you enter Lexington from the 
north you see Virginia Military In- 
stitute. A little further on is Wash- 
ington and Lee University and in 
nearby Buena Vista is Southern Semi- 





The Lexington Company houses its operations 
in buildings which add to the civic scene. 


nary. These colleges not only pre- 
serve a cultural atmosphere for the 
city but also supply the life blood of 
the telephone company. In fact the 
present Southern 
Seminary, where Jean (Smith) Au- 


story begins at 
gustine was graduated. 

A. J. “Pop” Smith had 
from a successful drug business in 
New Haven, Conn., where son-in-law 
Charles Augustine held a responsible 


retired 

















































A “natural” for tourist’s cameras, Natural 
Bridge, Virginia, is equally beautiful by day 
or night. We saw it both ways. 


position with the Southern New Eng- 
land Telephone Company. “Pop” and 
Mrs. Smith tried Florida thought 
it too warm then decided to settle 
somewhere in the country they had 
grown to love while Jean was in col- 
lege. The “quiet” homestead became 
a lodestone for daughter Jean and 
Charley on week ends as well as a 
gathering place for civic leaders from 
Without 


it happened. 


Lexington and_ environs. 
knowing exactly how 
Charley and Jean left the security of 
the New Haven job in 1951 for the 


challenge of rehabilitating the Lex- 


This family is the Lexington Telephone Com- 
pany team. Left to right: Charles Augustine, 
Arthur M. Smith, Mrs. A. J. Smith, Mr. A. J. 
Smith, Jean S. Augustine. 


Southern hospitality is a manner of living 
— immediately apparent upon crossing the 
Mason and Dixon line. 


ington Telephone Company. 

Jean, as company president, is a 
dynamo of energy has accumu- 
lated an amazing amount of telephone 
her husband 


through her self-imposed program of 


know-how from and 
reading, asking questions and listen- 
ing. Charley, already having the tele- 
phone background, has the post of 
chief engineer. 

“Pop” Smith, as_ vice-president, 
has discovered that the same sound 
business principles that make for 
a successful drug company apply 
in the operation of a telephone com- 
pany. Arthur M. Smith, Jean’s young- 
er brother, just returned from three 
years in the Signal Corps in Alaska, 
and Mrs. A. J. Smith, secretary-treas- 
urer, complete the team. 


The 


their management, has had a spectac- 


Lexington company, under 


ular growth to nearly 6,000 stations. 
The new XY office soon to be in- 
stalled will provide for the consider- 
able increase which is bound to fol- 
low. The Natural Bridge Telephone 
Company — an affiliate now merged 
with Lexington — serves the ever- 
increasing numbers who have been 
drawn to this heroic monument of 
nature. 

The people of Lexington are glad 
they asked the Augustine-Smith team 


here — and they have come to stay! 


"STROMBERG-CARLSON” AND "XY" ARE REGISTERED TRADE MARKS OF TH 


Meet the Rest of Our Chicago Sales Representatives 


Joseph R. Thompson never writes 
much, especially about himself. This 
veteran telephone salesman is prone to 
such statements as “Nothing new here. 
Obtained signed contract 1,200 lines 
XY.” But on one point he is adamant 
— he’s a Hoosier, born and raised. 
“Joe” lives in Knox, Indiana, where 
he can keep in close personal touch 
with managers all over northern Indi- 


ana, the state of Michigan, and a small 
section of Ohio. Customers like his 
forthright manner and_ respect his 
judgment based on long experience. 

Starting as an installer for Western 
Electric, Joe came with Stromberg- 
Carlson in 1926 as a salesman traveling 
western New York, then northern III- 
inois, and soon afterward came “back 
home to Indiana.” 

Joe and Doris Thompson recently 
were presented twin grandchildren by 
Joe Jr., now living in Akron, thus re- 
quiring each of them to take a course 
in baby-sitting at long distance. Fish- 
ing rod and gun have been put away, 
but come out to Joe’s home on the 
lake and he’ll tell you where the other 
fellows get the bites! 


Leo E. Rubendall grew up in the tele- 
phone business in the days when man- 
ual was king. Right after leaving high 


school in Iowa he went to work for 
the Northwestern Bell ‘Telephone 
Company as outside repairman. 
Wisconsin seemed to beckon him, 
and since Leo moved there in 1924 he 
has never wanted to leave. He was a 
lineman and combinationman for the 
Wisconsin Telephone Company and 
for the Commonwealth ‘Telephone 
Company; then in 1929 he went to 
Fennimore, Wisc. to be manager. 
Leo became a member of the Strom- 
berg-Carlson telephone sales force in 
1940, and from his Madison head- 
quarters fans out to cover the whole 
state and Michigan’s northern pen 
insula. His daughter, Barbara, is liv- 
ing in Europe, working as a civilian 
employee for the Army Air Force. 


 \ 
fi\\ 


Kenneth R. Jenkins is a newcomer to 
Stromberg-Carlson, and is just now 
meeting his customers in Kentucky, 
western Tennessee and southern Indi- 
ana. The son of a successful telephone 
manager in Shinglehouse, Pa., Ken 
had practical experience in this ex 
change before joining the Stromberg- 
Carlson installation force. 

During his three years in the In 
stallation department, Ken became a 
foreman for several large XY dial of- 
fices, including those at Blountsviliec, 
Mason Hall, Erin and Hall’s Cross 
Roads, Tennessee. 

Ken's wife and three small children 
won't see too much of their Daddy in 
their new home in Seymour, Indiana 
for a while as he has lots of miles to 
cover and many new friends to meet 
through Ray Wentis who will be re 
turning to Rochester to work in the 
National Sales department. 


CARLSON COMPANY, ROCHESTER, N. Y. 
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The proved and 
standard protection 
for Underground Telephone Cables. 


Highest quality and full line of shapes. 





NATCO CORPORATION 


formerly National Fireproofing Corp 


327 Fifth Avenue, Pittsburgh 22, Pa. 
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Made of highest quality dry-process elec- 


trical porcelain . . . Porcelain Products tele- 
phone insulators assure long, continuous 
service . . . customer satisfaction. Porcelain 
Products, Inc. has served the telephone’ in- 
dustry for decades, offering a complete line of 
insulators that meet AT & T and REA speci- 
fications ... . simplifying installation . . . re- 
ducing maintenance. Write for complete 
information, today! 


PORCELAIN PRODUCTS, INC. 





Findlay, Ohio 
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By John G. Reynolds 


1892 Phone — “Good as New” 
ACK IN 1892, 16 years after Alexander Graham 
Bell invented the telephone one block away, a tele- 
phone was installed in the city clerk’s office at the City 
Hall in Boston, Mass. 

A newspaper account of the installation read: 

“This telephone is an outstanding attraction for City 
Hall visitors and employes who stand long periods of 
time studying Mr. Bell’s invention. It is expected the 
telephone will be used for many years to come.” 

Having survived 21 mayoralty administrations, this 
old-fashioned wall telephone is still doing business at 
the same old stand. City officials have steadfastly re- 
jected telephone-company offers to replace it with a 
modern instrument. 

It is estimated that more than 4,000,000 calls have 
been made over the telephone during the past 63 years. 
City workers refer to the telephone affectionately as 
“Old 94,” its extension number. 

City Clerk Wilfred J. Doyle has no idea of replacing 
the antique telephone. 

“Why.” he said, “it’s still as good as new.” 


Out of The Past 

NCE UPON a time 1907 to be exact - 

old Sophia Mohr started work in Traffic at 160 
Market Street, Newark, N. J., which meant she was an 
operator when the first ribbons were snipped for the 
Newark Tandem cutover about 1908. This past July 19 
at 281 Washington Street. Newark, Mrs. Sophia Mohr 
Townley handled some of the last calls at Newark Tan- 
dem before it went out of existence. 

The years in between bring many nostaligic thoughts 
to Mrs. Townley that are well worth sharing. 

According to her story in the September issue of the 
“New Jersey Bell,” in 1907, operators wore little white 
aprons over long accordion pleated skirts. The skirts 
flared out over a series of stiffly starched, hand em- 
broidered petticoats. Except for the length the same 
silhouette was seen everywhere this past Summer! 

A couple of inches of black lisle stockings and sturdy 
oxfords were visible bsneath the skirt. High button 
shoes were on the way out. Blouses had very high collars 
which might have started the upswing in hair styles. 
There were no short, sleek coifs. Hair was long and 
piled in a series of complicated looking “puffs.” False 
hair pieces and “rats” often helped the effect along. 
Hairpins were used by the bushel, of course! If a girl 
dared bob her hair, she had to wear a hairnet. 

There weren’t nearly as many customers then, so the 
girls got to know them and did favors for them. Sub- 
scribers often left messages with night operators to be 


15-year- 


called early in the morning. Mrs. Townley recalls. 
“When I came on duty, I’d find the notes and call and 
wake them up. They had personalized alarm clocks in 
those days.” 

Earning a salary was an exciting thing for young 
Sophia. When she made $3.00 a week she decided to 
buy a piano. Every week, $2.00 went to her Mother 
(she got some back for spending money) and the re- 
maining dollar went to the piano man. The Mohr fam- 
ily with 12 children plus their friends made quite a 
group around the piano during frequent song fests. 


“90 Years Late” 
CCORDING to Richmond, Va., telephone folks a 
telephone call caught Mayor Thomas Bryan munch- 
ing a late bedtime snack. 

“Claggett, Ontario, calling Mayor Bryan,” said the 
long distance operator. 

“This is the Governor of Virginia?” the caller asked. 
“No? Oh, the mayor of Richmond. You'll do just fine 
... [ve just been reading about a man you have down 
there —- Stonewall Jackson. | certainly admire the way 
he marched his men and fought . . . You’re doing a 
good job down there.” 

Bryan never did find the identity of his Canadian 
caller. He agreed, though, that Stonewall Jackson was 
a fine Confederate general 90 years ago . . . and we'll 
buy that too. 


“Trouble Report” 

UR KANSAS correspondent tells us a_ trouble 

shooter in Fort Scott really had a case on his hands 
a few weeks back. It seems a little girl in Fort Scott, 
Kan., had been schooled in cleanliness and was keeping 
house for her ill mother. This was just fine, in fact 
commendable, until O. J. Keller, telephone repairman. 
received a trouble call and found the young house- 
keeper had washed the telephone in the washing 
machine. 


“Careful Handling” 
IFTY YEARS ago telephone subscribers didn’t re- 
ceive today’s soft-glove treatment. From a_news- 
paper in Itasca, Texas, we learn that two telephone 
directories, dating back at least 50 years contained the 
following information: 

“Telephone office hours 5:30 a. m. to 9:30 p.m... . 
Parties failing to answer will be rung a second time but 
no more... Patrons will please bear in mind it is not 
possible to give prompt attention every time as two or 
more calls are often made at the same time.” 
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USE AUTOMATIC’S 
WEST TES® Sé?F 





With clips #1 and #2 attached to line, your man 
clamps finder coil “F” on side “A”. Tone indicates 
short in this direction. Lamp shows distance to trouble. 


INDEPENOENT 





<p ELECTRIC 
AUTOMATIC SZ ELECTRIC 


Economically 


Swiftly—A few turns of the hand generator put a 
tone on the line which the finder coil picks up. Your 
man hears it with a handset. Volume of tone tells 
him directions of, and approximate distance, to the 


fault. 


Surely—Finder coil is not affected by low-resistance 
ringers, relays, nor repeating coils on line. Insures 


accurate results. 


Economically—Telephone men find they can track 
down shorts, opens, crosses, poor grounds, high- 
resistance joints, and swinging contacts on miles of 


' No long, costly searching for 


line, in a single day: 
trouble. The West Test Set makes a handy portable 


telephone too—another economy. 


Thousands of West Test Sets are in use. Folder 
TT1606A contains diagrams and technical data you'll 
want; write for it today. Address: Automatic Elec- 
tric Sales Corporation, 1033 W. Van Buren St.. 


Chicago 7. Or call HAymarket \-4300. 
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ORIGINATORS OF THE AUTOMATIC DIAL TELEPHONE 





are YOU disturbed... 


by your P&L statement? 


we ee 


int | GG81 320 senenines, (yee tr oy 


The best equipped telephone directory 
publishing organization in the world. 
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Don’t be like the Pinacate beetle, who stands on its head when 
disturbed. If you can’t cut costs further, there’s still a way out. How? 
By getting a greater yield from your Directory. Our business is 
making directories more productive. We’ve done it for many other 
telephone companies. Perhaps we can do it for you. 


Let’s talk it over. 


P.S.: “Know how” sets up advertising volume — and in addition 
means a smarter looking book, greater accuracy, 
better customer relations with subscribers. 


GENERAL TELEPHONE DIRECTORY COMPANY 


1800 Busse Highway’ - DES PLAINES, ILLINOIS - VAnderbilt 4-2164 
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LONG BEACH, Calif. + 604 Pine Avenue + Tel: 6-7221 SPRINGFIELD, Ill, » Myers Bros. Building + Tel: 3-1236 





